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T he accounting industry is fuelled 
by human capital .  As the 
workforce ages, it becomes 

imperative for firms to woo the younger 
generation of workers: Gen Y. In this 
issue, we discuss how accounting firms, 
especially SMPs can capitalise on their 
Gen Y assets to boost productivity 
and add value. But Gen Y are a vastly 
different kettle of fish, demanding 
that employers come up with new and 
innovative recruitment, management 
and retention strategies. Since Gen Y 
makes up about a third of the workforce, 
SMPs must act now to address the 
wants and needs of Gen Y in order to 
harness their loyalties and talents, for 
this very mobile generation has no 
qualms in leaving their employers for 
greener grass both at home or across 
the border.

Elsewhere, we look at how the imple-
mentation of fair value accounting might 
open up loopholes for exploitation by 
less-than-scrupulous companies. Cur-
rently, company law is silent on whether 
dividends can be paid out of unrealised 

profits. Should the situation be recti-
fied to safeguard corporate governance 
and converge with other developed re-
gimes?

For those who love to travel on both 
business and pleasure, take a look at 
the latest trends in airport hotels and 
great tourism deals. You won’t just have 
a good time, but get more bang for your 
buck in exotic and luxurious locales.

Happy reading! n

EDITOR

Leveraging 
the Gen Y asset

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 Accountants Today. Why not drop us a line now?  e-mail: communications@mia.org.my  

editor’s note

SMPs can capitalise on 
their Gen Y assets to 
boost productivity and 
add value. But Gen Y 
are a vastly different 
kettle of fish, demanding 
that employers come 
up with new and 
innovative recruitment, 
management and 
retention strategies.

letters to the editor ///// 

Errata
The article titled ‘Top Tips for Reces-
sion-Proofing Your Business’ on page 
12 of the August 2009 issue should have 
been credited to CPA Australia. 

The article titled ‘Tax Implications of 
Cross-Border Leasing Arrangements’ on 
page 36 of the August 2009 issue should 
have been credited to Tony Chan.

The above omissions are regretted. 
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the GenY asset 
Jenny is well-educated and 

brimming with self 
confidence. She blogs, she 
Facebooks and loves her 

iPhone. She is goal-oriented and 
independent. She works as easily in 
the office as she does on her laptop 
in a café. She wants to work but 
doesn’t want work to be her life. She 
can be fickle and tends to 
faddishness; after all, she’s a mere 
25. She’s also a member of a 3.9 
million-strong workforce aged 29 
and under, which accounts for 
approximately 36% of Malaysia’s 
working population. Born between 
the 1980s and 1990s, Gen Y as a 
group is too big to ignore. They are 
becoming an influential factor in the 
workplace and given their numbers, 
are set to play an increasingly 
important role in the future of a 
company’s workforce. 

tHeY COme WItH 

A VArIetY OF mONIKers: 

GeN Y, mILLeNNIALs, 

INterNet GeNerAtION, 

eCHObOOmers, trOpHY KIDs 

AND iGeN. YOUNG, AssertIVe AND 

WItH A UNIQUe spIN ON tHINGs, 

tHeY CAN be A VALUAbLe Asset. 

IGNOre tHem At 

YOUr perIL. 

Ng Poh Ling

economy | COVer stOrY
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Gen Y forms over 60% of the workforce 
at Malaysia’s PricewaterhouseCoopers 
(PwC). At CAS International, estimates 
CEO Chen Voon Hann, Gen Y accounts for 
close to 40% of employees. Parker Randall 
Malaysia has been actively recruiting Gen 
Y. More than 50% of Deloitte Malaysia’s 
consulting arm consists of Gen Y. 

Their dominance can be attributed to 
the evolving DNA of the talent pool: 
baby boomers are retiring and Gen X are 
opting for shorter hours. That leaves 
Gen Y in the forefront of potential 
employees. The economic deceleration 
may prove to be an opportune time for 
businesses to revamp their talent 
management strategy. The first challenge 
is to get them in the door. Gen Y are 
young, smart and bold but they also 
have high expectations for personal 
growth. They are also very affordable, 
and most of them are willing to work 
harder to prove themselves in these 
trying times. Savvy Small and Medium-
Sized Practitioner firms (SMP) should 
seize this opportunity to woo this young 
talent. 

The good news for employers is that 
Gen Y are hardworking and have the 
tools to get things done, fast. They are 
enormously clever and resourceful. 
Multitasking is second nature. They 
are eager to contribute and value 
progression. 

At the other end of the pole, they are 

tHe GeN Y Asset

n n n

Gen Y, stresses Andrew Lee, Executive 
Director of Deloitte Malaysia’s consulting 
practice, is whether we have the heart to 
adopt new cultures and new ways of 
doing things. 

Adopting the tech culture is the way 
to go. Gen Y want to spend their time in 
meaningful and useful ways, no matter 
where they are, and technology usually 
comes to the forefront to facilitate this 
need. Their insistence on technology 
may seem demanding to employers, but 
in fact push businesses to drive 
productivity and increase efficiency. At 
Parker Randall, Gen Y is free to explore 
the internet for the latest information, 
development and updates pertaining to 
the accountancy profession and to 
update the firm’s website while working 
on their computers at home or at cafés 
with WIFI. Datuk Raymond Liew of 
Parker Randall Malaysia adds, “As long 
as the result is delivered on time, given 
that each job assignment is assigned a 
given timeframe, it does not matter 
where it’s done.” Instead of increasing 
costs, he says, Gen Y has helped the 
firm save on office space, consumption 
of electricity and the use of of fice 
amenities. 

As long as Gen Y feel inspired in their 
roles, they make things happen. Their 
zest for learning and their resourcefulness 
push implementation up a notch. If an 
issue matters and the firm’s values mirror 
their own, they can be the best 
ambassadors, be it in the drive to 
initiate corporate responsibility, become 
innovation-driven, build teamwork or 
increase productivity.

They are 
enormously clever 
and resourceful. 
Multitasking is 
second nature.

also incorrigible and opinionated. Their 
eagerness for advancement translates to 
a preparedness to job hop. They are less 
tolerant of authority and can see through 
inexperience. Their formative years are 
filled with childhood trophies and 
adulation; they grew up being told that 
they can do anything and be anything. 
Their priorities are simple: they come 
first.

In a recent global PwC survey, more 
than 60% of CEOs cited challenges in 
recruiting and integrating Gen Y. Little 
wonder then that they may be the first 
targets of the firing squad during the 
downturn. While it may seem that 
understanding and catering to Gen Y 
seems more trouble than it is worth, 
businesses that do not do so now may 
find that when the economy rebounds, 
they may lack the right mix of talents to 
remain competitive in the coming upturn. 

How can firms acclimatise? The only 
real challenge of attracting and retaining 

n n n n n n n n n
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Take advantage of 
Gen Y’s affinity with 
computers, mobile 

phones, instant 
messaging, and general 

electronic literacy. 

n Have a clear vision. A company 
must have a clear vision underlined by a 
firm set of values. Gen Y have a clear idea 
of what they want and where they’re 
headed; the firm they work for better 
have a good idea of where it is and where 
it wants to be. 

n Create a plan for change. SMPs 
need to prioritise those areas that are most 
important to change in the short-term and 
identify aspects that are longer-term or 
ongoing in nature. “In order to keep Gen 
Y, companies must have programmes for 
increased training, trusting, teaching and 
teamwork,” adds Lee. 

n Don’t overpromise. Be honest 
about where your company is relative to 
the expectations of today’s workforce. 
Lee says that Gen Y appreciate upfront 
explanations and urges employers to give 
Gen Y opportunities to assist with the 
transformation.

n Set a clear career path and 
facilitate their growth. “The partners 
must play a role in this task,” emphasises 
Chen. “Partners should not direct all the 
time but must adopt a leadership style 
which can inspire Gen Y to participate 
and eventually to lead.” Structured 
business management methodology is 
another way to attract and retain Gen Y as 
they will be motivated to complete the 
given task and meet the deadline. 

HOW CAN A FIrm eNsUre 

A perFeCt mAtCH 

WItH GeN Y, AND NOt 

beCOme strANGe 

beDFeLLOWs?

Wooing Gen Y 

n Compromise. The different 
generations should work together, not 
against each other. Gen X and Baby 
Boomers need to recognise Gen Y’s need 
for immediate challenge and recognition. 
On their part, Gen Y will have to lower 
their expectations, make sacrifices and 
accept certain things for what they are. 

n Harness IT. “Technology is the 
flashpoint,” says Chen, “Allow them the 
tools and work flexibility to be mobile and 
connected 24/7.” They grew up on the 
Internet and they even know how to 
launch a viable business online. SMPs 
should also invest in IT to manage and 
standardise work processes, creating job 
efficiency when tasks are performed 
faster with fewer mistakes. Not only is IT 
the SMPs’ tool to lowering costs and 
improving efficiency and productivity, it is 
Gen Y’s forte: harness it.

n Gadgets are good, multitasking 
is better. Take advantage of Gen Y’s 
affinity with computers, mobile phones, 
instant messaging, and general 
electronic literacy. They use their 
gadgets and their IT literacy to full 
advantage and are ace multitaskers. It’s a 
way of life: they talk on the phone while 
emailing and answering multiple instant 
messages. Without these different tasks 
and goals to pursue, Gen Y will likely 
experience boredom.

n Expand beyond traditional 
accounting services. Liew elaborates, 
“Gen Y are attracted by the services 
beyond the traditional as they find them 
more challenging and more demanding 
in terms of exposure. Bear in mind that 
Gen Y are very mobile in so far as IT is 
concerned and it is easier for them to 
switch jobs due to demands across 
borders.”

n Engage and communicate. 
Know what matters to Gen Y. Old 
assumptions about what employees value 
in the workplace may not necessarily apply 
to Gen Y. “Engage them through social 
networking sites like Facebook and 
Twitter; create platforms for open dialogue 
and communications,” Lee adds. Conducive 
work environments, better pay packages, 
corporate responsibility and work flexibility 
are key issues. Communicate regularly 
and be open to their views.

n n n

tHe GeN Y Asset
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tHe GeN Y Asset

n n n n n n n n n n n n n n n 

n Provide leadership and guidance, 
also continued learning and professional 
development. They want to look up to you, 
learn from you, and receive daily feedback 
from you. Plan to spend time teaching and 
coaching and be aware of this commitment 
to Gen Y when you hire them. They 
deserve and want your very best 
investment of time in their success. Gen Y 
yearn to learn and develop; fulfill their 
need for it by providing an avenue for 
learning, especially in soft skills, i.e. 
managerial and supervisory training 
via mentoring, coaching or rotational 
assignments. Ideally, put in place a 
structured human resource development 
programme.

n Provide structure. State goals 
clearly and assess progress regularly. 
Define assignments and success factors. 
Chen adds that structured business 
management methodology is one way to 
attract and retain this generation as they 
will be motivated to do the task given and 
meet deadlines. 

n Empower Gen Y. Gen Y is ready to 
take on the world. Lee emphasises, “They 
welcome being held to high standards.” 
They want it, they can step up to it, and 
they will perform, if only managers will 
allow them that responsibility. 
Encourage their self-assuredness and 
‘can-do’ attitude – don’t squash or contain 
them.  “They are hungry for knowledge 
and are equally hungry to prove their 
worth,” says Liew. 

DEfININg ChaRaCTERISTICS

Gen Y 
(born 1982 – 1995)

Techno-savvy & connected 24/7; Optimistic; Confident; 
Comfortably self-reliant; Entrepreneurial; Success Driven; 
Inclusive; Environmentally minded

Gen X 
(born 1961 – 1981)

Sceptical; Pragmatic; Adaptable; Self-Reliant; Informal; 
Technoliterate; Diversity minded; Focused on today

Baby Boomers 
(born 1943 – 1960)

Competitive; Optimistic; Driven to achieve goals; Focused on 
their children; Judgemental of differing opinions; Political

The Beat Generation 
(born 1925 – 1941)

Non-conformist; Bohemian; Cool; Questioning authority; 
Apolitical; Anti-intellectual

The Lost Generation 
(born 1880-1900)

Disillusioned; Reactive; Cynical about institutions; Realistic; 
Pragmatic; Risk-taker; Critical

     Source: A compilation by Deloitte Consulting LLP of commonly accepted traits and defining moments by generation.

gENERaTION

A GeNerAtIONAL sNApsHOt
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How tHe 
recession affects 

due diligence

nn The buzzword here is caution. 
Information about companies isn’t as 
freely available as it used to be four or 
five years ago. Because less informa-
tion is available, more risk is perceived, 
and buyers are more cautious about 
undertaking transactions. With height-
ened caution, information-gathering 
processes have become longer, and 
clients are insisting on greater details.

While comprehensive due diligence 
can lay many fears to rest, there are 
other risks associated with M&As, par-
ticularly at this turbulent time – like 
country-specific risks, where acquisi-
tions in certain countries with question-
able business environments may be 
attractive but turn out to be bad invest-
ments in the long term.

At the peak of the M&A boom 
in mid-2007, market research showed 
that many Asian companies were doing 
relatively well and were financially 
unstressed. However, all that changed 

with the recession. In the second half 
of 2007, M&A activity slowed in terms 
of deal volume. Then in the first half 
of 2008, Japan and India saw a surge 
in deal volume. Hong Kong, India, 
Singapore and Indonesia also saw deal 
values increase. More recent market 
information indicates that the environ-
ment is becoming more volatile. Credit 
is tighter, and the economy is bearish 
amid declining commodity prices and 
investor sentiment.

Proceed 
witH caution

nn Activity in the M&A market slowed 
down in 2008; it became difficult to 
establish a company’s value fairly and 
accurately because of market volatility. 
The gap between a buyer’s offer and a 
seller’s price widened. However, many 
market watchers think a downturn can 
still be a good time for a deal as bet-
ter opportunities to buy stressed or 
distressed assets may arise. Even so, 
buyers are still apt to proceed with 

the importance of 
Being Diligent

No business worth its salt makes a move without first 
doing due diligence, especially when it is seriously con-
sidering a takeover. However, a recent KPMG report enti-
tled Asia Pacific’s New Corporate Landscape: Due Diligence 

in Uncertain Times highlights changing practices in due diligence 
that businesses need to take note of to avoid getting burned in 
messy M&As.

economy

COmpreHeNsIVe, WeLL-CONDUCteD DUe DILIGeNCe mAY be JUst tHe tHING 
tO sWING AN m&A DeAL IN ONe’s FAVOUr, espeCIALLY IN UNCertAIN tImes.

Majella Gomes
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tHe ImpOrtANCe OF beING DILIGeNt

caution, compared to the pre-crunch 
buying pattern.

What is more evident now is tight-
er due diligence and more stringent 
financial preparations. Due diligence 
exercises have become more detailed. 
Greater caution is being seen vis-à-vis 
projections, and even minor aspects are 
coming under the microscope. All this 
slows down the acquisition process; the 
least sign of business stress or company 
distress can jeopardise its value.

Strategies are definitely shifting. 
The credit crunch has forced more 
caution; the demand for more detailed 

information is increasing and buyers 
are looking at information that could 
even extend to individual, personal his-
tories and tax profiles. Add all this to 
regulatory clearance issues, and gen-
eral market conditions, and you have 
a complex due diligence project that, 
under current conditions, could take 
twice as long to complete.

Statistics show that before the global 
financial crisis, due diligence took less 
time. Now, statistics are showing a rise 
in the number of due diligence exercises 
that are taking more than three months, 
whereas those that take a month or 
less have decreased by almost half. 
Respondents also said that while a com-
pany’s general financial matters would 
come under intense scrutiny, there were 
at least ten other areas which they 
would also now examine in more detail: 
commercial, HR, company synergies, 
forecasts, credit records, assets, deal 
economics, post-deal risk mitigation, 
policies & procedures and risk.

focus on asia

nn Overall sentiments about Asia 
remain bullish, however, especially 
where China and India are concerned. 
The M&A focus where Asian compa-
nies are involved, is more on how much 
synergy can be expected when the deal 
goes through. Everyone is intent on the 
benefits to be derived from the merger, 
and constantly measuring them against 
how much it will cost them, and the 
timeframe required to thrash out the 
deal.

China and India weren’t the only 
Asian countries that have attracted 
interest. Respondents admitted that 
they would still conduct due diligence 
on companies in other countries which 
they thought showed promise, although 
these organisations were in higher-risk 
environments. Unsurprisingly, their 
main concern when forecasting country 
risk, was the country’s political environ-
ment. Financial markets came a close 
second.

nn Strategies are 
definitely shifting. 
The credit crunch 
has forced more 
caution; the demand 
for more detailed 
information is 
increasing and 
buyers are looking 
at information 
that could even 
extend to individual, 
personal histories 
and tax profiles.
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However, total avoidance of certain 
countries does not seem to be high on 
anybody’s agenda. They prefer to accept 
higher levels of risk rather than lose out 
on what could be a lucrative deal. In fact, 
even in these uncertain times, there does 
appear to be a willingness to take risks 
provided more due diligence is conduct-
ed – in the hope of higher returns when 
the markets right themselves.

getting in 
on tHe action

nn Today, due diligence is carried out by 
many parties, including those who want 
to sell their businesses, sometimes even 
before the process of selling begins. This 
is a pre-emptive measure in many ways, as 
carrying out due diligence helps identify 
problems or shortfalls that can be effec-
tively addressed before the business is put 
on the market, making it more attractive.

How does it work? Fewer issues, pre-
sale, work out to fewer risks. If the seller 
has already done due diligence, identi-
fied possible problem areas and rectified 
them, the potential buyer is less likely to 
have to deal with “surprises” during the 
sale process. Having done the necessary 
due diligence, the seller’s perspective 
complements the buyer’s, when interpret-
ing information. This could also substan-
tially reduce the time taken to complete 
the deal.

What also needs to be considered 
is that the business runs regardless; 
thus due diligence carried out by the 
seller minimises operational disruption. 
Another internal advantage is that the 
exercise can help prepare management’s 
presentation to potential buyers.

From the buyer’s perspective, a 
seller who carries out his own due 
diligence is making an attempt at bet-
ter transparency and is therefore more 
serious about the deal. It is possible that 
more sellers will soon be viewing due 
diligence on their part as an aid to the 
sale, especially if they are large organi-
sations wanting to dispose of assets in 
different locations.

wHat due diligence 
sHould tell you

nn Different buyers look for different 
things; due diligence basically gives an 
assessment of the health of an asset from 
various standpoints: financial, operation-
al, regulatory etc. But even with the most 
stringent information-gathering, a certain 
degree of caveat emptor still applies. For 
example, an asset which may appear to 
be a strong performer may actually be a 
front for fraudulent activities. The buyer 
has to be aware of the responsibilities or 
liabilities that will be transferred to the 
new owner in the event of a sale.

With the current economic situation, 
another role is increasing in significance: 
that of the due diligence advisor. A good 
20% of survey respondents said that their 
advisors had provided additional, unex-
pected perspectives of the risks associ-
ated with the deal. Sometimes, in dealing 
with details, the big picture slips under 
the radar. Good advisors can contextual-
ise the information in relation to current 
market events and industry perform-
ance, highlighting serious implications or 
adverse impacts.

due diligence and 
future M&as

nn Economic downturn notwithstanding, 
there are still M&As being negotiated in 
the Asia Pacific region. Until mid-2008, it 
was a sellers’ market; general sentiment 
is that currently, prices are still too high. 
Economies that are export-dependent 
have seen increasing vulnerability, and 
economic contractions across the board 
may be the norm in 2009 for many coun-
tries in the region.

M&A activity has slowed considerably; 
people are taking more time and become 
more discerning about the kind of due 
diligence that is being conducted. They are 
looking for more detail and applying deeper 
analysis before making any commitments. 
In general, companies have adopted a wait-
and-see approach, with caution the overrid-
ing factor in all transactions.

nn How does it 
work? Fewer issues, 
pre-sale, work out 
to fewer risks. If the 
seller has already 
done due diligence, 
identified possible 
problem areas and 
rectified them, the 
potential buyer is 
less likely to have to 
deal with “surprises” 
during the sale 
process. 

Industry experts and market watch-
ers are of the opinion that the focus will 
still be on cash flows and working capital 
but a certain amount of anticipation needs 
to be applied so that future hotspots can 
be identified and rectified. Due diligence 
also needs to be more than a freeze-
frame shot of a business at a specific 
point in time; it should, ideally, lead to 
better understanding of the business and 
assessment of its long-term potential.

Many countries in the region are 
experiencing the growing pains that 
come with markets struggling to mature 
in recessional times. China, still consid-
ered an emerging market, is fast adapting 
to foreign buyer expectations. Foreign 
direct investment has slowed in Vietnam, 
but Philippine market leaders are still 
open to acquisition opportunities.

Whether the markets will pick up 
by late 2009 or early 2010, is anybody’s 
guess. However, investors will always 
have their noses to the wind when decid-
ing where to put their money, and a 
downturn may just be the best time to 
invest relatively cheaply, and make a kill-
ing later. n

tHe ImpOrtANCe OF beING DILIGeNt
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Counting the

tHe reCessION Is UsUALLY 
FrAmeD IN terms OF NUmbers, 
bUt ULtImAteLY HIts peOpLe tHe 
HArDest. HOW DO HUmAN 
beINGs COpe WHeN tHeIr LIVes 
CrUmbLe?

humancost

SUICIDE WATCH
Depressed by bleak prospects and the loss 
of income and assets, some may choose to 
take the lethal way out. German billionaire 
Adolf merckle, one of Germany’s wealthiest 
men, whose diversified family empire Vem 
Vermögensverwaltung GmbH recorded 
€30 billion in annual revenue, apparently 
threw himself in front of a train to escape 
mounting debt and million-euro losses in 
stockmarket bets. 

He isn’t the only one to choose suicide 
as an easy way out. Financial problems are 
among motivating forces in about half the 
suicides in Asia, compared with 20 per cent 
to 30 per cent in europe and North America, 
paul siu-Fai Yip, Director of Hong Kong’s 

Centre for suicide research and prevention, 
told the China post in October 2008. 
According to the World Health Organisation, 
the region accounts for 60 per cent of global 
suicides.

In Japan, which ranks as one of the 
world’s suicide capitals, government statistics 
indicated that more than 32,000 people 
killed themselves in 2008, above the 30,000 
level for the 11th consecutive year, reported 
the telegraph. some could be considered 
“honour” suicides, committed by middle-
aged men running small firms who believed 
they had failed in their responsibilities to 
their families, staff and society as Japan’s 
economy faltered. 

economy
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COUNtING tHe HUmAN COst

COMFORT FOODS MAKE COMEBACK

people might be cutting their 
budgets and spending less. but 
some products are bucking the 
trend as consumers shop for 
inexpensive comfort foods to 
regain a sense of security in lives 

made topsy-turvy by recession. 
Over in the Us, 

Associated press reported 
in may that strong sales 

of spam, stew and chili 
helped Hormel Foods 

Corp. post a 6 per 
cent increase in 
first-quarter sales 

in its grocery 

products unit whereas profits in 
the first three months of 2009 at 
chocolate-maker Hershey Co. 
surged 20 per cent. Over the same 
period, Kraft Foods Inc. reported 
double-digit growth in macaroni 
and cheese dinners — the 
consummate American comfort 
food. 
And in the UK, a growing appetite 
for the familiarity and comfort of 
beans on toast helped spur Heinz’s 
sales 11 per cent for the three-
month period to the end of 
January 2009. 

GIRLS GOTTA WORK

more girls could be pulled out of school 
and forced to work as the global economic 
crisis puts pressure on household incomes 
in the developing world, noted the 
International Labour Organisation (ILO) in 
its June report Give Girls a Chance: Tackling 
Child Labour. “When families are pushed 
deeper into poverty and have to choose 
between sending their sons or their 
daughters to school, it tends to be the 
daughters that lose out,” noted the ILO. 

ILO figures state that more than 100 
million girls are involved in child labour 
globally. Domestic work is a major sector 
of employment for young girls in countries 

like bangladesh. the bangladeshi 
Labour Institute says that 
approximately eight million children 
have full or part-time jobs. Girls start 
working as young as eight, and rights 
groups note that they are vulnerable to 
violence and sexual abuse.

but it’s not just girls who have to bring 
in the bacon. Although there are no firm 
statistics, anecdotal evidence shows that 
older women too, especially stay-at-home 
mothers dubbed economommies by time, 
may be forced to go back to full-time or 
part-time work to keep family finances 
afloat.  
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economy

KeY FACtOrs tO 
CONsIDer INCLUDe 
FINANCIAL pOsItION, 
DIstrIbUtION 
CHANNeLs AND 
pOteNtIAL rIsKs

Becoming export-ready: 
WHAT SMEs NEED TO DO 
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FInancIal projecTIonS 

It is important that your financial 
projections reflect the full cost of 
establishing and operating in a market, 
including your time and the time of your 
employees and the on-going management 
of the new market, so that an informed 
decision can be made. 

DISTrIbuTIon cHannelS 

Once you have identified a target market, 
you need to consider how best to get your 
product or service into that market. 
Distribution channels include direct sales, 
licensing, agents, distributors, etc. Each 
of these distribution channels has 
different costs, benefits and risks attached 
to them. Therefore, as part of identifying 
the preferred distribution channel, you 
should do a cost-benefit analysis of the 
various options.

If you decide to work with a partner, 
part of your due diligence should include 
reviewing whether the potential partner 
has the resources (financial and 
otherwise) to perform the tasks that you 
would require your partner to undertake.

you can devote to building an export 
market over a sustained period of typically 
between 12 and 18 months. 

exporT plan 

After you have matched your exporting 
ambitions with the reality of your 
financial position, you need to develop 
an export plan as part of your overall 
business plan. The export plan should 
also set objectives, including financial 
objectives, against which you can 
measure performance.

The first step in such an export plan 
is to conduct market research on your 
current target export markets. Such 
research will vary in cost, time and 
complexity, depending on the product or 
service, the customers’ needs, the 
country and on the information and 
experience already available to you. Even 
though you may be able to do much of 
this research in your home country, you 
will still need to make visits to the 
market itself. Once you start to visit 
these markets, the costs will begin to 
rise as you confirm and fine-tune your 
research, and one visit is never enough.

oTHer preparaTory coSTS 

In preparing to become export-ready, 
there are a number of other potential 
outgoings you will need to budget for. 
These include the cost of participating in 
trade events, developing promotional 
material for different markets, developing 
a corporate and product profile, 
interpreting and translating services, any 
product customisation, due diligence on 
potential partners/ agents, legal fees, 
etc.

beCOmING expOrt-reADY: WHAt smes NeeD tO DO

A large proportion of businesses 
which export goods or services 
are classified as SMEs and 
many more smaller concerns 

can, with the right preparation, identify 
lucrative international markets. 

There are therefore numerous small 
businesses with a product or service 
which they are capable of exporting but 
which are not. Before expor ting, 
however, you should become export-
ready.

In reviewing whether your business is 
ready to begin exporting, you should 
consider a number of important factors. 
One of the most important is to assess 
whether you are in the financial position 
to actually pursue an export strategy.

aSSeSSIng your              
FInancIal poSITIon 

Assessing your financial position requires 
you to prepare and interpret financial 
statements (profit and loss, balance sheet 
and cash flow statement) and budgets 
including cash flow forecasts. These base 
documents will allow you to assess your 
current financial position as well as your 
projected future financial position. 

Knowing your financial position is 
vitally important before you consider 
even putting together an export plan. 
Your financial position will determine 
how much effort you can put into your 
exporting effort or whether you move 
resources from another area or seek 
additional finance. 

While your financial position should 
not dictate your plan for becoming export-
ready, it should be a vital consideration as 
you must realistically assess the 
resources, time, skills and commitment 

WHILe YOUr FINANCIAL pOsItION sHOULD NOt DICtAte YOUr pLAN FOr beCOmING 
expOrt-reADY, It sHOULD be A VItAL CONsIDerAtION As YOU mUst reALIstICALLY 
Assess tHe resOUrCes, tIme, sKILLs AND COmmItmeNt YOU CAN DeVOte tO bUILDING 
AN expOrt mArKet OVer A sUstAINeD perIOD OF tYpICALLY betWeeN 12 AND 18 
mONtHs. 

prIcIng 

It is also important to determine what 
price to charge for your product or service 
in a new market. While the cost to you of 
getting the product to market (including 
the cost of any modifications) and the 
margin you want to achieve are not the 
only pricing considerations, they will be 
the most significant considerations over 
the medium to long term. While 
introductory prices are a tool to create 
interest and to build market share, you 
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should test how successful your product 
or service will be if it is priced 
appropriately, as this will be the price that 
you will want to sell at over the long run. 
Pricing should also take into account the 
risks of currency fluctuation, commission/
retainer payable to an agent and 
transportation cost. You should also 
forecast your sales volume for given 
prices. 

Before finalising your price, put your 
preferred price to whoever you are selling 
to and be prepared to negotiate. However, 
do not chase any sale, but chase profitable 
sales. Also, be careful not to be locked 
into selling at a fixed price as this transfers 
all the risk only to you, and make sure 
that you have the ability to pass through 
cost increases, and vice versa (for 
example, because of currency 
fluctuation). 

paymenT TermS 

Working out payment conditions for the 
new market is also important. The 
payment conditions should reflect not 
only the generally accepted terms of 
trade in that market but more importantly 
your cash flow needs. You should also 
arrange the terms against which you are 
going to be paid, such as cash in advance, 
documentary letter of credit, bills of 
exchange, open account or consignment.

exporTIng ISSueS? 

Once you start exporting, you will have 
further costs such as promotional 
campaigns, after-sales service, insurance, 
transportation costs and modifying 
product or services and packaging for a 
particular market. 

You should also factor in lead times of 
getting the product to market and 
any minimum or maximum order 
requirements into production planning 
and cash flow forecasting. If there is a 
long lead time of getting a product to 
market, the business may have to find 
additional sources of finance to meet any 
shortfalls caused by such delays.

You will also need to consider whether 
you have the capacity to meet increased 

demand and if not, how you can increase 
such capacity. Another consideration is 
whether you will have to keep a reserve 
of your product in the market - if so, this 
means that an increased percentage of 
your working capital is tied up in stock 
and you will have to factor in additional 
warehousing costs.

rISkS 

There are three main financial risks that 
potential exporters should be aware of. 
These risks are:
•  Damage or loss of goods before 

payment 
•  Exchange rate risks 
•  Credit risk. 

The risk of damage or loss of goods 
before payment can be mitigated by 
taking out marine or air-freight insurance. 
Credit risk can generally be mitigated 
through trade-financing facilities or other 
factoring products offered by banks and 
finance companies.

Businesses are able to mitigate 
exchange rate risks with a variety of 
specific market instruments, especially 
forward foreign exchange contracts 

(which will guarantee a fixed rate of 
exchange), currency swaps and currency 
futures and options.

An additional risk that should be 
considered relates to your intellectual 
property. You should take steps to protect 
your intellectual property through 
trademarks and patents in your target 
export market.

revIew 

Once you have started exporting you 
should review actual results against your 
budgeted projections. If you are well 
behind your projections, then you should 
seek explanations and, if necessary, 
update your forecasts.

If the updated forecasts show 
continued financial problems, then 
serious consideration needs to be given 
to abandoning exporting to the market. If 
you are well above forecast, then you may 
need to consider what additional capacity 
may be needed to continue to keep pace 
with demand. n

This article was contributed by CPA 
Australia. For more information, visit 
www.cpaaustralia.com.au 

beCOmING expOrt-reADY: WHAt smes NeeD tO DO
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NAC 2009 SPONSORS’ PROFILE

GOLD SPONSORS  SILVER SPONSORS

DIRECT ACCESS, 
A DIVISION OF CIMB BANK

Direct Access, a division of CImb 
bank, with the malaysian Institute 
of Accountants is proud to present 
the Direct Access mIA masterCard. 
Under this programme, members 
would be able to enjoy a free for 
life credit card with no conditions, 
5% rebates at ALL petrol stations on 
the 1st of every month with your 
masterCard and 2% rebate on all 
other days, 5% rebates at tesco and 
Giant on the 1st of every month 
with your Direct Access VIsA and 
2% rebate on all other days. Other 
privileges include, free gift redemp-
tion programme, access to more 
than 500 merchant outlets, rebate 
offers and i-pay plan, a flexi-pay-
ment plan that allows cardmem-
bers to enjoy repayment on retail 
purchases for amounts outstanding 
by installments of up to 20 months.

To apply, visit  www.directaccess.com.my

VATit MALAYSIA SDN BHD

tHe VAtit GrOUp : GLObAL reACH, 
UNpArALLeLeD serVICe
VAtit malaysia sdn bhd belongs 
to one of the largest VAt reclaim 
companies in the world, the VAtit 
Group. the VAtit Group specialises 
in reclaiming VAt and provides serv-
ices to over 11,500 clients from 24 
offices around the world including 
London, Amsterdam, Luxembourg 
and locations in Australia, India, 
Asia and the Us. Our extensive cli-
ent base is made up of some of 
the world’s leading organisations, 
including multinationals with a 
presence in the UK, europe and 
globally. VAtit incorporates a team 
of VAt experts, consultants and in-
house lawyers, giving it the edge in 
keeping up to date with changing 
legislations and identifying new 
opportunities that may benefit cli-
ents. VAtit malaysia sdn bhd is reg-
istered with the ministry of Finance, 
malaysia.

For more info, log on to  www.vatit.com

SAS INSTITUTE SDN BHD

sAs is the leader in business intel-
ligence and analytical software 
and services. Customers at 43,000 
sites use sAs software to improve 
performance through insight from 
data, resulting in faster, more accu-
rate business decisions; more profit-
able relationships with customers 
and suppliers; compliance with 
governmental regulations; research 
breakthroughs; and better products 
and processes. Only sAs offers lead-
ing data integration, storage, analyt-
ics and business intelligence appli-
cations within a comprehensive 
enterprise intelligence platform. 
since 1976, sAs has been giving 
customers around the world tHe 
pOWer tO KNOW(r). 

For more info, log on to  www.sas.com

SURE REACH RECORDS 
MANAGEMENT SDN BHD

sure-reach Group was founded 
in April 2003 and is a perfect 
Outsourcing partner in the follow-
ing services:
•	 Records Management - 

records stored in World’s first 
fully integrated rFID facility for 
added peace of mind.

•	 Document Imaging - 
Conversion of paper documents 
to electronic images for anytime 
records access.

•	 Domestic and International 
Courier - established network to 
deliver all over malaysia and to 
over 200 countries worldwide. 

•	 Customised Logistics - 
Inventory management, pick 
and pack, distribution with 
warehouses in Klang Valley, 
sabah and sarawak.

For more information, please contact our 
Sales consultants at 1300-88-87-88 or email 
to  sr-enquiries@sure-reach.com

NaTIONaL aCCOUNTaNTS CONfERENCE 2009
the New economic model: Value Chain transformation

13 & 14 October 2009 (Tuesday & Wednesday)

Kuala Lumpur Convention Centre, Kuala Lumpur, Malaysia

to be officiated by: Y.A.B. Dato’ Sri Mohd Najib Bin Tun Haji Abdul Razak, The Honourable Prime Minister of Malaysia (Invited)

What is this new economic model that our Prime 
Minister is embarking on?

Its main thrust is to promote innovation, creativity and 
moving up the value chain—to enable us to tackle 
external challenges effectively. the National economic 
Advisory Council was tasked to formulate its details and 
scope, which would be translated into specific sectoral 
policies and programmes under the 10th malaysia plan 
(2011–2015).

NAC 2009 will focus on this new model and examine 
its impact on our country in general, and more impor-
tantly, on your business or organisation.

the global financial crisis has underscored the impor-
tance of transparency in financial reporting. With cor-

porate leaders and financial professionals calling on 
IFrs convergence efforts to be accelerated for better 
financial management of our companies, especially 
public-listed ones, how will this move affect you? Are 
you prepared?

In our challenging business environment, are you able 
to nurture and motivate your team to achieve and 
transform the value chain? As a leader, are you able to 
effect change, and promote innovation and creativity? 
to be an effective leader, you need a unique blend of 
technical and interpersonal skills, supported by inspir-
ing leadership and professionalism.

Discover what it takes to achieve this at the NAC 2009.

A division of CIMB Bank Berhad
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Malaysia’s Dividend Rule:
A blot on Corporate Governance?

The Companies Commission of 
Malaysia (CCM) commenced its 
Corporate Law Reform Prog- 
ramme in December 2003 and in 

2007, the Companies Act 1965 was 
amended. Unfortunately, none of the con-
sultative documents, recommendations 
and provisions in the Companies 
(Amendment) Act 2007 touches on the 
dividend rule which currently comes 
under Section 365(1) of the Companies 
Act 1965.

Section 365(1) of the Companies Act 
reads, “No dividends shall be payable to 
the shareholders of any company except 
out of profits or pursuant to Section 60.” 
Section 60 pertains to the application 
of the monies in the share premium 
account. Given that Section 60 does not 
include payment of cash dividend, a com-
pany may give it only out of its profits, and 
from no other source, which gives rise to 
two crucial issues.

The first issue concerns the scope 
of “profit” distributable to shareholders. 
Since this important term “profit” is not 
defined anywhere in the Companies Act 
1965, lessons have to be drawn from other 
jurisdictions which once had a similar 
dividend rule. In Spanish Prospecting Co 
Ltd (1911), Fletcher Moulton LJ said that:

‘Profits’ implies a comparison between 
the state of a business at two specific dates 
usually separated by an interval of a year. 
The fundamental meaning is the amount 
of gain made by the business during the 
year. This can only be ascertained by a 
comparison of the assets of the business 
at the two dates. For practical purposes 
these assets in calculating profits must be 
valued and not merely enumerated.

In the early 20th century, there were 
no settled principles on the valuation of 
assets and liabilities for the purpose of 
drawing up a company’s financial state-
ments. Regardless of what rule applies, 

the method of valuation of the compa-
ny’s assets and liabilities was and still 
is pertinent. As there were variances 
in the practice, disputes on the legal-
ity of paid dividends arose. One issue 
raised was whether a company could 
distribute cash dividend from unrealised 
profit on a revaluation of asset. There 
were conflicting decisions. In Westburn 
Sugar Refineries v IRC (1960), the 
court held that this practice was prohib-
ited. Unfortunately, the court in Dimbula 
Valley (Ceylon) Tea Co v Laurie (1961) 
condoned the practice even though it was 
detrimental to the company’s creditors. 

In 1981, the British Parliament took 
steps to refine the dividend rule. It 
amended the Companies Act 1980 (UK) 
and defined that word “profit” for the 
purpose of dividend payment in Section 
39 of the Companies Act 1980 (UK) as the 
company’s “accumulated realised profit, 
so far as not previously utilised by distri-

OtHer reGImes HAVe reFINeD tHeIr LAWs AND CLOseD LOOpHOLes tO DIsALLOW tHe 
pAYmeNt OF DIVIDeNDs FrOm UNreALIseD prOFIts. HOWeVer, mALAYsIA’s COmpANY 
LAWs remAIN sILeNt ON tHIs IssUe. tHIs VOID COULD CreAte COrpOrAte GOVerNANCe 
CONCerNs As tHe COUNtrY CONVerGes WItH FAIr VALUe ACCOUNtING rULes 
WHerebY UpWArD reVALUAtION OF Assets reFLeCteD IN  pAper prOFIts mAY eNAbLe 
eVeN pOOrLY perFOrmING COmpANIes tO DeCLAre DIVIDeNDs.

accounting

Chan Wai Meng, Dr. S. Susela Devi
University of Malaya
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bution or capitalisation, less its accumu-
lated, realised losses, so far as not previ-
ously utilised or written off in a reduction 
or reorganisation of capital duly made.” 
With the abrogation of the decision in 
Dimbula Valley, “paper profit” could be 
recognised in the income statement of a 
company, without compromising the posi-
tion of creditors. In 1982, the International 
Accounting Standards Committee of the 
United Kingdom allowed fair value meas-
urement in some of its accounting stand-
ards such as the standards for property, 
plant and equipment, leases and invest-
ments. Therefore, even if the upward 
revaluation of those assets is reflected 
in the company’s income statement as 
profit, such profit is not distributable to 
shareholders unless the assets are dis-
posed of, giving a realised capital gain to 
the company. The Companies Act 1980 
(UK) ensured that. 

What then is the current position in 
Malaysia? Till today, the one and only 
legal constraint on dividend imposed by 
the legislature is that cash dividend shall 
be payable only out of profit. It does not 
state that such profit must be actual and 
realised. The dividend rule was modi-
fied in 1998 but the additional constraint 
imposed was removed very soon there-
after. In that year, Section 365 of the 
Companies Act was amended to provide 
that the amount of dividend paid should 
not exceed the after tax profit of that 
financial year or the average dividend for 
the previous two financial years, which-
ever is lower. This, it is submitted, was an 
attempt to link the taxable profit and the 
distributable profit, for the amendment 
required the company to make reference 
to its after tax profit before it could pay the 
dividend to its shareholders.  Since only 
realised profit would be taxed, it should 
thus follow that only the balance of real-
ised profit after tax could be distributed 
to the shareholders. Unfortunately, this 
new legal restriction was short-lived. It 
lasted less than a year, from 1 November 
1998 to 29 October 1999. The Act which 
removed the constraint imposed in 1998 
was passed on 15 June 2000 but had ret-
rospective effect from 29 October 1999. 

mALAYsIA’s DIVIDeND rULe
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It is time for the legislature to review 
the dividend rule in tandem with develop-
ments in the Malaysian business envi-
ronment. Malaysia is converging with 
the International Financial Reporting 
Standards (“IFRS”), which emphasises fair 
value accounting. To date, Malaysia has 
adopted many of the standards issued by 
the International Accounting Standards 
Board (“IASB”) which apply fair value in 
subsequent measurements. They are:
•  IAS 16 Property, Plant and 

Equipment 
•  IAS 19 Employee Benefits
•  IAS 26 Accounting and Reporting 

by Retirement Benefit Plans
•  IAS 27 Consolidated and Separate 

Financial Statements
•  IAS 28 Investments in Associates
•  IAS 31 Interests in Joint Ventures
•  IAS 38 Intangible Assets
•  IAS 40 Investment Property

A company may decide to adopt the 
revaluation model as its accounting policy, 
revalue the assets and declare dividends 
from the revaluation surplus. As an illustra-
tion, we shall use IAS 40, which pertains to 
the accounting standards for investment 
property. In Malaysia, it has been adopted 
and coded FRS 140. FRS 140.35 expressly 
provides that “a gain or loss arising from a 
change in the fair value of investment prop-
erty shall be recognised in profit or loss for 
the period in which it arises.” 

According to FRS 140.7, an investment 
property is a property held to earn rentals 
or for capital appreciation or both. It gener-
ates cash flow largely independent of the 
company’s other assets. Owner-occupied 
property is excluded. A company may 
choose either the fair value model or the 
cost model for its investment property 
backing liabilities that pay a return linked 
directly to the fair value of, or return from, 
specified assets including that investment 
property. It may also choose either one 
of the two models for its other investment 
properties, regardless of the choice made 
for the investment property backing liabili-
ties. Once the company has decided on 
the valuation model, it cannot change the 
model. 

Let’s assume that a company has cho-
sen the fair value model for its investment 
properties and there is a gain from a 
change in the fair value of the properties. 
Despite losses in its trading, the com-
pany shows a profit in its income statement 
because the “paper profit” from the invest-
ment properties surpasses the trading 
losses. There is no local case which prohib-
its the company from paying dividend from 
its “paper profit.” There are conflicting 
decisions in foreign jurisdictions. So, can 
the company declare dividends? It must 
be stressed that the company did show a 
profit in its income statement which was 
prepared in accordance with the approved 
accounting standards. 

Another illustration is FRS 139 

Financial Instruments: Recognition and 
Measurements, which is the accounting 
standard pertaining to the recognition and 
measurement of financial instruments. A 
company’s financial assets and liabilities 
will be initially measured at their fair value. 
Financial assets categorised as held for 
trading are measured at fair value and the 
resulting surplus (or deficit) is taken to 
profit and loss in the income statement. It 
is to be noted that this surplus is unreal-
ised income. It is immaterial that the assets 
have not been disposed of to give an actual 
profit to the company. 

Though the implementation of FRS 
139 has been deferred to 1 January 2010, 
Bank Negara Malaysia has required finan-
cial institutions to comply with some of the 
prescribed provisions therein since 2005. 
On 1 April 2008, the Ministry of Finance 
issued the “Guidelines on the Income Tax 
Treatment from Adopting FRS 139 (FRS 
139 Tax Treatment).” Financial institu-
tions are given the option whether to 
comply with these guidelines or maintain 

their existing tax treatment of unrealised 
profits.

Thus, for example, a financial institu-
tion which elects to adopt the FRS 139 
Tax Treatment has to not only recognise, 
but also pay tax on any gains arising from 
the appreciation in the fair value of its 
financial assets which are held for trading. 
Likewise, any loss arising from the depre-
ciation of their fair value will be allowed 
a tax deduction. It is immaterial that the 
gains or losses are unrealised. This is an 
exception to the general principle under 
the Income Tax Act 1967 that only real-
ised gains and losses from the disposal of 
financial assets are taxable and deductible 
respectively. 

Thus, it is submitted that there appears 

to be a move to converge the tax treatment 
with the approved accounting standards, 
to converge taxable profits and account-
ing profits. Since the unrealised profits 
are taxable, are they distributable to the 
shareholders in the form of cash dividend? 
As discussed above, there has been no 
local case dealing with this issue. The for-
eign decisions are conflicting. Following 
Dimbula Valley, a company is not prohib-
ited from paying cash dividends from its 
unrealised profits. As such, it is immate-
rial that such a practice is commercially 
unwise. It also appears to be immaterial 
that the market value of the asset fluctu-
ates, and such gains may be “temporary” 
and may be reversed in the following 
financial year due to a change in the busi-
ness environment. It is also immaterial that 
the company does not have ready cash to 
pay, for it can obtain cash through debt for 
the purpose of enriching its shareholders 
at the expense of its creditors (Stringer’s 
Case, 1869).

However, it is noteworthy that any 

To date Malaysia has adopted many of the 
standards issued by the International Accounting 
Standards Board (“IASB”) which apply fair value in 
subsequent measurements.

mALAYsIA’s DIVIDeND rULe
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dividend declared by a financial institution 
must first be approved by BNM. Thus, the 
likelihood of a financial institution paying 
dividends from its unrealised profit which 
may have a negative impact on its financial 
health is low. But such may not be the 
result where the company is not regulated 
by Bank Negara Malaysia. This leads us to 
the second issue.

Section 365 of the Companies Act 1965 
provides that “No dividend shall be pay-
able to the shareholders by any company 
except out of profit or pursuant to Section 
60.” The wording of this dividend rule was 
adopted from the Companies Act 1961 of 
Victoria, Australia. A key word, apart from 
the word “profit,” is “payable.” In 1977, the 

Australian court in Marra Development 
Ltd v BW Rofe Ltd interpreted the phrase 
“payable ... out of profit” to mean that there 
should be profit at the time of declaration, 
and not necessary at the time of payment. 

Thus, the wording of Section 365 may 
cause uncertainty. As the word “profit” 
is not defined, a company may declare 
dividends out of its unrealised profit. The 
company’s accounts which have been pre-
pared following fair value measures show a 
profit in its income statement. As the assets 
which have given capital gains to the com-
pany are still in the company’s books, a revi-
sion downwards of their value will result 
in the reduction of the company’s income. 

The earlier profit may be wiped out. 
The issue is whether the company may 

pay dividend now, based on the initial “prof-
it”? Following Marra Development, due to 
the wording in Section 365 “dividend .. 
payable .. out of profit,” the declaration is 
in order and does not contravene any law. 
The company declared the dividend when 
its accounts showed a profit, albeit unre-
alised profit, which is recognised by the 
approved accounting standards. It is unfor-
tunate that after the declaration but before 
the payment of the dividend, the market 
value of the assets nose-dived. According 
to the decision in Marra Development, the 
company has to pay the dividend.

Consequent to the decision in Marra 
Development, the Australian legislature 
amended its dividend provision to the 
effect that dividend may only be paid out 
of profit, ie, that there must be profit at the 
time of its payment. This rule is further 
reinforced by the provision that unless 
the company’s constitution provides for 
the declaration of dividends, the decision 
to pay a dividend may be revoked at any 
time before its payment. This is to enable 
the company to revoke its decision if it sub-

sequently discovers that the profits have 
evaporated. 

There is also an additional legal con-
straint in Australia. The company cannot 
pay dividends at a time when it is insolvent 
or if the payment causes the company 
to become insolvent. The Australian divi-
dend rule is both profit-based and solven-
cy-based. Thus, the current position in 
Australia permits a company to pay divi-
dends out of profit and only if the company 
is solvent and remains solvent after the 
distribution. 

Apart from a short span of time, 
Malaysia has retained the dividend rule 
which was found lacking in Australia. It 

is submitted that with the convergence of 
accounting standards to the IFRS, which 
is fair value based, Malaysia should take 
concrete steps to reform its dividend rule. 
First, dividends shall be paid out of profit, 
which ensures two things. The company 
will pay a dividend promptly upon declara-
tion because if the company’s accounts do 
not show any profit at the time of payment, 
it cannot pay the dividend declared. 

Secondly, the company cannot pay a 
dividend if it is insolvent or if the pay-
ment of the dividend causes the company 
to become insolvent. With this additional 
impediment, the company must enjoy suffi-
cient cash flow before it pays dividends. By 
implication, there is less likelihood of cash 
dividends being paid out of “paper profit.” 
It is noted that the CLRC, in its recent Final 
Report on the Review of the Companies 
Act 1965, has recommended insolvency 
tests for a company which wants to reduce 
its capital, buy back its shares or provide 
financial assistance for the purchase of its 
shares. These solvency tests should also 
be extended to a company that wants to 
pay dividends. 

The CLRC should undertake a study 
on the existing dividend 
rule, just as it did for 
other capital mainte-
nance devices. Ignoring 
the dividend rule may 
eventually become a blot 
on the current corporate 
reform exercise. n
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SINgaPORE: Taxman names 
sectors under audit focus this 
year
tHe taxman has broken with con-
vention and publicly named the 
sectors it is focusing its auditing 
on this year. the Inland revenue 
Authority of singapore (IrAs) usu-
ally keeps this information to itself 
but this year it hopes to encour-
age voluntary compliance with 
tax laws. It changes its audit focus 
every two years, targeting a cross-
section of industries and busi-
nesses. this year’s audit is already 
underway and is expected to be 
completed by the end of next year, 
reports The Straits Times. the sec-
tors that are under the microscope 
are wholesale electronics traders, 
small and medium-sized enterprise 
(sme) manufacturers, motor trad-
ers and marine fuel traders, the 
report added. IrAs was established 
on 1 september 1992 by legisla-
tion as a statutory board under 
the ministry of Finance. With this 
conversion, IrAs was incorporated 
by the Inland revenue Authority 
of singapore Act to take over the 
functions previously performed by 
the Inland revenue Department, 
according to information from its 
website. the conversion gave IrAs 
the autonomy and flexibility to 
manage its personnel and finan-
cial resources. In other words, the 
conversion marked more than 
a change in name or a change 
in organisation. It was a change 
towards achieving excellence in 
service to the nation and its people 
in the area of tax administration. 
In the report, the daily newspaper 
quoted Chia-tern Huey min, the 
deputy commissioner of Gst and 
property at IrAs, as saying statistics 
on the percentage of errant busi-
nesses in each sector are not kept 
but these four were chosen based 
on past experience and the sec-
tor-specific ‘technicalities involved’ 
in accounting for the goods and 
services tax (Gst). “For example, 

wholesalers have tended to be a bit 
careless’ in the past, she said, noting 
that wholesalers sometimes ‘don’t 
have a proper way of identifying 
whether there should be Gst on an 
invoice and so assume that there is,” 
she said. singapore has more than 
5,000 electronics wholesalers, and 
wholesale and retail made up 40 
per cent of IrAs’ Gst base in 2007. 
sme manufacturers can mistakenly 
‘zero-rate’ some goods and not pay 
Gst on them, while motor traders 
tend to get confused over what tax 
rules apply to used cars, the report 
said. Chia-tern said it will be the first 
time that marine fuel traders will 
undergo an audit. Iras will check 
the compliance level of the 30 
firms in the Approved marine Fuel 
trader scheme, the report added. 
she added that IrAs has reduced 
the penalty for companies that 
voluntarily disclose tax accounting 
errors. It will also conduct dialogue 
sessions and organise seminars and 
other educational programmes. n

ThaILaND: New accounting 
standards
Leading property firms believe 
when they must meet International 
Financial reporting standards 
(IFrss) in 2011, they will suffer no 
ill effects from adopting the new 
accounting standards, but rather be 
better able to reduce costs, reports 
The Nation. One requirement of the 
IFrss is property firms must wait to 
book income from sales until prop-
erties are transferred to custom-
ers, rather than booking income 
gradually as deposits or down pay-
ments are received from buyers. As 
a result some securities brokers say 
there may be negative effects in 
the property sector when the new 
accounting standards come into 
effect. the securities and exchange 
Commission (seC) requires firms 
in the stock exchange of thailand 
(set) 50 to begin using the IFrss 
in 2011, while others will follow 
from then until 2015, the report 

noted. the report quoted preuksa 
real estate chief operating officer 
prasert taedullayasatit whose com-
pany is in the set 50. It said it 
would receive positive feedback 
from the new accounting stand-
ards, because the company already 
waited until properties were trans-
ferred to customers before book-
ing transactions as realised income. 
When the IFrss come into effect, 
preuksa will benefit from the new 
accounting standards, because 
investors will find it easier to com-
pare its financial results with other 
property firms that are now book-
ing their income according to the 
percentage of construction com-
pleted, he said. Developers who 
booked income according to the 
percentage of construction com-
pleted or down payments would 
suffer a negative impact, because 
their income would drop imme-
diately when they changed to 
conform with the IFrss, the COO 
said. the newspaper also spoke to 
supalai director Atip bijanonda. He 
was of the opinion that his set 100 
company would not be affected 
by the change to the IFrss. supalai 
changed its accounting system 
last year, and now books realised 
income only after transferring 
finished units to customers. “We 
changed our system before the 
set announced it would adopt the 
new standards in 2011. We’ll feel 
more positive feedback from this 
new system than negative impact,” 
he said. n

NEW ZEaLaND: global 
accounting standards needed: 
hickey
A New Zealand securities 
Commission member is adding her 
voice calling for a single worldwide 
set of accounting standards, reports 
BusinessDay. Liz Hickey, said the 
differences between Us standards 
and international ones used else-
where in the world were small, but 
causing fundamental problems. 

Of key concern was the ‘mark to 
market’ debate where companies 
must show current values of assets 
in their books. In the aftermath of 
the global financial crisis, this had 
meant significant write downs for 
some companies against a range 
of assets, from financial instruments 
to property. but depending what 
accounting rules applied in the 
jurisdiction a company reported 
in, they could avoid disclosing the 
impact on some assets, the report 
said. On this matter, Hickey said at 
times the Us standards - known 
as generally accepted account-
ing principles or GAAp - benefit-
ted companies, at other times the 
International Financial reporting 
standards - IFrs - allowed them 
to not disclose. she backed the 
requirement for showing current 
value and said an even playing 
field was needed. banks in par-
ticular wanted to eliminate dif-
ferences. she said Us banks had 
spent Us$27.6 million in the first 
quarter of this year on lobbying for 
changes, the report said. “the inte-
grated nature of capital markets, 
the mobility of capital and the glo-
bal nature of the financial crisis all 
highlight the need for a single set 
of high quality, globally accepted 
accounting standards,”  she said.  n

ChINa: MOf drafts interna-
tional accounting standards 
roadmap
China’s ministry of Finance (mOF) 
has drafted a roadmap for the coun-
try to adopt international account-
ing standards, and the ministry will 
solicit public opinion on the draft at 
a later time, the Shanghai Securities 
News said recently. the roadmap 
will make clear the principles, con-
tent, procedure and timeline for the 
Chinese accounting standards to 
follow the international standards 
“in a comprehensive fashion”, said 
Liu Yuting, director of Accounting 
regulatory Department of the 
mOF, reports China Daily. n
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NEW IfaC PUBLICaTION EXPLaINS hOW 
BETTER COSTINg CaN RESULT IN BETTER 
MaNagEMENT DECISION-MaKINg
(New York/July 23, 2009) – the professional 
Accountants in business (pAIb) Committee of 
the International Federation of Accountants 
(IFAC) has released a new International Good 
practice Guidance publication, evaluating and 
Improving Costing in Organisations, which 
establishes six fundamental principles that 
can help professional accountants and their 
organisations to evaluate and improve their 
approach to costing. the guidance recognises 
the importance of distinguishing between 
the purposes and information needs of cost 
accounting to meet the demands of external 
reporting, cost measurement, and reporting 
for internal decision support. A companion 
document, Costing Levels maturity model, 
has also been published to help profession-
al accountants decide what level of cost-
ing sophistication to use given organisational 
requirements and the needs of managers and 
employees.
“professional accountants have a significant 
role to play in ensuring that they, and the 
costing models and systems they use, pro-
vide relevant information and analysis to sup-
port performance evaluation and planning 
and management decisions,” says roger tabor, 
Chair of the pAIb Committee. “Good costing 
information is essential to interpret and ana-
lyse past performance. And it can be used 
predictively to guide decisions about many 
aspects of an organisation’s future operations. 
these activities are different, and the guidance 
is designed to help professional accountants 
provide valuable information to their manage-
ment customers.”
this IFAC guidance is targeted to profession-
als working in commerce and industry, as 
well as the public sector, education, and the 
not-for-profit sector. It recognises that, when 
used effectively, costing can provide clear and 
timely information. the guidance cautions, 

however, that all cost information is not cre-
ated equal: Highly aggregated cost informa-
tion, for example, which is compiled for exter-
nal reporting purposes, may not reflect such 
relationships closely enough to support future 
strategic and operational decisions.    
the new Costing Levels maturity model can 
also help professional accountants exercise 
professional judgement to assess their organi-
sation’s existing costing capability for support-
ing internal managerial analysis and decisions. 
the pAIb Committee seeks comments from 
professional accountants and IFAC member 
bodies on the model to help its continued 
development.
evaluating and Improving Costing in 
Organisations and Costing Levels maturity 
model can be downloaded free of charge from 
the pAIb section of the IFAC online bookstore 
at www.ifac.org/store. the pAIb Committee 
welcomes all feedback, which can be emailed 
to paib@ifac.org.  n

IfaC CaLLS fOR g20 TO aDOPT 
gLOBaL aCCOUNTINg, aUDITINg, aND 
INDEPENDENCE STaNDaRDS aND TO 
ENhaNCE gOVERNMENT TRaNSPaRENCY
(New York/July 31, 2009) – In a letter issued 
recently, the International Federation of 
Accountants (IFAC) has called for broad action 
by the G20 leaders at their september meet-
ing in pittsburgh, pA to encourage adoption 
and implementation of global accounting, 
auditing, and auditor independence standards 
to improve the ability of capital markets to 
work globally. In addition, IFAC has called for 
the worldwide adoption and implementa-
tion of International public sector Accounting 
standards as a means to greatly improve gov-
ernment transparency and accountability in 
light of the “unprecedented takeovers, lending, 
guarantees, and bailouts of major market insti-
tutions, banks, and companies.” It is also urging 
that further steps be taken to enhance the 
governance of the International Accounting 

standards board in order to ensure its legiti-
macy and its ability to act independently, and 
without inappropriate political interference, in 
its standard-setting role.
“the G20 leaders must act quickly to build a 
reformed international financial system,” said 
Ian ball, IFAC Chief executive Officer. “While 
some nations appear to be moving toward 
recovery from the financial crisis, underlying 
problems of accountability and transparency 
remain. We believe that the adoption of inter-
national standards can help to address these 
issues and play an essential role in resolving 
the current crisis.”
“the G20 should acknowledge that small- 
and medium-sized enterprises are the engine 
of the global economy and address their 
unique needs,” emphasises robert bunting, 
IFAC president. “IFAC’s letter emphasises this 
and points out that those establishing regula-
tions must take into account any related costs 
and complexities that will impose burdens on, 
and threaten the sustainability of, the small 
business sector.”
IFAC’s letter to the G20 also includes recom-
mendations on enhancing corporate govern-
ance, supporting the long-term strengthen-
ing of the accountancy profession in devel-
oping countries, and developing new tools 
and metrics to achieve global sustainability. 
the submission also asks the G20 to facilitate 
debate to resolve issues between financial 
reporting—designed to communicate busi-
ness performance to investors—and pruden-
tial reporting—used to monitor and maintain 
financial stability. the letter with the full list of 
recommendations is posted on the IFAC web-
site (http://www.ifac.org/financial-crisis/).
the recommendations reflect the views of the 
60 leaders of accountancy organisations who 
attended the IFAC G20 Accountancy summit, 
which took place in London, UK, July 23-24. 
they build on IFAC’s previous submission to 
the G20, which was issued prior to their April 
2009 meeting.  n

tHe IFAC UpDAte prOVIDes 
 sUmmArIes OF IFAC DeVeLOpmeNts 
OVer tHe pAst mONtH.
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off the runways 

Whenever interior designer 
Khuan Chew’s name pops up 
in a conversation, it usually 
is to pay tribute to her Midas 

mentoring of Dubai’s more-than-luxe 
hotel, the Burj al Arab. These days, how-
ever, that conversation usually turns to 
the swanky Sofitel at London’s Heathrow 
Terminal 5. With bathrooms fitted with 
Swarovski crystal fixtures and a French 
restaurant by Michelin-starred restaura-
teur Albert Roux, the property will not 
look at all out of place had it been in, say, 
the posh neigbourhood of Kensington.

This Sofitel airport outpost is not the 
only one enjoying the style and design 
of trendy A-list designers. Just last year, 
the Milanese architect Matteo Thun com-
pleted Radisson’s latest chain in Zurich 
that included Arne Jacobsen Egg chairs 
and Phillip Starck bathtubs. Others, such 
as Chicago’s 556-room InterContinental 
O’Hare hotel, even has a 275-seat 
live music venue. A change too drastic or 
long overdue?

For business traveller Michal 
Polawski, the makeover has been a long 
time coming. He’s grown tired of the 
airless, cookie-cutter abodes that have 
become the leitmotif of past airport 
hotels. “I’d be happier camping in the ter-
minal than wrestling with the frustration 
of staying in a humdrum hotel,” he con-
fessed. Happily for Polawski, not only can 
he look forward to chic rooms and breez-
ier atmosphere today, but many airport 
hotels boast an architecture so stylish 

WItH A CHANGeD ImAGe AND ItINerArY, AIrpOrt HOteLs Are GIVING 
DOWNtOWN prOpertIes A rUN FOr tHeIr mONeY.

Anis Ramli

airport hotels shine

they belong in the pages of Wallpaper. 
Consider the Radisson Blu Hotel 

Frankfurt, a futuristic glass disc struc-
ture rising 96 metres high. The glass 
façade not only provides aesthetic value, 
but also protects the 428 rooms in the 
hotel from solar radiation. The specially 
designed glass also keeps the rooms cool 
during the summer, allowing the hotel to 
be more energy efficient. Another, the 
Kempinski Munich Airport, considered 
by many travellers as the first ever true 
luxury airport hotel, still looks good after 
15 years. Its steel-and-glass architecture 
is the signature of German-born architect 

Helmut Jahn, who also incorporated a 
spacious garden in the style of Versailles 
in the planning. 

During the US hotel boom in 2007, 
airport hotels ranked second behind lux-
ury hotels in the estimated US$5.5 billion 
the industry spent on capital investment 
on existing properties. Even during the 
recent global economic gloom, the trend 
does not seem to be slowing down. A 
US$43.5 million Novotel hotel is already in 
the works for Auckland Airport. Infusing 
subtle references to New Zealand culture 
and heritage, it is slated to open in time 
for the Rugby World Cup in 2011.

trends
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Elsewhere, Regal Airport Hotel Hong 
Kong recently announced a US$5 million 
investment to upgrade its property. Once 
completed, the hotel will have an addi-
tional 67 guest rooms, providing a total 
of 1,171 rooms. This includes two duplex 
suites that feature a 9-metre ceiling, a 
relaxing lounge, study and dining areas 
with a full kitchen. Says General Manager 
Richard Hodges, “These new suites are 
truly luxurious and contemporary with 
full facilities providing a unique and per-
fect experience for business travellers 
with high expectations.” 

Bjorn Hanson, head analyst 
at the hospitality division of US 
PricewaterhouseCoopers, says, “Business- 
oriented hotels need to respond to the 
wants and expectations of business travel-
lers.” This means anticipating their needs 
and providing them a seamless hotel 
experience. Many airport hotels now 

have express check-in/check-out that 
allows guests to register and take off in 
a moment’s notice.  At Marriott Dallas/
Fort Worth Airport, guests benefit from 
the real-time, ‘glance-and-go’ airline 
flight information displayed at the lobby. 
According to Resident Manager Sharon 
Capka, “Many of our guests travel to and 
from the Dallas/Fort Worth Airport, and 
knowing their flight status at DFW before 
they leave the hotel is important.” It also 
allows guests more confidence in making 
their travel plans, cutting down on poten-
tial challenges at the airport.  

The jet-lagged traveller will also find 
lots to benefit from new services and amen-
ities, such as at Kuching’s Four Points 
by Sheraton, where the fitness centre 
opens 24 hours. Some hotels, responding 
to the needs of tech-savvy, gadget-loving 
business travellers, have gone the MTV 
way, offering anything from soothing, pre-

loaded tunes on the iPod (Singapore’s 
Crowne Plaza Hotel at Changi Airport) to 
Moodpad rooms (CitizenM Schipol Airpot 
Hotel in Amsterdam). 

Luxe touches, once the sui generis of 
luxury resorts, are now part and parcel 
of airport hotels makeover. Back at Regal 
Airport Hotel Hong Kong, a spa, two pools 
– one outdoor and one indoor – and a land-
scaped garden allow guests to feel they are 
anywhere but near the airport. Heathrow’s 
Sofitel comes with a choice of suites, where 
guests have access to the lounge for daily 
hors d’oeuvres and full butler service. 

At Hilton Melbourne Airport, there’s 
even an art exhibition space on its fifth 

floor. Says Marketing & 
Communications Manager 
Dush Velcek, “Having an 
exhibition programme allows 
us to provide support for local 
artists.” A percentage of the 
profits are donated to various 
charities, such as the Lupus 
Foundation, Anti Cancer 
Council and the Star Light 
Foundation. “The launches 
we host for each exhibition 
have brought a new demo-
graphic of visitor to the hotel, 
and this in turn, creates PR 

and exposure for the hotel 
throughout the charity network.”    

Indeed, this shift in service and design 
has made the airport hotel more than just 
a convenient shelter for the harried trav-
eller. Conventional airline passengers still 
make up the bulk of the occupancy, but 
more and more airport hotels are market-
ing their services to extended business 
travellers, local residents and even air-
port employees. 

“Airport hotels are themselves 
becoming real destinations,” one indus-
try expert commented. Like with Sofitel 
Heathrow, with its 45 meeting rooms 
– the largest conference hotel in Britain 
– and a spa that includes a hammam and 
a restaurant that has five live cooking sta-
tions where guests are invited to linger. 
And with the terminal a mere l00 metres 
away, catching that flight out just means 
stepping out of the hotel lobby. n

AIrpOrt HOteLs sHINe
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In January this year, Tourism 
Queensland launched a competition 
that had thousands scrambling to 
take part. Calling for one deserving 

person to take up what it called “The Best 
Job in the World,” the contest offered 
the winner a 6-month stay on Hamilton 
Island, one of the islands on the Great 
Barrier Reef, as island caretaker. The 
job, if it could be called that, entailed 
snorkelling, feeding the fish, and blog-
ging about the Great Barrier Reef to a 
global audience. Perks came in the form 
of rent-free beach-front accommodations, 
an AU$150,000 salary and phenomenal 
views.

As a publicity stunt designed to 
reignite interest in the Great Barrier 
Reef, it was brilliant. Reports indicate that 
the marketing campaign generated more 
than AU$70 million worth of publicity. A 
UK public relations company even listed 
it among its top 50 publicity stunts of all 
time.

Regardless of the promotion’s suc-
cess, Tourism Queensland has certainly 
set the bar very high. While it’s difficult 
to top the world’s best job, the global eco-
nomic recession and slowdown in tourist 
traffic has spurred many quarters in 
the tourism industry to emulate Tourism 
Queensland and look at more unconven-
tional ways of promoting tourism.

Hoteliers have been trying to outdo 
each other in terms of promotions and 
deals to fill up rooms. Despite declin-
ing trends in hotel occupancy rates for 
the first four months of the year -- and 
specifically a drop of 10% in Asia Pacific, 
the worst-hit region -- many hotels here 
prefer not to drop their rates. Looking to 
protect the industry in the long run, they 
favour tacticals such as free nights for a 
minimum of paid stays and the extension 
of low-season deals.

Going a slightly different path, 
InterContinental Hotel Group (IHG), 
with more than 4,000 hotels across 100 

trends
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brINGING trAVeL bACK

countries, has turned to friends and family for support 
during these trying times. Its worldwide properties, which 
include the Crowne Plaza and Holiday Inn hotels, are 
offering significant discount rates to employees and their 
contacts. With more than 330,000 staff under its wings, it’s 
reaching out to a huge market without incurring heavy 
investments.

Some resort operators meanwhile are making use of 
this down-time to re-connect with previous and potential 
customers. Tabin Wildlife Resort in Sabah has started 
emailing newsletters to guests, sharing personal stories 
about the latest wildlife sightings at its property. Its 
rainforest reserve area, after all, is home to such unique 
animals such as the Borneo Pygmy Elephants, Sumatera 
Rhinoceros and the orangutans. General Manager Wong 
Seu Lin says of this effort, “Even if they don’t book now, 
we hope that (the potential customers) will remember 
us.” They also send out actual messages hand-written by 
guests who have stayed and enjoyed their stay at Tabin, 
believing in the value of word-of-mouth promotions over 
paid advertisements. 

Also using testimonials to lure potential tourists is the 
Tourism Authority of Thailand. On its website are person-
al messages by such celebrated personalities like Serena 
Williams and The Lord of The Rings’ star, Dominic Monaghan, 
who endorse their holiday experiences in the country.

To support the efforts of trade members, tourism 
authorities are also implementing various tourist-friendly 
gestures. The Philippines’ Department of Tourism has 
extended its visa-on-arrival facility for 14 days to all mar-
kets requiring Philippines visas. With the move, the des-
tination hopes to attract more tourists from Russia, China 
and India. 

The Thai government has instructed airports to cut 
landing and parking fees by 20 and 50% as well as reduce 
entrance fees to national parks by 50% in a move to stimu-
late the travel business.

malaysia reported a decline in 

numbers of between 20 - 90% in 

forward bookings from short-haul 

markets such as china, korea and 

taiwan. more regional tourists post-

poned and even cancelled 

cross-border travel. 

20%-90%



36     accountants today | September 2009

the new swine flu breakout put paid 
to these hopes. Due to global mobility, 
the flu spread far and wide in a matter 
of weeks and by 29 April, the World 
Health Organisation had issued a phase 
5 warning on the situation, indicat-
ing community-level, human-to-human 
spread of the Influenza A (H1N1). The 
panic caused many to refrain from 
travel and was bad news for an indus-
try already hurting from recession. It 
wasn’t long before many destinations 
registered sharper declines in their 
monthly performance.

Closer to home, Malaysia reported a 
decline in numbers of between 20 - 90% in 
forward bookings from short-haul mar-
kets such as China, Korea and Taiwan. 

More regional tourists postponed and 
even cancelled cross-border travel. 

To cushion the effects of a weak 
economy and declining foreign tourist 
arrivals in the wake of the Influenza A 
(H1N1), many destinations began turn-
ing to their own countrymen for support. 
Domestic travel was promoted vigor-
ously as a more affordable option to 
overseas travel. 

Tourism Malaysia reinforced its Cuti-
Cuti Malaysia campaign by partnering 
with travel agents and the media to pro-
mote local holidays. At a recently-held 
Corporate Travel Fair, they pitched for 
companies to hold their seminars and 
meetings at local venues instead of tak-
ing their business overseas.

Besides policy reviews, financial 
rescue plans are also offered by some 
governments. Earlier in the year, the 
Singapore Tourism Board injected some 
S$90 million into its tourism industry. The 
BOOST (Building on Opportunities to 
Strengthen Tourism) programme offers 
funding for tourism projects, cost-sharing 
incentives with tourism businesses and 
training for tourism industry players. It 
also initiated a fresh, new global market-
ing campaign called 2009 Reasons to 
Enjoy Singapore that features contests to 
win free flight tickets to Singapore and 
great value-for-money travel deals.

The Hong Kong Government mean-
while pumped in a modest HK$100 mil-
lion funding for events that draw in the 
tourists, and a further HK$39.9 billion 
for capital works.

Besides providing local trade sup-
port, some governments like Thailand 
are also providing incentives to foreign 
tour operators to drive customers to 
their destination. It has allocated finan-
cial support of US$5.6 million to overseas 
tour operators as incentive to promote 
Thailand to their clients.

If their only concern was the glo-
bal economic downturn, many in the 
tourism trade industry in Southeast 
Asia believed that they could still pull 
through by counting on the domestic 
and regional travellers. But in April, 

the panic caused many to refrain 

from travel and was bad news for an 

industry already hurting from 

recession. it wasn’t long before 

many destinations registered 

sharper declines in their 

monthly performance.

H1n1

H1n1
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Brunei Tourism Board enhanced 
its domestic tourism campaign, Kenali 
Negara Kitani (KNK), with ten new 
must-do packages, complemented with 
a “passport” programme to encourage 
locals and expatriates residing in Brunei 
to explore the country. 

Partnerships have also been forged 
during these trying times. Malaysia and 
Indonesia are in the midst of developing 
a holiday package that brings the best of 
both countries to tourists. Though details 
are still being finalised, the package, 
billed as the 3-2-1 UNESCO package, is 
expected to allow tourists to explore 
three UNESCO World Heritage sites, 
i.e. Borobudur, Melaka and Penang, in 
one go.

Singapore Tourism Board and 
Tourism Malaysia, together with 
Singapore Airlines, have introduced the 
Twin City Package to attract the Arab 
market during the summer holidays. It 
provides complementary travel experi-
ences to the two countries and offers 
perks such as shopping and dining vouch-
ers and free admission to Singapore’s 
tourist attractions.

Meanwhile, the Thailand 
Government earlier this year approved a 
visa waiver scheme for those on transit at 
Suvarnabhumi Airport. The visa exemp-
tion allows transit passengers to leave the 
airport temporarily. To complement this, 
Tourism Authority Thailand launched a 
special transfer tours programme in June 
for transit passengers.  The choice of 
eight tours last from between three and 
five hours, and offers the experience of 
playing golf, shopping, Thai traditional 
massage or cultural activities, among 
others.

though details are still being finalised, the package, billed as the 3-2-1 unesco package, is expected to allow tourists to explore three unesco world heritage sites, i.e. borobudur, melaka and penang, in one go.

3-2-1 uneSco Although the tourism industry has 
taken a huge hit this year, some quarters 
believe that it’s a blessing in disguise. In 
the past few years, the tourism industry 
has been developing almost too rapidly 
with destinations focused on building, 
building and building, and not enough 
attention given to quality of service 
and proper planning. This slowdown in 
tourism may be just what’s needed for 
destinations to re-focus their energies 
on long-term strategies, product mainte-
nance, marketing and training. Hopefully 
by the time the crisis blows over, they 
would be in great shape to welcome back 
the visitors.

Already, the crisis has brought about 
opportunities for new partnerships and 
alliances among the various players in 

the industry. This injects a healthy dose 
of competition that will move the indus-
try forward.

Ultimately, the biggest winners are 
the travelers themselves. While the 
year’s events have taken a toll on the 
tourism trade players, from the looks 
of it, they’re not giving up that easily. 
Known for their resilience in the worst 
of times, tourism businesses are rolling 
with the punches, bouncing back with 
fresh and attractive ideas to bring in the 
tourists.

From extending low-season deals to 
offering more value-for-money, industry 
players seem to never run out of ideas. 
And at the receiving end of the stick are 
the tourists, who will gain the most from 
all the goodies on offer. 

TourISm goIng SouTH
In the June issue of the World tourism Barometer, UNWtO reported a decline 
in international tourist arrivals of up to 8% for the period between January and 
april 2009. tourist arrivals plunged to 247 million over that period, down from 
269 million worldwide tourist arrivals in the first four months of 2008. the asia 
and the Pacific region recorded a 6% decline in tourist arrivals (South east asia 
experienced a 6.3% decline). In view of these latest grim numbers, UNWtO has 
had to revise its forecast downwards for the full year of 2009, and expects inter-
national tourism to decline by between 6% and 4% during this year. 

the global tourism industry is bracing for the worst to hit during the typi-
cally busy travel period in the summer months of May to august, with projected 
declines of between 5 and 4%, and the year-end period.

With unemployment rates increasing, business travel budget cuts, com-
pounded by the Influenza a (H1N1) scare, industry analysts are pessimistic about 
recovery any time soon. With regards to the Influenza a (H1N1) virus, it’s interest-
ing to note that many of the travel restrictions have been self-imposed because 
the World Health Organisation has not issued any recommendations to restrict 
travel. In fact, the WHO acknowledges that restricting travel at this point would 
do little to stop the spread of the virus, but instead would have far-reaching 
effects on global business.

UNWtO further reports that business travel has been down – people are 
travelling less frequently for business, opting instead to consolidate their travels 
into one extended trip. Leisure travel is taking a hit, too, with declines in second-
ary short breaks compared to main vacations. and although long-haul travel 
has been affected severely right now, there may soon be more demand for it. 
encouraged by low-cost, long-haul airlines’ promotions, long-haul travel will soon 
be seen to offer more value for money. n 

brINGING trAVeL bACK
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Expect the 

Patrick Ow

managing your continuity risk
unexpected: 

management+business

The case for implementing 
strategies to manage business 
continuity risk is therefore 
compelling.

Risk management is concerned 
with putting in place controls and 
treatments that seek to prevent or 
mitigate continuity risk, encompass-
ing the establishment of appropriate 
strategies and plans.

Business continuity management 
(BCM) is concerned with considering 
what to do when it all goes wrong, 
and making sure that customers and 
other people are not inconvenienced 
or put at risk when something does go 
wrong. An organisation should under-
take BCM when it has to manage 
its business and service continuity 
risks, and to respond to community 
or external emergencies. It should 
be based on an approach that consid-

ers the entire organisation, all haz-
ards and all agencies, and it should 
be community-focused. All parts of 
the organisation must be involved in 
BCM, and the procedure must consid-
er the organisation as part of the com-
munity it operates in. The primary 
objective of BCM controls, strategies 
and plans is to ensure the uninter-
rupted availability and resilience of 
key or time sensitive resources and 
dependencies so that they support the 
organisation’s critical business proc-
esses, operations and services.

BCM also seeks to protect the 
interests of key stakeholders and 
maintain organisational reputation 
and brand and value-creating activi-
ties. Decisions on how organisations 
respond to incidents, regardless of 
cause, should be driven by the follow-
ing basic principles:

OrGANIsAtIONs bAse tHeIr strAteGIes AND DeCIsIONs ON AssUmptIONs 
tHAt tHeY WILL CONtINUe tO OperAte. IF tHese AssUmptIONs Are 
WrONG, OrGANIsAtIONs mAY NO LONGer be AbLe tO FULFIL tHeIr 
ObJeCtIVes. HOW CAN OrGANIsAtIONs mANAGe tHIs bUsINess 
CONtINUItY rIsK?

Business continuity risks are 
very real. According to a study 
by Marsh,
n 43% of businesses experiencing 

major disasters never re-open, 
and 29% close within three years

n fewer than 50% of organisations 
have business recovery plans, and 
at least 90% never test their plans

n 75% of businesses would be 
unable to function without It/ 
telephony after 14 days

n recovery time is invariably 
underestimated

n costs of recovery are not always 
recovered by insurance.
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ll  Always put the health, security and 
safety of people first. In other words, 
an organisation must fulfil its duty of 
caring for its people and meet its 
legal obligations in such matters.

ll  Always seek to provide and manage 
factual, rapid and transparent com-
munications.

integrated BcM Process

BCM should be integrated with the organ-
isation’s existing overarching organisa-
tionalwide risk management framework 
and processes. It is an iterative process 
that involves monitoring and reviewing. 
The outcomes of each stage are used to 
challenge and review the assumptions 
and outcomes of previous stages.

BCM goes well beyond implementing 
a simple process and writing business 
continuity plans and strategies. Strategies 
and plans need to be flexible and adap-

tive, and decision makers need to appre-
ciate the uncertainty and complexity of a 
disruption or an emergency.

BCM should reflect the organisation’s 
unique culture and comprise a compre-
hensive set of activities that are appropri-
ately integrated into organisational learn-
ing and improvement.

overlaPPing clusters of 
activities and Plans

There are six overlapping, non-linear, 
clusters of activities that organisations 
have to consider doing before, during 
and after a disruption or an emergency. 
These activities depend on the circum-
stances, impact, and organisational con-
text and maturity. They overlap because 
one or more of these activities can be 
activated concurrently and/or sequen-
tially, in no particular linear order or 
sequence.

to be effective, we 
need to pay attention 

to the following 
principles :

lll BCM is part of the 
organisation’s risk management, 
which must consider a wide range 
of strategic and operational risks 
that have the potential to disrupt 
the achievement of organisational 
objectives.
lll BCM is an important 
contributor to overall organisational 
resilience.
lll  BCM helps organisations to 
continue achieving its objectives.
lll   BCM drives organisational 
preparedness for managing 
disruptive events, proactively 
treating risk and establishing the 
capability to manage potential 
impacts.
lll  BCM builds an organisation’s 
capability to prevent adverse events 
from occurring and to respond to, 
manage and recover from these 
events should they happen.
lll BCM seeks to understand 
an organisation’s requirements for 
people, processes, information, 
assets and technology that will 
contribute to the achievement of its 
objectives.
lll BCM is an iterative process 
that is continually monitoring and 
reviewing external and internal 
contexts for change and responding 
to changes.
lll  BCM’s iterative process 
drives continual improvement so 
that it contributes to organisational 
preparedness and resilience.
lll BCM is focused on the 
understanding of uncertainty and 
how organisations could respond to 
and manage that uncertainty.
lll BCM provides an analytical 
framework which assists decision 
makers in making informed choices 
on the management of continuity 
risk and events.
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Corresponding to these activities 
are strategies and plans that collectively 
bring together the following topics and 
planning into either one single document 
(for smaller organisations) or several doc-
uments (for larger organisations):
ll  Risk management policy and 

plan – an overarching framework 
and process to communicate and 
consult with stakeholders, establish 
the context, identify, analyse, evalu-
ate, treat, monitor and review risks.

ll Crisis/media management plan-
ning – steps taken to maintain repu-
tation and to execute the relevant 
communication and media manage-
ment strategies or protocols/plans.

ll Response planning − steps taken 
to immediately respond to a disrup-
tion or emergency, ensuring human 
safety and security, and maintaining 
communication.

tHese six overlaPPing 
clusters of activities are:

1.  Risk management – prevention 
and risk mitigation.

2.  Response – immediate manage-
ment (in response to an event/ 
emergency/ crisis/ disaster).

3.  Recovery – to recover interim/ 
partial services and/or operations.

4. Restoration – to restore to full 
service and operations.

5. Resumption – normalisation, back 
to “business as usual” services 
and/or operations, where possible/ 
practical.

6.  Control and/or command gover-
nance structures that manage 
these six (6) overlapping clusters of 
activities.

ll Contingency planning − steps 
taken to activate or restore alter-
nate processes, systems and phys-
ical locations or facilities, where 
appropriate and necessary.

ll Recovery planning − steps taken to 
restore specified critical and/or key 
infrastructure requirements/depend-
encies such as utilities, communica-
tions, supplies and technology.

ll Restoration planning − steps to 
provide limited to “normal” busi-
ness services and/or operations, 
like rebuilding a building damaged 
by fire.

ll Resumption planning − steps 
to bring service levels, operations 
and/or facilities back to business as 
usual, or to provide back-to-normal 
services to customers from mini-
mum service levels.

When there are inter-dependencies 
among agencies (federal, state and 
municipality), an integrated, multi-agency 
organisational response at local, region-
al and national level may be required, 
especially during wide-spread community 
emergencies.

a BcM PrograMMe involves an 
integrated organisational-

wide Process of:

ll Establishing the programme or 
project (with strong board and 
management mandate and commit-
ment).

ll  Developing the organisation’s BCM 
policy and framework (linked to the 
organisation’s risk management 
framework).

ll  Risk assessment and impact analy-
ses (using criticality and depend-
ency worksheets)

ll  Establishing governance structures 
for incident command, manage-
ment, recovery and support.

ll Developing cost-effective intuitive 
strategies and plans that are aligned 
to organisational objectives.

ll  Developing and testing of strategies 
and plans

ll  Reviewing, maintaining, training 
and auditing of strategies and plans.

risk treatment
Establishing Strategies

Maintenance

Plan
Documentation
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Incident
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criticalities and successes

A committed board of governors or man-
agement team should be satisfied that suf-
ficient infrastructure, budgetary and other 
resources are allocated and maintained in 
order for the organisation to be able to:
ll  Fulfil the long-term objectives of a 

BCM programme; and
ll  Continuously develop, maintain 

and implement relevant strategies 
and plans throughout the life of the 
organisation.

for BcM to Be successful, 
it is necessary to focus on 
tHe following PerforMance 

drivers:

ll  Structured co-ordination - highly 
structured co-ordination and man-
agement arrangements ensure that 
all planning and systems, from the 
first response to recovery (restora-
tion and resumption), are aligned 
to organisational objectives, and 
well understood and communicated 
to all stakeholders, with roles and 
responsibilities clearly defined and 
documented.

ll  Workforce capabilities - develop 
workforce capability and competen-
cies through plans, skills training and 
adequate provision of technical equip-
ment and committed resources.

ll  Capacity building - build capacity 
planning dimensions into services 
and/or operations, including escala-
tion processes and systems to man-
age possible surges in demand for 
services and service provision.

ll  Inter-operability of plans - ensure 
inter-operability of planning, co-
ordination and operational activi-
ties, with diverse arrangements and 
inter-connectedness with other com-
ponent parts of the system and with 
external stakeholders such as an 
ambulance service and the police.

ll Regular exercising and testing of 
strategies and plans is essential. 
This would ensure that disconnec-
tions, omissions and dependen-
cies within strategies and plans are 

fixed before they have to be used in 
real situations. Testing challenges 
assumptions made during the plan-
ning process.

as sucH, it is iMPortant to:

ll Test the system and dependencies, 
and the readiness of all stakeholders.

ll Exercise and review strategies and 
plans.

ll Ensure people are rehearsed in how 
to respond and fully understand 
their roles and responsibilities.

ll  Regularly update and maintain strat-
egies and plans, especially emer-
gency contact lists.

resilience strategies

Recovery time objective (RTO) and 
maximum acceptable outage (MAO) are 
critical concepts in business continuity 
and emergency management. RTO is the 
time required to fully reestablish ade-
quate resource requirements, and MAO 
is the maximum period that critical busi-
ness processes (or services) can oper-
ate before the loss of critical resources 
affects operations. For example, the RTO 
for an emergency department is 10 min-
utes and its MAO is four hours.

Strategies and plans need to have 
acceptable RTO and MAO that are aligned 
with the organisation’s objectives, risk 
management framework and risk appetite, 
and in compliance with applicable regula-
tory and contractual service obligations.

strategies and Plans 
sHould also Be intuitive. 

tHe oPtions include, But are 
not liMited to:

ll Process transfer or relocation 
– involves transfer or relocation of 
critical and/or time sensitive activi-
ties either internally (e.g. to another 
part or location of the organisation) 
or externally (e.g. to a third party 
location), independently or through 
a reciprocal / mutual-aid agreement, 
or in-principle agreement.

ll Agreement to share resources 
through mutual aid arrangements 
(e.g. shared data centre).

ll Temporary / manual workarounds. 
As an alternative to transferring or 
relocating people or processes, it 
might be feasible to adopt a differ-
ent way of working that provides 
an acceptable result in the short to 
medium term (e.g. using the stairs 
rather than lifts).

ll  Change, suspend or terminate serv-
ices, functions or processes—pro-
vided conflicts with the organisa-
tion’s key objectives, statutory com-
pliance or stakeholder expectation 
are managed appropriately.

ll  Insurance for financial compensa-
tion for losses, used in combination 
with other strategies.

Continuity plans are living docu-
ments that should be continuously tested, 
refined and trained with so that their rel-
evance, effectiveness and positive impact 
can be maintained. The higher upfront 
investment costs in BCM may offset any 
potential recovery costs if a disruption 
does occur. But by spending time and 
effort to create a comprehensive set of 
continuity plans upfront, there is a higher 
chance that the organisation is more pre-
pared to face and respond to a disruption, 
and to recover from it in the shortest pos-
sible time, at a lower cost and at the least 
inconvenience to customers and other 
stakeholders. n

The writer can be contacted at 
patrickow@gmail.com

Always seek to 
provide and manage 

factual, rapid 
and transparent 

communications.

expeCt tHe UNexpeCteD
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the rules ofengagement

June unemployment 
rates in the US hit 
9.5%, with no relief in 
sight. Japan’s jobless 

rates hit 5.2% in May while 
Singapore reported an 
unemployment rate of 3.3%, 
the highest yet in three 
years. Meanwhile, Malaysia 
reported a 3.5% 
unemployment rate in July, 
and economists predict that 
jobless rolls might rise as 
shrinking exports and 
revenues hit businesses 
down the road.

With jobs a scarce 
commodity and stiff 
competition for desirable 
positions, this is the best 
time perhaps to polish those 
shoes, practice that 
handshake and start casting 
your net wider through 
networking.  Professional 
networking isn’t a new 
game. Indeed, it has become 

the order of the day at 
conferences and forums 
where organisers pencil in 
networking sessions. 

But networking can be 
intimidating, especially for 
less gregarious wallflowers. 
In reality, not many of us are 
that audacious at social 
functions, preferring instead 
to stick to people we know, 
preferably close to the 
buffet line. Fortunately for 
the tongue-tied, the 
internet has changed the 
rules of engagement. While 
business events may still be 
a golden opportunity to 
press the flesh and meet the 
right contacts, there are 
other ways to meet and 
connect on a professional 
level. Whether networking 
online or off, here are ten 
tips to make the whole 
process work successfully 
for you:

nn socialise

Break out of your shell. Get talking to people 
no matter where you are – whether you’re at 
a formal dinner, at the bank, a wedding or in 
an airplane. Get to know the person next to 
you and let them get to know you. even if 
this doesn’t get you introduced to someone 
important for your career, at the very least, it 
gives you some practice in communications 
and networking.

nn  start witH friends 
and faMily

If you’re shy, this won’t make you sweat the 
networking process. Start by listing down 
names of friends and family, acquaintances, 
neighbours, and people who are around 
you. approaching people you already know 
will make it less nerve-wracking for you to 
connect.

nn volunteer

Sometimes the best way to develop your 
career is to look outside your profession 
and reach out to the community. Find a 
cause you are passionate about and offer 
your expertise to help the organisation 
reach its goals. 

CAt GOt YOUr tONGUe At bUsINess eVeNts? tHe INterNet HAs brOUGHt 
NetWOrKING tO A WHOLe NeW LeVeL tHAt GOes beYOND FrAterNIsING At bUsINess 
eVeNts. pLUs tHere Are seVerAL OtHer AVeNUes tHrOUGH WHICH tO prOJeCt 
YOUrseLF AND mAKe tHe rIGHt CONNeCtIONs. Here’s HOW tO mAKe NetWOrKING 
WOrK FOr YOU, bOtH OFFLINe AND ONLINe. 

nnnn
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nn KeeP in toucH

When you meet someone new, don’t just 
keep their business card. Write on it details 
to remind yourself of where and when you 
were introduced. drop them an email as 
soon as possible to say how nice it was to 
have met them the evening before. Not 
many people take the small effort to do this, 
and if you do, you will already have set 
yourself apart from all the rest. Keeping in 
touch regularly is also great because you 
wouldn’t want to call up a person only when 
you’re desperate!

nn Be a resource Person 
for otHers

While you’re out trying to secure contacts for 
yourself, don’t forget that with your own 
personal data bank of information and 
people you know, you yourself would make 
a good contact for others. So offer help and 
ideas or suggest leads to others. the payoff is 
that people will remember you for your 
expertise. Being a key reference point for 
others helps to build your credibility and 
your efforts will be reciprocated later.

tHe rULes OF eNGAGemeNt

nn get online

Join online forums in the field of 
your expertise and participate 
actively to let people know of 
your presence. answering 
questions posted at these forums 
is an excellent way to project 
yourself to others. It lets people 
know that “Hey, here’s a guy who 
knows his stuff!” a word of 
caution, though: don’t be overly 
enthusiastic about promoting 
yourself online or you might be 
banned from joining in future.

nn  socialise 
online

don’t dismiss online social 
networking sites. Some of them 
can make excellent networking 
tools if you use them correctly. 
apart from Facebook and 
MySpace, which companies are 
utilising as marketing and 
promotion vehicles, there are also 
sites such as LinkedIn which are 
more professionally, rather than 
socially, driven. these are great 
platforms on which to introduce 
yourself and your qualifications in 
a professional manner. a note of 
caution, though: these business 
networking sites reach out to 
some top executives; so be 
mindful of projecting a 
professional image at all times 
and keep your personal 
information in a separate account. 
and make sure to learn the 
nuances and etiquette of 
networking online to avoid being 
flamed.  n

 

nn taKe uP MeMBersHiPs 

this is a great time for you to take up 
membership in a club or an association in 
your chosen field. You’ll get to know key 
people within the industry and at the same 
time enhance your skills through the many 
professional events organised by the 
association. and don’t forget the old school 
tie network. Start attending alumni 
gatherings and start renewing contacts with 
old school friends.

nn sHare inforMation

If you are an expert in a particular area, offer 
to write articles about it or to be a guest 
speaker on the subject. Such engagements 
establish yourself as the authority on the 
subject or in your chosen field. It increases 
your visibility in the professional arena to 
those who matter.

nn go BacK to scHool

taking up a course in your professional field 
gives you a double advantage. Firstly, 
you’ll be enhancing your professional 
qualifications. Secondly, your classmates, 
most of whom are likely to be from the same 
field, could be your future referees. 
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berNArD mArr expLAINs 

tHe FIVe KeY steps tHAt 

OrGANIsAtIONs sHOULD 
tAKe IF tHeY WANt 

tO ADOpt tHe ebm 
ApprOACH tO strAteGIC 

DeCIsION-mAKING. 

tHe effective 
 dePloyMent of eBM 
follows a five-steP 

sequence:

nn Defining goals and information 
needs. You need to ask the following two 
questions first: what are our strategic 
objectives and what do we need to know 
in order to achieve them? This initial step 
ensures that the organisation’s real infor-
mation requirements are clearly articu-
lated and it clarifies who needs to know 
what, when and why. 

nn Collecting the right evidence. The 
emphasis here is on gathering and organ-
ising the relevant facts and figures to 
meet the information requirements iden-
tified in the first step. Organisations must 
either assess whether they already hold 
the necessary data or devise the best way 
of collecting it. 

nn Analysing data. The material that 
has been collected needs to be converted 
into relevant insights. Data has to be 
analysed and put into context to extract 
information. 

nn Presenting information. This stage 
focuses on communicating the insights 
extracted in the previous step. The main 
focus here is to get the information to 
the organisation’s decision-makers in the 
most appropriate form. 

nn Making evidence-based decisions. 
The final stage is all about converting 
information into action. Here the empha-
sis is on ensuring that the evidence that 
has been extracted is used to make the 
best decisions. It is important to avoid the 
‘knowing-doing gap’ that’s so prevalent in 
many organisations. 

These five steps provide a blueprint for 
EBM. But the logic of good EBM is not 
only linear – ie, following a sequence 
from step one to step five – because there 
is a feedback loop from step five back to 
step one. In other words, the decisions 
that are made inform the organisation’s 
future information needs in turn. 

IT and business intelligence (BI) play 
a crucial role in EBM. They can’t make 
it happen on their own, but they do need 
to be used to support the five-step proc-
ess. IT infrastructure and applications 
are crucial enablers of data collection 
and analysis, and of the presentation and 
dissemination of information. Although 
IT infrastructure and BI applications are 
important elements of EBM, I will not 
cover them any further as I discuss the 
five steps in more detail below. This is 
to highlight the importance of identify-
ing the right steps, thereby helping to 
steer organisations away from the belief 
that all they need is a state-of-the-art BI 
infrastructure. 

Bernard Marr

Evidence-based 
management

management+business

Today’s challenging eco-
nomic times demand that 
companies make the right 
management decisions 

if they are to survive. It’s a com-
mon complaint that managers 
are swamped with information 
on which to base their choices. 
Technological developments 
mean that companies can now 
capture and store vast quantities 
of material, yet they often still fail 
to use this effectively to support 
decision-making. 

Organisations such as Tesco 
and Google are addressing this 
problem by using evidence-based 
management (EBM) to guide their 
decision-making processes so 
that they extract maximum value 
from the information they obtain 
and thereby secure a competitive 
advantage. According to Robert 
Sutton, professor of manage-
ment science and engineering 
at Stanford University, EBM is a 
simple idea based on finding the 
best available evidence, accepting 
these facts and acting upon them 
– rather than doing what every-
one else does or doing what your 
company has always done and 
thought was the right thing. 

nnnn
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Bernard Marr is the Chief Executive of 
the Advanced Performance Institute, UK. 
This article first appeared in Financial 
Management, a monthly magazine pub-
lished by CIMA (Chartered Institute of 
Management Accountants) for its mem-
bers. 

2 Collecting the 
 right evidence

an essential part of eBM is having 
the relevant information to support 
decision-making. Building evidence 
requires the careful collection of 
the right data. Yet the word ‘data’ is 
often misunderstood. People often 
wrongly believe that it has a narrow 
numerical definition. data actually 
comes in many forms, including text 
images. 

Organisations need to become 
better at collecting more qualitative 
data and triangulating material from 
different sources to build up more 
relevant evidence. asking people for 
their opinion is usually a good way 
of collecting more qualitative data. 
a police initiative to understand 
the extent of knife crime provides 
a good example of triangulation. a 
key source of police information was 
a national crime survey that record-
ed people’s experiences and views 
of crime levels. But extensive press 
coverage of certain crimes can affect 
people’s perceptions of the threat. 
to avoid bias, the police now collect 
data from hospitals about the treat-
ment of stab wounds to put their 
own figures into perspective and to 
generate a more realistic picture of 
knife crime. 

3 Analysing data 
the data has to be analysed before it 

can be put into context. data analysis is 
a core requirement in creating evidence 
used in decision-making. Yet research 
shows that most organisations are still 
more focused on simply collecting and 
distributing the material than on doing 
any meaningful analysis.  

4  Presenting 
 information

to ensure that decision-makers under-
stand what’s given to them, it is important 
to present and package the information 
in the most appropriate way. Good com-
munication should be simple and focused 
on the key messages. Instead, data reports 
tend either to provide too much detail or 
distract the reader’s attention by using 
complex graphics and hiding the key mes-
sages in large tables. 

n
n

1   Defining goals and 
 information needs

Instead of focusing on collecting eve-
rything that is easily measured and 
counted, organisations must be more 
systematic and selective about what 
they gather. Managers need to estab-
lish clear objectives and information 
requirements. this can be achieved 
by taking the following steps:

Identify the strategic objective or 
information need. Here the data col-
lected is linked to the most important 
drivers of value and performance. 
this ensures that the analytics gener-
ated: are relevant to the organisa-
tion’s competitive positioning; sup-
port its greatest information needs; 
and aren’t wasted on irrelevant 
‘interesting to know’ matters. Strategy 
maps, for example, are powerful tools 
for identifying high-level objectives 
and key performance enablers. 

Identify who needs the informa-
tion. It is important to define the 
target audience. this can be groups 
of people – including the board of 
directors, senior managers, the Hr 
department and marketing managers 
– or one individual. 

Clarify which questions the deci-
sion-makers want answered. the 
purpose is to ensure that the analyt-
ics provide the relevant knowledge to 
help them make the best decisions. 
For example, the executive team 
of Google identified a mere 17 key 
questions to guide the collection of 
corporate data. Clarify which deci-
sions the organisation wants the data 
to support. 

5 Making evidence-based 
 decisions

the final step looks at how to turn 
information into knowledge and bet-
ter decisions on which organisations 
can act. this can create a culture 
that helps to transform knowledge 
into action. It is recommended that 
companies create a passion for learn-
ing and improvement; ensure that 
there is support from the leadership; 
develop widespread analytical capa-
bilities throughout the organisation; 
use judgement; share information; 
reward eBM; and build an appropri-
ate It infrastructure. 
Organisations will succeed in this 
unpredictable environment only if 
they can learn faster than their rivals 
and act on insights that drive com-
petitive advantage. any company 
can boost its competitive position by 
aligning its data collection to strate-
gic value drivers and by gathering 
the best available evidence. It should 
then use this evidence to extract val-
uable insights and communicate the 
information in such a way that allows 
it to act on those insights. n

n
n

eVIDeNCe-bAseD mANAGemeNt
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It’s sAID tHAt tHe HAND tHAt rOCKs tHe CrADLe 
sHApes tHe WOrLD. FOr WeALtH mANAGemeNt FIrm 
WHItmAN AND Its FOUNDer AND mANAGING DIreCtOr, 
YAp mING HUI, A sINGLe mOtHer’s reQUest FOr 
persONALIseD WeALtH sOLUtIONs LeD tO tHe 
CreAtION OF A HOLIstIC FINANCIAL pLANNING 
sOLUtION FOr mIDDLe-INCOme peOpLe AND 
DIVersIFICAtION INtO A NeW mArKet.  

mother ofchange

enterprise

aa
a
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The Roadmap didn’t just offer financial 
freedom for the average person, but 
marked a turning point in Whitman’s 
business model. Yap redefined his target 
markets, demarcating clients who would 
receive the full suite of Whitman Family 
Office services as those with RM5 million 
or more in net assets. Other clients would 
be offered the Roadmap to Financial 
Freedom, and there would no longer be 
a floor for net-worth. Instead, Whitman 
charges scalable fees for the Roadmap 
advisory service, starting from RM900 
per year and increasing depending on the 
client’s net-worth. Debbie got the service 
free of charge, since Yap was so grateful 
that she had helped him “see the light”. 
He’s now made it part of Whitman’s 
mission to help single mothers achieve 
lifelong financial security by offering the 
Roadmap service to nine eligible single 
mothers every year.  

Debbie wasn’t the only person clam-
oring for a personalised financial solution. 
Ordinary Malaysians too could really 
relate. Since marketing the Roadmap in 
2008, Whitman has charted a five-fold 
increase in calls from the public – and this 
has become a nice buffer for any drop in 
business due to the downturn. 

Yap chalks up their interest to their 
hunger for a personalised financial tool 
that identifies their needs and wants 
throughout their whole lives, and tailor-
makes a long-term solution that fits those 

needs and wants within their means. 
However, he’s quick to point out that 
any chartered financial planner should 
be able to do this for their clients given 
their training, since wealth management 
should be about crafting bespoke solu-
tions that fit people’s unique situations. 

Given that a CFP should be able to 
offer an integrated wealth solution, it 
stands to reason that accountants trained 
as financial coaches should be able to 
do the same. However, many CFPs/
accountants have failed to harmonise 
their accounting practices with financial 
planning to diversify revenues. To syn-
chronise the two, Yap is analysing the 
potential of creating a financial planning 
business franchise anchored around the 
Roadmap, which would enable account-
ants to make the leap to providing finan-
cial coaching services without starting 
from ground zero.   

Such a franchise would also mitigate 
what Yap views as a glaring void in the 
Malaysian market: whereby most finan-
cial planners operating in Malaysia tend 
to treat financial goals separately, instead 
of looking at the big picture to offer a 
holistic solution. “Let’s say you want to 
save for retirement and your future medi-
cal bills and you also want to save for your 
son’s college education. The attainment 
of your retirement goal will affect the 
amount you want to save for college and 
will affect the amount you can afford for 

healthcare. But most financial planners 
look at these individually instead of holis-
tically.”

“By balancing all these needs and 
wants within the context of your income, 
your investments and savings and the 
return on your investments, you can find 
an optimum Roadmap to guide you on 
your journey to financial freedom. This 
optimum individual Roadmap is what’s 
lacking in most existing financial advice,” 
notes Yap.       

a SIngle moTHer’S 
roaDmap

aaaaaaaaaaaa
When she approached Yap in 2008, 42-
year old Debbie had a 14-year old son 
and earned rm60,000 a year.  she had 
these financial assets: a house valued 
at rm250,000 with a  mortgage loan of 
rm100,000, bank deposits of rm300,000, 
epF of rm200,000 and rm20,000 in shares. 
she spent rm36,000 a year excluding 
mortgage loan repayments, insurance 
premiums and holidays. Another rm1,000 
went on an annual local vacation.

Debbie wanted to retire at 55 and 
wished to allocate rm24,000 a year in liv-
ing expenses from the age of retirement 
until she hit 80, which is the average life 
expectancy for malaysians. she also want-

In 2008, Yap Ming Hui was a 
happy man. He had a supportive 
wife and four bright and healthy 
kids, and Whitman Independent 

Advisors, his firm providing wealth- 
management solutions for high net 
worth individuals (HNWI), was doing 
well. Perhaps a bit too well, because 
Yap was beginning to feel restless 
and in need of a challenge.

Out of the blue, serendipity struck 
to shake him out of his complacency. 
Yap received a cold call in mid-2008 
from Debbie, a single mother from 
Johor Bahru with a 14-year old son. 

mOtHer OF CHANGe

Debbie wanted a personalised solution 
from Whitman’s to achieve long-term 
financial security but Yap refused, since 
the firm’s business policy was to only serv-
ice clients with a minimum net-worth of 
RM2 million. 

Despite profuse persuasion on Debbie’s 
part, Yap didn’t bend, since making the 
exception just once would have opened 
the floodgates to other requests.  But lit-
tle did Debbie know that her request had 
resonated deeply with 39-year old Yap.

“After putting down the phone, I began 
to feel guilty for turning Debbie away even 
though I had turned many people away 

before. Wasn’t it hypocritical of me 
to refuse her even though I’m always 
drumming into my children that we 
have to help others to the best of our 
ability?” explained Yap during a recent 
phone interview.

Yap became determined to help 
Debbie. He decided to modify a tool 
in Whitman’s Family Office – a holistic 
suite of financial services catering for 
high net-worth families - to create 
a personalised wealth management 
solution for people in middle income 
brackets: The Roadmap to Financial 
Freedom. 
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ed to provide rm180,000 for her medi-
cal expenses in old age and rm300,000 
for her son’s university education.  

What’s scary? Debbie’s financial 
details and aspirations could apply to 
the average wage-earning malaysian. 
but based on the picture painted by 
the roadmap according to her his-
tory, Debbie cannot achieve her finan-
cial goals, which means that many 
malaysians might not be able to either. 

mOtHer OF CHANGe

current roadmap to 
financial freedom 

for debbie & son

aaaaaaaaaaaa

based on the current roadmap, Debbie’s 
net-worth (excluding her home and epF) 
will grow to about rm280,000 when she 
hits 42. Her net-worth drops into the 
red when she hits 46, which is when her 
son enters university, taking up a big chunk of her wealth. 
subsequently, Debbie’s net-worth remains negative until she 
hits 55 and withdraws her epF of about rm500,000. From then 
on, her net-worth will continue dropping until it hits zero at 
age 65. this means that if Debbie reaches the ripe old age of 
80, she might not be able to sustain herself for fifteen years 
(from 65 – 80) unless she depends on her son or welfare to 
provide for her. 

What actions can Debbie take to improve her financial 
situation? First, Yap suggested that she increases her return 
on investment (rOI). Currently, the rOI on her investments 
(which include bank deposits, epF and stocks) is only at 4.22%, 
which barely keeps up with inflation. she should be willing to 
take on additional risks by diverting some of her savings into 
other investments (such as unit trusts) to generate higher rOI. 
Ideally, she should target an investment rOI of 8%. If she can 
get 8% for her money, her roadmap will look like this:

net-wortH siMulation-current
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by reducing her son’s univer-
sity fund to rm250,000 and 
extending employment until 
the age of 58, Debbie can 
theoretically make her wealth 
last until the age of 80. 

In the meantime, Debbie 
knows that she has to moni-
tor certain key performance 
indicators (KpIs) to keep her 
on track. Other than her insur-
ance premium and mortgage 

repayment, she needs to limit her yearly living 
expenses to rm36,000 and her annual family vaca-
tion budget to rm1,000. she should also achieve 
an annual rOI of 8% on her investments.  

Of course, Debbie’s roadmap to financial free-
dom would not be static, notes Yap. “roadmaps 
are dynamic and change according to the changes 
in your life. What the roadmap does is offer a 
guide for how to live within your means, to control 
your spending and to optimise your investments, 
to achieve your own unique financial goals with 
peace of mind and free of financial worries.” n

roadmap to 
financial freedom for 

debbie & son 
(Stress Test for Higher ROI)

aaaaaaaaaaaa
by increasing her wealth’s rOI to 8%, her wealth will 
last slightly longer, until the age of 69. but that’s not 
good enough. therefore, Debbie needs to make other 
adjustments, which might include working beyond 55 
or reducing her son’s college fund. 

net-wortH siMulation-current & adjusted

roadmap to financial freedom 
for debbie & her son 

(assumptions include Stress Tests for a RM250,000 College Fund & Extended Employment)

aaaaaaaaaaaa

net-wortH siMulation-current & adjusted

mOtHer OF CHANGe
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Every few years a new disease seems 
to have everyone in the throes of 
its wake. In 1997 it was the bird flu; 

recently the swine flu swelled to a glo-
bal pandemic. With these viral diseases 
running amok, we’ve forgotten another 
deadlier, more silent killer that lurks in 
the shadows: obesity.

More than one billion adults world-
wide are overweight and at least 400 
million of them are obese. The World 

Health Organization (WHO) projects 
that by 2015, approximately 2.3 billion 
adults will be overweight and more than 
700 million will be obese. 

Many Malaysians are at a huge 
health risk because they are overweight 
or obese. From a nationwide survey 
held in 2006, the Ministry of Health re-
cently reported that 30% of Malaysians 
are overweight and another 14% are 
obese. Compare this with surveys in 

wHo’s guidelines for reducing obesity and excess weight 
 encourages individuals to adopt the following steps:

n  achieve energy balance and a healthy weight;
n  limit energy intake from total fats and shift fat 
 consumption away from saturated fats to unsaturated fats;
n  increase consumption of fruit and vegetables, as well as 

 legumes, whole grains and nuts;
n  limit the intake of sugars; and
n  increase physical activity - at least 30 minutes of regular, 

 moderate-intensity activity on most days. more activity 
 may be required for weight control.

1996 and 1997, when only 4.4% and 16.6% 
of the population were obese and over-
weight, respectively. In less than a dec-
ade, almost half the population has turned 
into walking time bombs. 

Obesity triples the risk of heart dis-
ease, increases the risk of Type 2 diabe-
tes, gallstones, fatty liver, back problems 
and osteoarthritis. Being obese also in-
creases the risk of cancer and infertility. 
It also aggravates arthritis and breathing 
problems.

Children are not spared from being 
obese or overweight. In 2005, WHO esti-
mated that globally at least 20 million chil-
dren under the age of 5 years were over-
weight. In 2000, Universiti Kebangsaan 
Malaysia conducted a large-scale study in 
Peninsular Malaysia and found that 11% 
of children between the ages of six to 12 
were overweight and 6% were obese. In a 
study of primary school children (seven 
to 10 years old) in almost all schools in 
Kuala Lumpur around the same time, 
about 8.4% of the children were found to 
be overweight.

The WHO defines overweight by a 
body mass index (BMI) greater than 25, 
while obesity relates to a BMI of 30 or 

The Biggest

FOrGet sArs, tHe bIrD FLU AND sWINe FLU. 
tHese pANDemICs pALe IN COmpArIsON tO 
ObesItY, tHe pLAGUe OF tHe 21st CeNtUrY. 
HOW CAN We trIm tHe FAt tO prOteCt 
HeALtH AND bOOst prODUCtIVItY? 

lifestyle | HeALtH

Loser
Ng Poh Ling
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above. The BMI is defined as the weight in 
kilogrammes divided by the square of the 
height in metres (kg/m2). For example, a 
man who is 1.8 metres tall and weighs 69 
kilogrammes would have a BMI of 21.2.

Asia has generally experienced rela-
tively low levels of obesity, in contrast to 
most Western countries. This is starting to 
change, however, and recent research and 
studies suggest that the health implica-
tions of currently being overweight and 
obese in Asia have been underestimat-
ed. Why? In today’s developing countries, 
more families eat out, busy executives 
skip meals in favour of work and younger 
generations miss breakfast and have a pen-
chant for fast food. Society in general is 
more sedentary. To compound matters, it 
appears that increases in health risks seem 
to occur at much lower BMIs in Asians.

Recently, experts have observed that 
weight-related disorders are more common 
in some Asian ethnic groups at BMI levels 
above 23. An expert group from the WHO 
has therefore recommended a lower BMI 
scale for Asians: 18.5 – 22.9 for increasing 
but relatively low risk of developing weight- 
related ill-health; 23 – 27.5 for increased 
risk; and 27.5 or more for high risk.

There’s more bad news. According 
to 2005 WHO statistics, women in gen-
eral are likelier to be obese than their 
male counterparts. Malaysian women are 
among the fattest in the Southeast Asian 
region, with an 8.2% chance of having a 
BMI of 30 and above. That’s only one step 
behind our Thai compatriots who come 
in at 8.4%. To put things in perspective, 
Singaporean women tip in on the low end 
of the scale with a 1.8% chance of being 
overweight and Indonesian women stand 
a 2.6% chance of being hefty. 

Being overweight and obese has both 
health and economic consequences. To-
day, chronic diseases like heart disease, 
stroke and lung cancer are responsible 
for approximately 44% of all premature 
deaths. Researchers estimate that some 
388 million people worldwide will die from 
chronic diseases like diabetes and heart 
disease over the next ten years. The cost, 
economically, will be vast.

In the United Kingdom, approximately 
145 million pounds (US$232 million) is 
spent annually on treating overweight and 
obesity-related conditions. In Australia, 
the national cost of obesity in 2005 was 
estimated at $21 billion (US$20 billion), 

In today’s developing countries,
more families eat out, busy executives skip meals in favour 
of work, younger people miss breakfast and have a 
penchant for fast food.

tHe bIGGest LOser

10
1Forget exercise; have ‘fun’ in-

stead. If the thought of exercise 
makes you cringe, banish the word 
from your vocabulary. Substitute it 
with “activity” or even “fun activity.”

2Pick a comfortable pace for fit-
ness. Choose an intensity level 

from the start that’s comfortable for 
you, not what your buddy or the exer-
cise video diva says is the right pace.

3Get your groove on: exercise 
to music. Music makes exercise 

more enjoyable and more tolerable. 
In a recent study from Brunel Uni-
versity in West London, music not 
only enhanced endurance by 15%, 
but also helped those working out 
get more pleasure from exercise. 

4Lean on friends for fitness sup-
port. exercising with others -- an 

entire group or just your spouse or a 
friend -- can make workouts not only 
more fun but also more regular.

5Change your focus; aim for a 
little exercise every day. Focus 

on exercising on most days of the 
week, especially when you are 
beginning or resuming an exer-
cise programme. One of the best 
ways to increase your activity is by 
walking. do moderate activity for 
at least 30 minutes a day, 5 days a 
week or more. do vigorous activ-
ity for at least 20 minutes a day, 3 
days a week or more. Being active 
in several chunks of 10 minutes or 
more throughout the day can count 
towards the above recommenda-
tions.

eAsY WAYs tO 
LOse WeIGHt
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8Plan meals as a family. Involve 
the whole family in healthy 

meals. ask your children or your 
spouse to help look for healthy, 
simple recipes. Make it a game. 
See who can find the healthiest 
recipe that’s also simple. then plan 
meals together, letting everyone 
pick favourite foods or dishes.

9Make portion sizes a math 
problem. reducing portion 

sizes is a fun and simple way to 
shed pounds. You don’t need 
measuring cups to make it fun.

10 turn your children into 
assistant shoppers. as you 

focus on buying healthier foods, 
appoint your young children as 
assistants. the more the kids are 
involved in shopping and cooking, 
the more likely they are to eat new 
things.

the next decade.
By missing more work, overweight and 

obese people cost their employers a stag-
gering US$4 billion. Health economists 
from the US Center for Disease Control 
are concerned that employers don’t feel 
the need to deal with their workforce’s ex-
panding waistlines. Why should they? An 
average employee stays at the same job 
for 4.5 years while it takes far longer for 
health problems due to being overweight 
to surface. Unless the employee stays on 
for anything more than 10 years, there is 
no advantage for the employer to helping 
him lose weight.

Economics aside, there’s also a tre-
mendous social cost to obesity. Obesity 
researchers at the University of Alabama 
show that obese people are less likely to be 
given jobs, they’re waited on more slowly, 
are less likely to be given apartments, and 
less likely to be sent to college by their 
parents. Obese people often spend more 
on food and on transportation fuel.  

But it’s not all doom and gloom. Over-
weight and obesity, as well as their related 
chronic diseases, are largely preventable.
You can take matters into your own hands 
and improve your own health through 
changes in eating behaviour, increased 
physical activity and keeping a positive at-
titude. Whether you’re overweight or not 
there are ways to improve your BMI, live 
a healthier lifestyle and ensure you don’t 
rack up medical bills. n

while  in the United States, obesity cost 
the nation US$51.64 billion in 1995.

Each affected patient loses weeks 
or even months of work and racks up 
extensive healthcare expenses, before 
heart disease or cancer results in death. 
Chronic diseases are projected to cost 
China, India and Britain $558 billion, $237 
billion and $33 billion, respectively, over 

Each affected patient loses
weeks or even months of work and racks 
up  extensive healthcare expenses, 
before heart disease or cancer results in 
death.

6double up on your goals: get fit 
and trim. If your goal is to get 

fit, you may also want to lose weight 
or eat healthy. eating fewer calories 
while increasing activity is the best 
way to lose weight. For most adults, 
a low-calorie diet of 1,200 to 1,500 
calories per day for women and 
1,500 to 1,800 calories per day for 
men is recommended for weight 
loss.

7 Sneak in healthier cooking at 
home. You’ll have more energy 

to work out -- and you’ll start to shed 
pounds--if you eat healthly. One 
good way to do that is to reduce 
total calories by reducing the fat 
content of your meals, says victor 
J. Stevens, Phd, senior investigator 
at the Kaiser Permanente Centre 
for Health research.  Keep an eye 
on total salt and sugar, too. try to 
reduce each gradually in recipes and 
favourite dishes. Maintain your new 
diet by eating small serving sizes 
and not skipping meals. Cut fat from 
your diet, especially by substitut-
ing healthy monounsaturated fat 
for saturated fat. Use lean meat and 
meat alternatives to limit saturated 
fat.

tHe bIGGest LOser
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n BURN, BaBY, BURN! – Here’s a list of what you’re using up when you’re moving:

ACTIVITY  CALORIES LOST
bed rest, sleeping  60 per hour
taking a shower  65 for 15 minutes
eating a meal (sitting down) 70 per 30 minutes
reading, Watching tV, sitting (some brain activity)  75 per hour
sewing (sitting down at a sewing machine)  80 per hour
Grocery shopping, loading purchased groceries in your vehicle, carrying  90 per hour
them into your home, and putting them away 
Housework; making beds, cleaning bathroom, light vaccuming, emptying  95 per hour 
small trash containers (not breaking a sweat) 
Quietly standing in line  100 per hour
Heavy housework; scrubbing floors on hands and knees, stripping paint,  225 per hour
hand-washing walls, cleaning the garage. (Using a lot of up and down body motion.) 
Yoga, breaking a sweat   230 per hour
Light exercise, walking 2 1/2 miles per hour, sweating somewhat.  250 per hour
Line Dancing, Country Western style, square Dancing   280 per hour
playing golf, pushing a bag cart (with wheels) and walking between holes, some sweating 300 per hour
badminton, Volleyball   340 per hour
martial arts, tai Chi, or Karate (no rest breaks)   345 for 1 hour
bicycling, (12 mph), (working at your target heart rate  tHr- for 20 - 30 minutes without stopping) 385 per hour
Hiking, rock Climbing, uphill   390 per hour
Jogging (5 miles per hour) (working at your tHr for 20 - 30 minutes without stopping)   600 per hour
Heavy, vigorous running 10 miles per hour, athletic swimming, cross country skiing (nonstop),  700 per hour
biking 14 miles per hour, (some uphill), racquetball. (Working at your tHr for 20 - 30 minutes without stopping)   

Source: Tooele County Health Department

            

Fast Foods

KFC Original recipe, breast  161 400 29 24 16
KFC Hot & spicy Chicken – thigh 128 370 18 27 13
mcDonald’s big mac 214 570 26 32 45
mcDonald’s Large Fries 170 540 8 26 68
burger King, Whopper with cheese 316 790 35.4 48 53
pizza Hut super supreme 1 slice 340 14 18 30

Local Foods

Nasi lemak 195 279 11.8 13 29
Chicken rice 390 618 25.7 23 76
Lontong with sayur lodeh 417 390 13.3 21 36
Char kuay teow 385 742 22.7 39 76
mee rebus 515 555 21.1 19 75
Noodles, fish ball soup 657 329 18.4 3 58
Noodles, wanton soup 410 215 14.4 4 31
penang laksa 660 432 21.1 2 83
Cendol with coconut & evaporated milk 715 593 8.6 25 837
Ice kacang 504 257 6.0 1 58
pisang goreng 65 197 1.5 5 36
Omelette, oyster 253 645 18.0 49 32
Kangkong,with shrimp paste, stir fried 215 339 8.0 31 7

 
Sources: Nutrition.com.sg; acaloriecounter.com, calorielab.com

n EaT YOUR hEaRT OUT – A sampling of just what’s in your food
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IN tUNIsIA, A meLtING pOt OF pHOeNICIAN, rOmAN AND ArAbIC 
CIVILIsAtIONs, ANCIeNt COLLIDes WItH mODerN. bUt tOZeUr, AN 
OAsIs CItY AN HOUr’s FLIGHt sOUtHWest FrOm tHe CApItAL OF 

tUNIs, seems UNsCAtHeD bY tHe preseNt.

Toujours
Aniza Pourtauborde Tozeur
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tOUJOUrs tOZeUr

Here’s one place where 
times seem unchanged. 
Where Tunisians walk in 
traditional embroidered 

robes and artfully folded turbans 
despite the heat of the day. And 
where daily produce and merchan-
dise are transported in horse-drawn 
wooden carts. 

Bordered by dry salt lakes Chott-
el-Djerid and Chott-el-Gharsa, Tozeur 
is built around one of the largest 
palm grove plantations in Tunisia. 
A part of the Sahara, Tozeur is con-
sidered the key city for desert tour-
ism in this region. Nevertheless, the 
desert isn’t the only attraction that 
brings a multitude of visitors into 
Tozeur. 

To best appreciate Tozeur, you 
should first walk down the city’s 
main road, Avenue Abdulkacem 
Chebbi, and then duck into the 
maze of side streets where a surpris-
ing burst of colours and life awaits. 
Doing this allows you to admire the 
surrounding yellow-brown brick 
architecture for which Tozeur is 
famous. This architectural style is 
based on simple bricklaying meth-
ods, which produce artistic geomet-
ric designs when a building’s façade 
is completed. 

Tunisia
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The beauty and creativity of 
Tozeur’s architecture is well reflected 
in Ouled El-Hadef, an ancient trade 
neighbourhood preserved for its unique 
façades, narrow passages and dome 
tunnels. A recurrent design is the ‘Hand 
of Fatima’, a brick representation of the 
five fingers and palm of Fatima, daugh-
ter of the Prophet Muhammad pbuh. 
Locals believe that this design brings 
good fortune and its reproduction in 
home decorations, jewellery and orna-
ments are displayed everywhere. 

When the heat of the desert presses 
down heavily, rest your feet by hiring 
one of the calèches (horse-drawn carts) 
that trot along the main road. For a 
fair price, calèche-drivers can bring 
you round the palm grove plantation, 
where you can cool off amidst the pro-
tective shadows of over 200,000 palm 
trees extending across a thousand hec-
tares of land.

Here, you learn about the plant-
ing, cultivating and harvesting of palm 
trees. Watch in rapt concentration as a 
barefooted date picker climbs nimbly up 
a tall palm tree, cuts several branches 
of ripe dates and then descends careful-
ly with graceful dexterity. The dates are 
brought to a collection center within the 
plantation where other workers deftly 
separate the good dates from the bad. 

Tozeur is renowned for being the 
largest producer of deglet nour (fingers 
of light) dates in Tunisia. Narrower, 
lighter-coloured and less sweet than 
normal dates, deglet nour dates are 
recognised worldwide as the most deli-
cious variety of dates, and are thus sold 
for a premium price all over Tozeur and 
Tunisia. 

Throughout the tour, you can savour 
dates fresh off the palm trees. Some 
guides may even offer you a taste of 
homemade palm wine and a smoke of 

palm tobacco through a simple bamboo 
pipe. These items are sold for a reason-
able price and make original souvenirs, 
as they can’t be found elsewhere but in 
the plantation. 

After a good hour’s reprieve from 
the scorching sun, it’s time to reemerge 
from the cool shades of palm trees into 
the lively side streets of Tozeur. Head 
to the local marketplace where mer-
chants sell fresh produce. The colourful 
display of fruits, vegetables and spices 
are as captivating as the animated 
voices of locals bargaining for food. 
However, a shocking display of severed 
goats’, sheep’s, cows’ and dromedaries’ 
heads may repulse you. The reason 
for this somewhat disturbing sight? 
Butchers mount these heads on stone 
pillars as evidence of the freshness 
of the meat that they sell. Moreover, 
it bodes favourably for the butcher if 
there’s still fresh blood dripping from 
the animal’s muzzle!

The marketplace is housed in a 
brick building, which is surrounded 
by many cramped boutiques selling 
Tunisian souvenirs. These boutiques 
hold everything from key chains to 
brightly coloured cutlery, making it ter-
ribly tempting to spend the afternoon 
souvenir shopping. Boutique owners 
enjoy the whole selling process and 
will be hard-pressed to allow potential 
buyers to leave empty-handed. You 
are advised to open negotiations at 70 
per cent off the price tag, a proposi-
tion that causes sellers to shake their 
heads theatrically. Rapid hand ges-
tures, louder voices and incredulous 
looks are all part and parcel of the 
negotiation process that, if allowed, 
can take the better part of an hour. 

tOUJOUrs tOZeUr
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But the end result is usually a fair 
trade, finalised with a handshake and 
an offer of a small glass of deliciously 
sweet mint tea. Accepting this offer 
means another half an hour of chat-
ting with not only the boutique owner, 
but also with other locals who are 
present in the boutique at the time. 

Once you’re done shopping, walk 
on the wild side in Chebika, Tamerza 
and Midès in the north and Nefta in 
the east.

 a treK in tHe wild

Known as ‘The Oasis of the Mountains’, 
Chebika, Tamerza and Midès are locat-
ed about an hour’s drive from Tozeur. 
Ironically, these small ancient villages 
became popular attractions after natu-
ral floods had destroyed them in 1969. 
Villagers were forced to abandon their 
homes after 22 days of relentless tor-
rential rains that chipped away at the 
sand bricked walls, leaving nothing 
but a skeleton of humble abodes that 
used to be. They were rediscovered 
when used as film locations for Star 
Wars and The English Patient. 

All three villages can be accessed 
by car or on foot by trekking through 
the canyons that dot the mountains. 
When the journey becomes arduous, 
visitors can take a quick refreshing dip 
in the tantalizing green pool of the cas-

tOUJOUrs tOZeUr

cades of Tamerza. Trekking towards 
Midès and climbing up to the vil-
lage afford spectacular views of steep, 
winding canyons with serrated edges, 
flanked by an oasis of rich palm trees 
on one side and tough rocky mountains 
on the other.

For a negotiable fee, local guides 
walk you through these villages, tell-
ing anecdotes about the destructive 
force of the floods, the arrival of the 
movie industry and the tourism indus-
try that was born thereafter. The tour 
usually ends with a display of souve-
nirs such as natural sand roses and 
colourful stones dug up from the can-
yons and mountains around. 

While it’s true that Tozeur is an 
oasis in the desert, visitors rarely expe-
rience the expanse of the Sahara until 
they’ve traveled the short distance 
east into the town of Nefta. From the 
town center, you have to hire a guide 
and a car for the bumpy 30-minute ride 
through dust and cracked rocks until 
you reach the unmarked border of the 
Sahara. Once there, you would proba-
bly recognize several domed structures 
from scenes of Luke Skywalker’s home 
in Star Wars. Extreme temperatures 
in the desert have taken its toll on the 
old movie set and locals are currently 
in the process of refurbishing some of 
the eroded structures. 

One of the best ways to experience the 
Sahara is to traverse its fine sandy dunes 
on the back of a dromedary, an animal not 
to be mistaken for a camel. The difference? 
A dromedary has only one hump while 
a camel has two. Dromedaries may look 
serene and friendly, but you are advised 
not to approach them without their mas-
ters present.

It’s not always comfortable to ride on 
the hump of a dromedary. Because its 
hooves sink very deeply into the soft sand, 

its slow but languid progress up and down 
steep dunes can become a challenge for 
the person who is prone to motion sick-
ness. A good tip is to relax completely, 
allowing the body to move naturally with 
the dromedary’s steps.

Like the dromedary, Tozeur folk have 
stubbornly upheld their unhurried pace of 
life, despite encroaching modernity. How 
long can this idyllic oasis city withstand 
the crass corruption of commercialism? 
Only time will tell. n

saHara surfing – on a droMedary
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Works by some of America’s foremost 
painters from the late nineteenth 
century and the early years of the 
twentieth century fall under the 

category of American Impressionism and Realism, 
which is closely related to the techniques, subjects 
and themes of French impressionism and the 
studios of Paris. The roster reads like a who’s who 
of American art, including James McNeil Whistler, 
John Singer Sargent, Thomas Eakins, Childe 
Hassam, Theodore Robinson, William Merritt 
Chase, Mary Cassatt, Winslow Homer and 
Maurice Prendergast along with less familiar 
painters such as Ernest Lawson, John H 
Twachtman, Cecilia Beaux and Willard Metcalf.

As a style, Impressionism developed in 

America only gradually. A more conservative, 
tonal iteration of the French style, which eventually 
enjoyed a degree of popularity and attention from 
collectors, was adopted during a period of 
America’s history when the nation grew and 
moved from an agrarian-based economy to a 
dynamic urban and industrialised society. New 
wealth saw the establishment of European-style 
mansions and houses, increased travel abroad and 
the appropriation of European taste in art and 
fashion. 

For American artists, Paris, where admission 
to a private academy such as the Académie Julian 
or to the École des Beaux-Arts run by the French 
government, was considered essential for one’s 
reputation, training and career, was seen as the 

lifestyle | Art

tHe eVOLUtION OF AmerICAN ImpressIONIsm – WItH Its 
HeAVY reLIANCe ON FreNCH stYLes - HAs resULteD IN AN 

ImpressIVe bODY OF Art.

American 
Impressionism and realism
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AmerICAN ImpressIONIsm AND reALIsm

pinnacle of aspiration. Some of these 
artists became expatriates: John Singer 
Sargent established a dazzling career as a 
portraitist in Paris and London, while 
Mary Cassatt settled in Paris with her 
family. 

The majority of American artists in 
Paris enrolled in the private ateliers, with 
the Académie Julian the most popular. 
Frank W Benson, Childe Hassam, John H 
Twachtman and Willard Metcalf all 
studied there. Almost all of the American 
artists who studied in Paris also travelled 

elsewhere in Europe including to Spain, 
Italy, Holland and the countryside of 
France where artist colonies such as 
those at Giverny and Barbizon had been 
established. The opportunity to work en 
plein air in picturesque pastoral settings 
reflected most directly the influence of 
the impressionist style and technique. It 
was this approach to landscape painting 
and the depiction of modern urban 
subjects such as city life and people at 
leisure in parks and gardens that American 
artists adapted to their own country, 
particularly in the eastern states. New 

York and Boston became the major art 
centres of North America by the 1890s 
and repatriated American artists had set 
up rural and seaside colonies, such as 
those they had experienced in France, in 
locales such as New Hampshire, New 
England and rural Pennsylvania. 
Increasingly, American artists adopted 
impressionist techniques in the depiction 
of contemporary life and a new vibrant, 
confident and national identity.

The instruction that American 
students received at the academies was 

conventional and reflected the styles of 
Dutch, Spanish and French painters such 
as Frans Hals, Gustave Courbet, 
Rembrandt and Diego Velázquez. The 
radical style of French impressionist 
painters such as Degas, Pissarro, Renoir 
and Monet did not have an immediate 
impact on Americans studying in Paris, 
although Cassatt and Sargent both 
adopted and adapted the French style to 
their own ends, with Cassatt exhibiting 
with the impressionists four times 
between 1879 and 1886. By the mid 1880s, 
however, Impressionism was beginning 

Increasingly, American artists adopted impressionist 
techniques in the depiction of contemporary life and a 

new vibrant, confident and national identity.
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to gain acceptance in America, assisted by the 
French dealer Paul Durand-Ruel who, in 1886, 
exhibited over 300 French impressionist 
works in New York, and the painter William 
Merritt Chase whose support, practice and 
promotion of Impressionism in the United 
States contributed to its acceptance by 
collectors and public. Merritt Chase is credited 
with painting some of the first impressionist 
works in America and is represented in the 
exhibition by four paintings including the 
light-filled and lively At the seaside c.1892, 
which he painted at Southampton on Long 
Island. 

By 1900, a group of painters including 
Robert Henri, William Glackens, John Sloane, 
George Luks, Everett Shinn and George 
Bellows had settled in New York and came to 
be known as the Ashcan School. These realists 
brought a new kind of urban realism to the 
painting of modern life by rejecting the genteel 
and picturesque style of American 
Impressionism and adopting a darker tonal 
palette. While the American impressionists 
spanned several generations and lived diverse 
professional lives as painters, illustrators and 
teachers, the realists had backgrounds as 
newspaper illustrators with little academic 
training but exhibited together in several 
exhibitions in New York in the early years of 
the twentieth century, including the ‘Armory 
Show’ in 1913, which introduced the more 
radical aspects of European Modernism to 
American audiences. Despite their differences 
in artistic expression, the impressionists and 
the realists shared a number of themes and 
both drew on the influence of French 
Impressionism as they depicted life and 
leisure in a new modern America. n

This article was adapted from an article on 
‘American Impressionism and Realism: A 
Landmark Exhibition from the Met.’ This 
world-exclusive exhibition organised by the 
Metropolitan Museum of Art, New York, in 
collaboration with the Queensland Art Gallery 
runs until 20 September 2009.  

These realists brought a new kind of urban realism to 
the painting of modern life by rejecting the genteel and 

picturesque style of American Impressionism and 
adopting a darker tonal palette.

AmerICAN ImpressIONIsm AND reALIsm
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take it easy!

Shred With Ease
Have a life but bogged down with tons of documents to shred? GbC’s Auto+ 
shredder lets you shred with minimal fuss. simply dump your pile of A4 documents 
into the shredder’s auto-feed tray, key in your password and this baby will shred 
those documents for you. the Auto+ automatically unlocks after shredding is com-
pleted. sensitive documents are shred into 3x20mm paper chips. No need to bother 
with staples and paper clips as the shredder simply shreds them away too. Quiet 
and powerful, the Auto+ shredder is a silent workhorse in the workspace.

Scan Away
small and speedy, Fujitsu’s scansnap s1500 and 
s1500m are perfect for home and small businesses. 
Ultrasonic multi-feed sensors process up to 20 coloured 
pages per minute and up to 50 continuous pages in a 
go. perfect for the busy executive. the scansnap’s auto-
page size detection allows scanning of mixed docu-
ments with ease, from business cards to newspaper 
cuttings to A3 documents. File, organize, email or share 
your documents via pDF or scan directly to ms Word, 
excel and powerpoint.

Perform Like A Pro
the macbook pro family now boasts a 13” sibling. 
Along with the 15” and 17”, the macbook pro is a 
thrilling addition to those seeking performance in 
an exciting new package. Featuring a longer-lasting 
battery life, faster processors, brilliant LeD-backlit 
displays, high performance NVIDIA graphics, and a 
sexy, streamlined aluminium body, the range is more 
affordable to the masses with the new portable 13” 
macbook. built into the macbook pro are also a host 
of green features designed to make it more energy 
efficient and highly recyclable. Go ahead: work faster, 
play harder and look cooler.

nn  www.fujitsu.com.my nn  www.apple.com.my

64     accountants today | auguSt 2009

nn  www.bms.com.my

technology



September 2009 |  accountants  today      65     

GeAr tO mAKe YOUr JOb eAsIer AND LIFe mOre exCItING

Large Images, Short Distances
small rooms do not deter sanyo’s pDG-DxL100. thanks to extreme wide-
angle lenses, this DLp projector is especially suitable for small rooms with 
short projection distances. An 80” image can be projected from as short a 
distance as 99cm away. At 2,700 lumens, it’s also ideal for use in a brightly-lit 
room. Integrated 8W speakers support multimedia presentations and the 
automatic set-up ensures a perfect presentation in a jiffy. Functions can be 
controlled via LAN while a numerous connection inputs, including a digital 
HDmI input ensure flexibility for projection from various sources.

Sleek Powerhouse
A phone, ipod, and internet device rolled into one. the 
iphone 3Gs speeds ahead of its predecessor with an 
improved processor, boasting twice the responsiveness 
and performance of the iphone 3G. Available in 16Gb 
and 32Gb, the iphone 3Gs features improved battery life. 
the new iphone 3.0 Os supports spiffy features like mms, 
internet tethering via bluetooth and Usb, copy and paste 
functionality. It also sports a 3 megapixel camera with 
autofocus and video recording functionality with editing 
features.

Visual Painting 
Inveterate snappers who have an interest in, rather 
than an obsession with photography may love the 
12.3 megapixel Olympus peN e-p1. Using micro Four 
thirds system, the peN spits out digital sLr qual-
ity photos but is ultra-compact, weighing in at only 
33.5gm. this little gem hosts features for the creative 
and adventurous: multiple exposure settings, scene 
settings and 6 art filter settings that let you create 
‘paintings’, and sLr-quality HD movie mode.  the peN 
has built-in image stabilization and dust reduction, 
face detection, an intelligent auto mode and a 3” Live 
View LCD. 

nn  www.apple.com.my nn  www.olympusimage.com.my

auguSt 2009 |  accountants  today      65     

nn  www.sanyo.com.my

take it easy! Ng Poh Ling



BooK review

this book, Islamic Finance and Banking System: Philosophies, 

Principles & Practices, introduces readers to the history and 

development of Islamic banking. It provides an in-depth 

discussion on the theoretical and conceptual aspects 

of Islamic banking. Key concepts in Islamic finance and 

banking, and how they are applied to provide alternative 

Islamic financing options, are examined. the vibrant and 

thriving takaful industry and Islamic capital market are also 

explored here. In addition, the book evaluates the role and 

development of special organisations related to the Islamic 

financial system.

the authors...

Sudin Haron is a renowned scholar in business and 

management, as well as in banking and finance. Currently, 

he is the President of Kuala Lumpur Business School and 

executive Chairman of vision Bridge Sdn. Bhd. He was 

attached to the Central Bank of Malaysia as a Specialist at 

the Islamic banking and takaful department from 2005 to 

2008. In 2008, he was appointed deputy Chief executive 

of International Centre for education in Islamic Finance 

(INCeIF). Sudin had also served the Northern University 

of Malaysia in various capacities as an academician and 

administrator. Prior to becoming an academician, he worked 

with one of the local banks in Malaysia. Sudin has published 

extensively in the areas of Islamic and conventional banking, 

small business and entrepreneurship, general management 

and marketing.

Wan Nursofiza Wan azmi holds a Phd in Corporate Finance 

from the University of New england, australia. She obtained 

her Master of Science in Corporate Finance and Bachelor 

of Science in Business economics from the University of 

Salford, UK. Wan Nursofiza was previously attached to 

INCeIF as a research Fellow. Prior to joining INCeIF, she was 

a lecturer at the Faculty of Finance and Banking, Northern 

University of Malaysia. Presently, she is the director of 

academic and research of Kuala Lumpur Business School.  

Wan Nursofiza has been involved in consultancy work and 

has published many referred journals.

ISBN 978-983-3850-30-3
Paperback / 548 pages

RM69.90
ISBN 978-983-3850-61-7

Hard cover / 548 pages

RM199.90

>>
>>

ISlamIc FInance anD bankIng SySTem
Sudin Haron, Wan Nursofiza Wan Azmi

MIA members are entitled to a 10% discount, kindly e-mail your details to promotion@mia.org.my

CLASSIFIED



Loc. Date Programme titLes sPeaker Venue 
Fee  
(rm)

cPe 
Hours

remarks

klang
Valley

1 & 2 sept Building Financial models for Decision-making Bryan ng training choice kL 1100 16 HrDF claimable

10 september Fundamental reporting and Presentation standards: core reporting standards 
Woon chin chan & tan 
Liong tong

concorde Hotel kL 550 8 HrDF claimable

8 september evening talk on Business analytics & reporting kk tang mia resource centre foc 2

8 september understanding, Preparing & Presenting cash Flow statements (Frs 107)
Woon chin chan & tan 
Liong tong

Hilton PJ 550 8 HrDF claimable

9 & 10 sept six thinking Hats Paul chan kum Hoe Hilton PJ 1700 16 HrDF claimable

14 & 15 sept Financial essentials for non-Financial Professionals Yoga thevan concorde Hotel kL 800 16 HrDF claimable

14 & 15 sept a comprehensive Workshop on Deferred taxation
Woon chin chan & tan 
Liong tong

Hilton PJ 1000 16 HrDF claimable

14 & 15 sept transforming the Finance Function for Quality, efficiency and growth ms suchitra concorde Hotel kL 900 16 HrDF claimable

14 & 15 sept Financing Your Business Peter Fong concorde Hotel kL 900 16 HrDF claimable

29 september module 3: islamic capital market 
Prof. Dr. saiful azhar rosly 
& Dr. mohd-Pisal Zainal

concorde Hotel kL 950 8 HrDF claimable

29 & 30 sept Business analytics & reporting kk tang training choice kL 4200 32 HrDF claimable

29 & 30 sept coaching skills for accountants coach abd aziz Bin kasim crystal crown PJ 1200 16 HrDF claimable

29 & 30 sept reinventing end to end Working capital management tan kok tee concorde Hotel kL 1000 16 HrDF claimable

30 september 
& 1 october 

strategic cost management techniques for Profit improvement and maximisation kenneth tam Hotel istana kL 900 16 HrDF claimable

northern 
region 

9 & 10 
september

implementing Quality control - incorporating isQc1 & Practice review Findings ooi chee kun traders Hotel 650 16

16 & 17 
september

update of international Financial reporting standards (iFrs) 2009 Version
Woon chin chan & tan 
Liong tong

traders Hotel 1000 16 HrDF claimable

southern 
region

1 & 2 sept
Preparing for convergence: understanding international Financial reporting 
standards and international auditing standards

Danny tan Puteri Pacific JB 850 16 smiDec claimable

9 & 10 sept Financial essentials for non-Financial Professionals Yoga thevan Puteri Pacific JB 800 16 HrDF claimable

17 & 18 sept audit evidence Janise Lee mutiara Johor Bahru 750 16 HrDF claimable

28 & 29 sept Public Practice Programme various grand Paragon Hotel JB 850 16

east 
coast 

30 september 
& 1 october 

Preparing for convergence: understanding international Financial reporting 
standards and international auditing standards

Danny tan 
renaissance Hotel kota 
Bharu 

850 16 smiDec claimable

east 
malaysia 

1 & 2 
september

audit evidence Janise Lee
shangri-La tg aru resort 
kota kinabalu

750 16 HrDF claimable

3 & 4 
september

audit evidence Janise Lee
Four Points by sheraton 
kuching

750 16 HrDF claimable

8 september anti-money Laundering & anti-terrorism Financing act 2001 William Leong Hilton kuching 400 8

16 & 17 
september

Practical accounting Principles & Practices kenneth tam
riverside majestic Hotel 
kuching

800 16 HrDF claimable

Loc Date Programme titLes sPeaker Venue 
Fee  
(rm)

cPe 
Hours

remarks

klang 
Valley

1 & 2 
october

Practical audit series (Basic Level) ramesh ruben istana Hotel kL 700 16

5 & 6 
october

Financial instruments: recognition, measurement, Disclosure & Presentation 
(Frs 132, Frs 139 & iFrs 7)

Woon chin chan &  
tan Liong tong 

istana Hotel kL 1000 16 HrDF claimable

5 & 6 oct optimising corporate tax Planning strategies sivaram nagappan concorde Hotel kL 850 16 HrDF claimable

5 & 6 oct multiply Your Productivity aslini abdullah Hilton PJ 850 16 HrDF claimable

6 & 7 oct are You a risk manager? Wan Yew Leong Hilton PJ 900 16 HrDF claimable

6 & 7 oct Business strategies Development  and implementation tan kok tee concorde Hotel kL 800 16 HrDF claimable

6 & 7 oct Business analytics & reporting (continued session from 29 & 30 sept. 09) kk tang training choice kL - - -

8 october Financial Due Diligence ramesh ruben Hilton PJ 400 8 HrDF claimable

7 & 8 oct Financial modelling for corporate reporting Bryan ng training choice kL 1100 16 HrDF claimable

7 & 8 oct Financial essentials for non-Financial Professionals Yoga thevan concorde Hotel kL 800 16 HrDF claimable

13 & 14 
October

National Accountants Conference 2009 various
Kuala Lumpur 
Convention Centre

1400 16 HRDF Claimable

15 october module 4: islamic Wealth Planning 
Prof. Datuk Dr. syed 
othman alhabshi

inceiF, menara tun 
razak

950 8 HrDF claimable

19 & 20 oct managing internal complaints aslini abdullah istana Hotel kL 850 16 HrDF claimable

2009 caLenDar oF mia ProFessionaL DeVeLoPment centre (mPDc) training Programmes



2009 caLenDar oF mia ProFessionaL DeVeLoPment centre (mPDc) training Programmes
19 & 20 oct Fundamentals of successful Project management m c Leong Hilton Petaling Jaya 1000 16 HrDF claimable

19 & 20 oct strategic cost management techniques for Profit improvement and maximisation kenneth tam Hilton PJ 900 16 HrDF claimable

19 & 20 oct Business risk approach to auditing Yung chuen seng Hilton PJ 700 16 HrDF claimable

20 & 21 oct effective Data mining for Decision-making kok Yee Lan PentaWise sdn Bhd 1100 16 HrDF claimable

22 & 23 oct Fundamental skills in is auditing suresh D. gidwani Hilton PJ 700 16 HrDF claimable

26 & 27 oct Practical accounting Principles & Practices kenneth tam concorde Hotel kL 800 16 HrDF claimable

26 & 27 oct transform to Perform Bryan ng Hilton Petaling Jaya 1100 16 HrDF claimable

26 october Basic Principles of Deferred taxation Lim geok Heng mutiara Hotel JB 400 8 HrDF claimable

northern 
region 

5 october Latest Developments on transfer Pricing in malaysia and tax cases & Public rulings chow chee Yen traders Hotel Penang 400 8 HrDF claimable

5 & 6 
october 

Preparing for convergence: understanding international Financial reporting 
standards and international auditing standards

Danny tan starcity Hotel alor setar 850 16 smiDec claimable

7 & 8 oct Practical accounting Principles & Practices kenneth tam evergreen Laurel Penang 800 16 HrDF claimable

southern 
region

1 october Latest Developments on transfer Pricing in malaysia and tax cases & Public rulings chow chee Yen 
the katerina Hotel Batu 
Pahat 

400 8 HrDF claimable

2 october Latest Developments on transfer Pricing in malaysia and tax cases & Public rulings chow chee Yen mutiara Hotel JB 400 8 HrDF claimable

12 & 13 oct Fundamental of Budgeting and cash Flow Forecasting kenneth tham Puteri Pacific JB 900 16 HrDF claimable

14 & 15 oct Financial modelling for corporate reporting Bryan ng i-World technology JB 1100 16 HrDF claimable

20 & 21 oct managing risk of tax audit & investigation Vincent Josef Puteri Pacific JB 800 16

22 & 23 oct
Financial instruments: recognition, measurement, Disclosure & Presentation (Frs 
132, Frs 139 & iFrs 7)

Woon chin chan &  
tan Liong tong 

mutiara Hotel JB 1000 16 HrDF claimable

east 
malaysia 

5 & 6 
october 

Public Practice Programme various
Hyatt regency kota 
kinabalu

850 16

7 & 8 oct implementing Quality control - incorporating isQc1 & Practice review Findings mohd noor abu Bakar
riverside majestic 
kuching

650 16

19 & 20 
october 

Preparing for convergence: understanding international Financial reporting 
standards and international auditing standards

Danny tan imperial Hotel miri 850 16 HrDF claimable

21 & 22 
october

Preparing for convergence: understanding international Financial reporting 
standards and international auditing standards

Danny tan Hilton kuching 850 16 HrDF claimable

26 & 27 
october 

Practical auditing tong seuk Ying 
the Pacific sutera kota 
kinabalu 

750 16 smiDec claimable

Loc Date Programme titLes sPeaker Venue 
Fee  
(rm)

cPe 
Hours

remarks

klang 
Valley 

24 & 25 sep microsoft Word 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 250 16

1 september microsoft PowerPoint 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 150 8

28 september microsoft PowerPoint 2003 (advanced) tba PentaWise sdn Bhd 170 8

1 & 2 sept microsoft access 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 250 16

24 & 25 sept microsoft outlook 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 320 16

29 & 30 sept microsoft Frontpage 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 450 16

3 & 4 sept microsoft excel 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 250 16

17 & 18 sept microsoft excel 2003 (advanced) tba PentaWise sdn Bhd 300 16

14 sept analysing Financial Data with ms excel chan Phooi Lai PentaWise sdn Bhd 500 8

8 & 9 sept tasks automation using ms excel macro/VBa chan Phooi Lai PentaWise sdn Bhd 800 16

15 september expanding microsoft excel charts chan Phooi Lai PentaWise sdn Bhd 350 8

10 & 11 sept microsoft excel Functions and Formulas chan Phooi Lai PentaWise sdn Bhd 800 16

16 september Financial Data management with Pivottables chan Phooi Lai PentaWise sdn Bhd 400 8

1 october microsoft PowerPoint 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 150 8

2 october microsoft PowerPoint 2003 (advanced) tba PentaWise sdn Bhd 170 8

29 & 30 oct microsoft access 2003 (advanced) tba PentaWise sdn Bhd 410 16

29 & 30 oct microsoft Project 2003 (Fundamental & intermediate) tba PentaWise sdn Bhd 520 16

FOR FURTHER INFORMATION PLEASE MAIL, FAX OR E-MAIL TO:

MIA Professional Development Centre (MPDC)
Malaysian Institute of Accountants
Dewan Akauntan, 2 Jalan Tun Sambanthan 3, Brickfields, 50470 Kuala Lumpur
Tel: +603-2279 9200 Fax: +603-2273 5167
e-mail: mpdc@mia.org.my  Homepage: www.mia.org.my


