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Improvement in PMis

in Developed Markets Faster 2008
Than Emerging Mark

ets, But Could be Peaking
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The Business Cycle Always Rhymes
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Always The Same “Pattern”)

UO8 Giobal Economics & Markets Research




Lots of Exuberance In Markets. As Much As It Looks UOB
Like There’s Only One Direction...

Selected MSC| Equity Indices (Dec 2010 = 1000)
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Markets Do Move In Cycles...It's All About
Sentiments & Psychology... Or, “Animal Spirits”

Selected MSC) Equity Indices (Dec 2010 = 1000)
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Improving Unemployment Rates Has Not Translated VOB
Into Higher Wages
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Singapore's Real GDP [Productmn]
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Slight Improvement In Labour Market Tightness, But = YOB
It's Basically Still An Employers’ Market

Job Vacanc y-to-Unemployed Ratio
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Longer Term Challenges

Singapore's <15yo and >65y0 as ¢

% of Total Resident Population

UOB's forecast

27.0%

10.8%

—%>65y0 —%<15y0 12 More Years!
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% of Population >65yo0

and <15yo (2016)
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Relative

“Value” of Singapore’s Private Property

Selected Property Prices (2011 = 100)
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A Typical Business Model

Producing
Capacity/C
apability

Natural
Resources

Offer Creation Your Offer Go-to-Market Financials

CREATE | DELIVER | CAPTURE
Value




Business Models

2 Key Observations

1. All 10 components exist in every company.
2. One tends to dominate the strategy of a company
consistently over time.







Business Model driven by
Distribution Method







Reflection #1

» What is your driving force? k’
« Which elements of your

business model can you
outsource?
* Who are the GIANTS whom

you can stand on their
shoulders?




Business Model Innovation
Digital Age - Products




Reflection #2 4\\-?

« What is your sandbox?

« Who has influence?

» What is your position?

* How much influence do
you have?

* Where is the money made?




1. An understanding of which part of your
business model you want to innovate

2. Key learnings about proven Business Model
Innovation strategies.

3. How to apply Strategic Thinking skills to
developing innovative business models.



Experience | Experiment | Exploit




SMEs Should Experiment
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SMESs are faster entering the market than large companies

_ $MEs can easily explore niche markets
n be better at specialising and offering customised

. SMEsca
services to customers
SMESs can take advantage of new technologies which usually

start at the edge of markets
SMEs can offer new experiences to customers which take

time and effort to develop, adding value which is more
difficult for large companies to offer




©2ME

Or Heimut Reisnger, Executve VP “Dijgiital transformation is about
enabling organisations to /everage

for International, Orange Business
digital technologies to grow their
business, to differentiate
themselves, and to provide befter
service to customers.

It involves changing the way
businesses are run, rethinking go-

to-market strategies, skill changes,
greater internal collaboration, and
enhancing the customer
experience.”




Iinvestment Abroad

The stock of direct inves

tment abroad by
Singapore’s corporate s

ector amounted to

$764.7 billion as at end 2016v,

an increase of 8.8 per cent from 2015.
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o Laws &
regulations
that  affects
business
operations
such as
policies, trade
restrictions &
pressure
groups

2. Market Assessment

» Economic
growth,
interest rates &
exchange rates
that may affect
consumers’
spending

« Soclal &

population
trends such as
age, gender,
race and
culture  that
helps to
identify
customers

PESTEL

« Technological

advancements
& research
activities that
brings
potential &
risks

(i

o Natural
resources,
weather &
environmental
issues that
impact
operations &
environment




SME

| Centre

2. Market Assessment (cont’d)

* Competitors’ analysis

®

* Safety concerns
0 Political stability
O Natural disasters (Environmental)

Tax Regime (Withholding tax, corporate tax etc)

* Guidelines on encouraged, restricted and prohibited industries / trades by local government

(e.g. alcoholic drinks, printing, media, mining, chemicals, real estate development, ammunition
etc.)

* Currency exchange risks
* Operating licenses or permits
* Intellectual Property Protection

* Investment horizon / Exit Strategy




3. Research / Advisory / Resources

* IE Singapore (IES)
* Trade Associations — SCCCI, SmMccl, ASME, SFMA etc.
* Financial institutions

* Your overseas friends, clients,
licensees etc

* Networking sessions — Approach SMEs that have regional presence
* Local Singapore Associations

©2ME

prospective partners / franchisees/




What can you do next?

Come talk to us please

#07-11
HDB Hub
Singapore 310490

Address :

Tel: 6715 7580

enquiry@smecentre-sccci.Sg

Email :

Website : www.smecentre-sccci.sg




Capabllity Track: Internationalisation

Readiness for

m Internationalisation

Mr Alan Wong
Principal Business Advisor
SME Centre@SCCCI




SEMINAR FOR SMES
IN THE DIGITAL ECONOMY

BRANDS GROw FASTER THAN OTHERS?
OME BRA ‘

&
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Five Defining Questions




Nurture And Crow Our People

Safety Comes st

Be personal when sharing Values with staff




Monetary investment, human resource
& operational efforts to replicate your success




Success attracts
franchisees. Why?

Key principle of franchising
— {o replicate success

Proven sales & customer demand
— important ‘evidence’ of success 10

franchisees

Altly
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What are my brand’s

competitive advantages? //’

g R




GIVE UNIQUE VALUE TO YOUR

FRANCHISEE




“alue that can’t be obtained elsewhere’
- 5 values of a franchise

PROPRIETARY PRODUCT
VALUE CHARLES & KEITH




|

| PLEASE DONT LEAVE YOUR
_ASSETS UNATTENDED

~WE ARE NOT RESPONSIBLE
MANAGEMENT THANK YOU




Protect Your Trademarks!
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ENABLE YOUR FRANCHISEES
THROUGH EFFECTIVE TRAINING




HELP YOUR FRANCHISEES CAPITALISE
OPPORTUNITIES & THRIVE IN THEIR

ENVIRONMENTS




IN YOUR APPROACH TO
INTERNATIONALIZATION




To maximize your
franchise success,

1. Be successful
2. Be competitiveness paranoid

3. Be value-driven
. Be protected (in intellectual assets)

. Be simple to operate

. Be adaptive & innovative

4
5
6. Be training-oriented
-
8. Be flexible

Altiply
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