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“Starting May, members 
will be able to advertise 

in Berita Harian at a 
special rate through SMCCI. 

With a readership of 
226,000, this will boost 
their brand presence to 
a wider outreach and 

optimise opportunities for 
profitability” 

 
- Zahidi Abdul Rahman, SMCCI President

MORE 
EXCITING 

BENEFITS TO 
COME 

SMCCI’s membership has seen an 
almost threefold increase in just 
one year, to 512 in 2015. By the 
end of this year, SMCCI hopes to 

reach 1,000 mark as it celebrates 
its 60th anniversary.

Bouyed by a phenomenal growth in 

its membership, the Singapore Ma-

lay Chamber of Commerce and In-

dustry (SMCCI) is gearing up to serve fur-

ther its members’ interests in the coming 

years.

SMCCI’s membership has seen an al-

most threefold increase in just one year, 

from 196 members in 2014 to 512 in 2015. 

By the end of this year, SMCCI hopes to 

reach the 1,000 mark as she celebrates 

her 60th anniversary.

 Just as significantly, the members 

represent a wide variety of industries 

 BENEFIT NOW! :
Contact us to find out how you 
can leverage on these member 
benefits:
SMCCI
+65 6297 9296 / +65 9665 1222
SME Centre@SMCCI
+65 6293 3822
gadvisory@SMEcentre.smcci.sg

Marketing 
Members to Market Customised Solutions Financial Access

Business Advisory

Gain access to complimentary 

one-on-one consultations and 

discover how you can heighten 

your business growth with our 

business advisors at SME Centre 

@SMCCI .

Financial Avenues

Plans are underway to create 

possible avenues for financial as-

sistance through platforms like 

crowdfunding.

Halal & 
Internationalisation

Overseas Business Missions

SMCCI will be organising busi-

ness missions to Morocco, Indo-

nesia and Japan. Participants can 

network with key government 

agencies, business associations 

and build relations with business 

owners to explore potential col-

laborations.

 

Deal Hunter Programme

Members who want to venture 

overseas can do so through the 

Deal Hunter Programme, which 

seeks to connect business own-

ers to consultants to source for 

business leads and conduct busi-

ness matching meetings; to 70% 

claimable, supported by IE Sin-

gapore.

100% Muslim-owned 

Establishment Scheme

F&B outlets with 100% Muslim 

shareholding can apply for this 

scheme for customer assurance, 

which is also valid for GeBiz ten-

ders.

BizVoice Newsletter

Members will have the opportu-

nity to feature their products and 

services in our quarterly newsletter 

that reaches out to a wide range of 

audience, including entrepreneurs, 

government agencies like SPRING 

and IE Singapore, trade exporters as 

well as partners of SMCCI. BizVoice 

will also provide them access to in-

dustry news and useful information 

for business growth and excellence.

Social Media 

Social media presence on SMCCI’s 

Facebook Page (www.facebook.

com/smccisg) and Dewan Kita (a 

Facebook Group specially created 

for SMCCI’s members to interact 

and share their expertise)

Merchant Promotions

An excellent platform for mem-

bers to increase their brand visi-

bility and promote their products 

through advertising opportunities.

Cluster-based Development

In an effort to raise the capacity 

of its members, SMCCI has set up 

industry clusters. Currently, there 

are five active clusters - Wed-

ding, Wellness, Learning, F&B 

and Technology. This year, we are 

looking to set up two more clus-

ters – Retail and Creative - and 

would like to invite businesses 

from these industries to come on 

board.

Capability Building Workshops

Being the go-to-chamber for ca-

pability-building, SMCCI has 

started an initiative to equip busi-

ness owners with enhanced skills 

and competence to improve their 

current systems and processes 

through the Business Excellence 

Framework. Companies will also 

be assigned to ICV-approved con-

sultants. The programme is 100% 

ICV claimable and is supported by 

SPRING. 

such as Wedding & Events, Training & 

Education, Beauty & Wellness, Invest-

ment & Finance, Energy & Logistics, 

Technology & Systems, among others.

 SMCCI’s President, Mr Zahidi Abdul 

Rahman, says that SMCCI will contin-

ue to play a proactive role in represent-

ing the interests of the Malay/Muslim 

business community based on these four 

core objectives:

1. Marketing Members to Market

2. Customized Solutions 

3. Financial Access 

4. Halal and Internationalisation
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Mr Faruk has stepped 
up his networking with 
fellow entrepreneurs 
and is now the 500th 

member of SMCCI.

When healthcare professional 

Faruk Abdul Khalil hung up 

his clinic coat to strike out on 

his own in 2000, little did he realise what 

lay ahead.

For more than a decade he embarked 

on a journey into the business world 

from one venture after another, rang-

ing from interior designing and decora-

tion to even spa business. None of them 

was directly related to his training as a 

healthcare professional with a Bachelor 

of Health Science degree from an Aus-

tralian university.

But as he gathered more experience 

in business, he eventually found himself 

in familiar territory in the food and bev-

erage sector.

“I find great satisfaction since I start-

ed this restaurant more than two years 

ago. It is my first passion,” says a beaming 

Mr Faruk in an interview with BizVoice at 

his restaurant, which he named Mr Lava 

Lava at Jalan Masjid in Kembangan.

The 52 year-old restaurateur, who 

loves cooking since he was in school, 

speaks passionately about his latest ven-

ture: a lava stone cafe and steakhouse 

serving halal Western dishes.

Mr Faruk’s steakhouse is unique, as 

the chilled meat and seafood are served 

on lava stone, a century old volcanic rock 

that he imported from Italy.

FROM HEALTHCARE TO FOOD: A LONG 
JOURNEY IN BUSINESS WORLD 

The meat is laid on the lava stone that 

has been heated up to at least 450 degrees 

centigrade with the grilling done with-

out fire, gas, charcoal and oil. It is said to 

be the healthiest way to grill the meat, as 

customers would be able to enjoy premi-

um thick cut steak.

As there is no direct contact with 

flames, the meat retains its natural nu-

trients such as vitamins and minerals.

“Instead of the chef grilling the meat, 

we get the customers to do it themselves 

the way they like it done,” he says.

In this way, the customers will not 

be having a steak that is under or over 

grilled but one that is cooked according to 

their desired preferences either medium 

rare or well done.

Mr Faruk, as the head chef, cuts the 

beef himself and gets it marinated to 

perfection. He also sources for the perfect 

sauces and other ingredients to go with 

the choice of steak offered such as strip 

loin, rib eye, tenderloin, and wagyu.

The meal includes a set of fries, salads 

and soup to go with the steak. “I am very 

particular about the quality of the food 

that I prepare myself,” he says. His assis-

tants will then do the final preparation 

before serving the customers. 

While the food is good, what adds to 

the flavour perhaps is the cozy ambience 

of the cafe that Mr Faruk says is ideal for 

corporate gatherings, romantic evenings 

and getting together with family and 

friends.

After running the steakhouse for two 

years, Mr Faruk is satisfied with the sup-

port given by the Malay-Muslim com-

munity to his restaurant that is strategi-

cally located even though Western food is 

not new to them, as several other Malay 

eating-houses have already been serving 

such dishes.

“I would like to offer them something 

different in Western dishes,” he adds.

He has introduced his own recipes 

based on what he had learnt from his 

two-year stint in Italy under a scheme 

offered by Shatec, a training centre for 

the hospitality and tourism industry 

in Singapore when he was fresh out of 

school many years ago. 

Mr Faruk has been promoting his 

cafe through social media, a Facebook ac-

count, in which he uploads pictures of his 

customers and their reviews.

He has plans to expand his business 

in the region, setting his eyes on opening 

a steakhouse in Kuala Lumpur as a start. 

He has also stepped up his network-

ing with fellow entrepreneurs and is now 

the 500th member of SMCCI.

 Mr Lava Lava:
10 Jalan Masjid, Singapore 418930,
Business Hours: Mon-Fri 4.00pm – 11.00pm, 
Sat - Sun & PH 1.30pm – 11pm,
Tel: 6842-7317

He has plans to 
expand his business 
in the region, setting 
his eyes on opening 

a steakhouse in 
Kuala Lumpur as a 

start.
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INTERNATIONAL 
CUISINE AT THE 

LANDMARK

For a festive meal different from the 

usual fare, head for The Landmark, 

an elegant, casual dining restaurant 

that offers international cuisine.

Conveniently located along Victoria 

Street, the restaurant is easily accessible. 

The 4,047 sq ft restaurant at Village 

Hotel Bugis can accommodate up to 200 

guests indoors for banquet-style seating. 

It can also host events for up to 1,000 

persons. 

The Landmark is suitable for hosting 

corporate functions, weddings, birthday 

celebrations and other events.

The indoor seating area has large win-

dows offering views of a large terrace 

pool. Diners can enjoy relaxing views, 

tasteful decor and a classy ambience with 

white marble flooring and chandeliers. 

Buffet options for breakfast, lunch 

and dinner are available. The daily lunch 

buffet is priced at $20++ for adults and 

$13++ for children from three to sev-

en years old. The daily dinner buffet is 

priced at $30++ for adults and $15++ for 

children from three to seven years old. 

Mr Ali Abbas, the group CEO of The 

Landmark said: “Whether you are hosting 

corporate functions, weddings or private 

parties, The Landmark offers a broad 

array of menus and catering services to 

suit different preferences and budgets.” 

Take your pick from three wedding 

catering packages available. The Sayang 

wedding package is priced at $28++ per 

person with a minimum of 1,000 guests. 

The Kasih wedding package is priced at 

$38++ per person with a minimum of 500 

guests. The Cinta wedding            pack-

age is priced at $48++ per person with a 

minimum of 300 guests. 

Catering menus for high tea, cocktails, 

corporate seminars and other functions 

are also available. 

With a buffet menu serving 
international cuisine with Western, 

Asian, Indian and Mediterranean 
influences, diners are spoilt for 

choice. Popular items include chicken 
rendang, mutton rogan josh and 

vegetarian pizza.

 Dining The Landmark:
390 Victoria Street, #05-01 Village Hotel 
Bugis, Singapore 188061
Hotline: 6299 1512 / 62997786
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Certificate Programme
Certificate in Payroll Administration (Short Course)
Certificate in Human Resource Management

SHRI Academy Pte Ltd 
2 Serangoon Road, Level 6, The Verge, Singapore 218227
Tel +65 6438 0012 |  Fax +65 6299 4864
Email:  shriacademy@shri.org.sg 

FIND US ON FACEBOOK!
SHRI-Academy

Website: www.shri.org.sg
CPE Registration No. 200722689Z
CPE Registration Validity Period: 30-01-2016 to 29-01-2020

Transforming HR tomorrow,
together now

Enjoy UTAP Funding (Up to $250!)
( where applicable)

Work and Study 
Part-time

Apply Now!
SDF Training Assistance or 

SkillsFuture Credit
( where applicable)

Diploma Programme
Diploma in Organisational Psychology
Diploma in Business and Human Resource Management
Diploma in Compensation and Benefits Management 

Postgraduate Diploma Programme (Progress to our Master Degree in 6 Months)

Postgraduate Diploma in Human Capital Management
Postgraduate Diploma in HR and Organisational Psychology
Postgraduate Diploma in HR and Reward Management

Bachelor of Arts in HRM with Organisational Psychology (Top Up) 
Master of Science in Human Resources (Top Up)

For more information, 
contact our education specialists

Sign up today to join an exclusive community of certified HR professionals

C

M

Y

CM

MY

CY

CMY

K

AcademyFlyer.pdf   1   7/3/2016   7:44:08 PM
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STAYING 
AHEAD 
OF THE 

COMPETITION

She may just be 33 years old. But 

Nurseriwaty Rahim is already 

making waves in the cake business.

She practices her craft through Violet 

Frost, a company that she set up in 2013, 

and has chalked up enough credentials 

within a short span of time to earn her-

self a name as cake artist and decorator.

“I work with my mother who is an 

accomplished cook and baker,” says 

Nurseriwaty, who calls herself Sery in 

an interview with BizVoice at a cafe in 

Tampines.

The single mother of four young chil-

dren works from home to bake         cus-

tomised cakes for weddings, birthdays 

and corporate clients, brownies, gourmet 

desserts and Malay delicacies under the 

brand Violet Frost.

She does all the decorations on the 

cake with fondant icing and sugar flow-

ers, using her skills, which she acquired 

from attending training workshops con-

ducted by masters in the cake business.

“These workshops are not cheap with 

fees ranging from $500 to $1,000 for a few 

hour-session each, which I find worth 

investing,” says Sery, adding, “I wanted 

recognised certification from the masters 

of the trade”.

Her forte is the Rainbow cake, which 

she says has elicited “extremely positive 

reviews from buyers”.

She sold 500 such cakes in recent 

months through her online marketing 

platforms such as Facebook and Page 

Advisor mobile apps where it is popular.

Last year, Sery was voted Top Mer-

chant of the Year 2015 for “Most Jobs 

closed” by the Page Advisor apps that 

certainly adds to her credentials as a 

cake artist and decorator.

Armed with her skills and knowledge, 

she also organises training workshops for 

enthusiasts interested in cake decoration, 

not so much to earn extra income but 

to share her knowledge and experience 

with others.

She is considering setting up a bak-

ing studio for her to conduct training 

workshops in cake baking and cake dec-

orations as a new venture besides her 

cake business.

For Sery, it is not always a happy story 

behind all the achievements that she has 

earned as a home-based entrepreneur.

She says she has to struggle to pursue 

her goals while at the same time manage 

her family problems.

“My husband left me with four young 

children in tow. One of them is a child 

with special needs who requires nursing 

care,” she says as she wipes the tears in 

her eyes.

“I had to leave my job at a hotel to 

take care of my children especially my 

second son who has special needs,” says 

She is considering 
setting up a baking 
studio for her to 
conduct training 

workshops in cake 
baking and cake 

decorations as a new 
venture besides her 

cake business..

Sery Rahim of Violet Frost enrolled for 
courses and programmes organised 
by the Young Entrepreneur Network 

(YEN@SMCCI) and AMP to learn how 
to manage her business as well as how 

to price and market her products.
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A JOURNEY OF 
LEARNING
Firdaus Sukiman of Rugged Supply 
learnt how to start a business, how 
to market his products and how to 
create his niche in the marketplace 
through Protege Kita, a business 
competition programme organised 
by the Young Entrepreneur Network 
(YEN@SMCCI).

F or young entrepreneur Firdaus 

Sukiman, entering the business 

world is a journey of learning every 

step of the way.

“That’s how I learn about life as I em-

bark on this venture in the hope that 

others can also benefit from my experi-

ence and knowledge,” says the 27-year-

old who specialises in products for men’s 

grooming. 

His company, Rugged Supply, is a 

new entrant in the market for products 

such as grease for hair and oil for mous-

tache and beards, hair tonic, and wood-

en comb for better hair style under the 

brand name MENSIVE.

Of all the products, his top seller is the 

Rugged Supply pomade hair grease that 

has been specially produced to suit local 

conditions. 

“It is better than the imported ones as 

your hair will remain tidy and neat even 

if you are caught in the rain or by a strong 

breeze,” he says.

“At night you don’t need to use sham-

poo to clean the grease away,” he adds.

His water-soluble pomade hair grease 

is now competing head-on with estab-

lished brands from the United States 

such as Suavecito.

His products can be bought online or 

off the shelves in selected barber shops 

and retail outlets for men’s wear.

Interestingly, Mr Firdaus doesn’t 

have a factory of his own. Neither does 

he operate from an office. He works from 

home most of the time and visits the out-

lets for his goods.

He commissions a private company 

in Malaysia to produce in bulk the prod-

ucts based on his specifications so as to 

have lower production cost. The products 

will then be transported to Singapore 

and stored at his home before being de-

livered to all the outlets.

His partner will help deliver the 

goods purchased online. Alternatively, 

he also uses the postal service to send his 

products to his customers. Firdaus has 

Sery who holds a Diploma in Tourism 

Management from Shatec, the Singapore 

Hotel and Tourism Education Centre. 

With the help of her mother who lives 

with her, she started selling cakes and 

Malay delicacies online initially to Ma-

lay clientele in 2010 before eventually 

offering customised cakes that were ful-

ly decorated for corporate clients after 

setting up Violet Frost three years later.

Even as she was running her company 

from home, Sery enrolled for courses and 

programmes to learn how to manage 

her business as well as how to price and 

market her products because her training 

at Shatec had no relevance to the new 

venture that she was in.

Last year she signed up for the micro 

business programme of the Association 

of Muslim Professionals (AMP), which 

taught her the basics of entrepreneur-

ship.

She also took part in the Protege Kita 

programme conducted by the Young 

Entrepreneur Network (YEN@SMCCI) 

where she learnt how to firm up her 

business plans.

In between these programmes, she 

attended short courses on cake decora-

tions to sharpen her skills.

Despite all these efforts at improving 

herself, Sery is ever conscious of the need 

to improve the quality of her products.

In order not to lose out in the com-

petition, she makes purchases of cakes 

baked by others to test their quality and 

pricing and compare them with her own 

products. That has been her way of stay-

ing ahead of the competition.

come a long way even as he started his 

business full-time in June 2014.

Tracing his journey, he says that he 

first started selling goods online when he 

was still working as a software engineer 

in a company specialising in Auto Cad 

software in 2012.

The Ngee Ann Polytechnic Mechani-

cal Engineering graduate, sold products 

online after office hours “not so much to 

earn extra money” but to see how far he 

could go in business should he decide to 

leave his job.

“Sometime in early 2014 I decided 

to strike out on my own,” says Firdaus, 

who started joining SMCCI and took part 

in many of its programmes to help him 

network with other young entrepre-

neurs as well as learning the ropes of the 

business.

He took part in Protege Kita, a busi-

ness competition programme organised 

by the Young Entrepreneur Network 

YEN@SMCCI, which was supported by 

Mendaki and the Marketing Institute of 

Singapore.

Firdaus learnt how to start a business, 

how to market his products and how to 

create his niche in the marketplace.

“I learnt from scratch and the pro-

gramme has been so enriching for me,” 

he says, adding that he can rely on the 

network of entrepreneurs to further his 

business.

He intends to expand into producing 

apparel and women’s grooming products 

that are related to his current business.

“In business there are risks. There are 

challenges. But there is also satisfaction 

in what we do. For me all these are part 

and parcel of learning in life,” his mes-

sage to friends interested in going into 

business.

 Violet Frost
Visit her at facebook.com/violetfrostsg or
follow her on Instagram at violetfrostsg
For enquiries: enquiry@violetfrost.com.sg

 Rugged Supply
Visit him at facebook.com/ruggedsupply or
follow him on Instagram at ruggedsupply

Last year, she was voted 
Top Merchant of the Year 

2015 for “Most Jobs closed” 
by the Page Advisor apps 
that certainly adds to her 
credentials as a cake artist 
and decorator. She has also 
recently won an all expenses 
paid trip to London through 
a competition organised by 

Intuit Quickbooks.

Are you an aspiring entrepreneur and 

keen to learn the essential basics on 

how to run your business effectively? 

Contact us at 

marketing@smcci.org.sg to reserve 

your slot in the next Business Boot-

camp by YEN@SMCCI

Aspiring
Entrepreneur
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GUNAKAN
PENDEKATAN 
MENYELURUH

MAJUKAN
SYARIKAT 

SETEMPAT

SBF: Usaha majukan syarikat setempat harus jadi fokus utama strategi ekonomi Singapura 

Pemerintah perlu melantik seorang 

menteri khusus untuk menerajui 

pendekatan menyeluruh dalam 

memajukan syarikat-syarikat setempat.

Ia juga perlu menambahkan perun-

tukan daripada simpanan negara un-

tuk dilaburkan dalam syarikat-syarikat 

setempat yang berpotensi di samping 

menyediakan platform bagi syarikat se-

tempat saling berganding bahu antara 

satu sama lain.

Ini adalah antara saranan yang ter-

kandung dalam Kertas Pandangan yang 

disiapkan oleh Persekutuan Perniagaan 

Singapura (SBF) untuk mewujudkan 

Sebuah Singapura Yang Rancak.

Kertas Pandangan itu membuat be-

berapa usul bagi keperluan segera, di 

samping untuk masa depan yang ter-

dekat dan jangka panjang. Ia adalah has-

il perbincangan yang dilakukan oleh 

sebuah Jawatankuasa Pemandu yang 

terdiri daripada 23 orang pemimpin per-

niagaan terkemuka, dan dipengerusikan 

oleh Pengerusi SBF, Encik S.S. Teo. De-

wan Perniagaan dan Perusahaan Melayu 

Singapura (DPPMS) diwakili oleh Pres-

idennya, Encik Zahidi Abdul Rahman, 

yang juga merupakan Naib Pengerusi 

SBF.

Mereka dibantu oleh beberapa Kum-

pulan Fokus yang terdiri dari 47 orang 

pemimpin korporat, usahawan, para 

akademik dan ahli ekonomi.

“Kita kini berdepan dengan sekitaran 

yang lebih mencabar, sama ada di da-

lam atau luar negara. Walaupun penting 

untuk membuat rancangan masa de-

pan, namun adalah penting untuk tidak 

mengabaikan keperluan masa kini.

“Para peniaga perlukan bantuan un-

tuk masa depan yang terdekat bagi men-

gatasi sekitaran kini yang mencabar,” 

kata Encik Teo.

Menyentuh tentang keperluan 

segera, SBF menyarankan agar pemer-

intah mengambil langkah membantu 

para peniaga mengatasi masalah kos per-

niagaan dan tenaga kerja yang merupa-

kan dua keprihatinan utama para penia-

ga di sini.

Dalam hubungan ini, pemerin-

tah disaran supaya menghalusi dasar 

mengenai tenaga kerja asing dengan 

mengambil pendekatan yang lebih flek-

sibel untuk bidang-bidang yang berbeza.

Umpamanya dengan membenar-

kan lebih ramai pekerja asing diambil, 

sebagai langkah sementara, bagi syari-

kat-syarikat yang sedia melatih pekerja 

setempat untuk mengambilalih peker-

jaan tersebut kemudiannya.

Fleksibiliti ini juga perlu diberikan 

kepada syarikat yang gagal mendapat-

kan pekerja setempat yang mempun-

yai kemahiran tertentu yang diperlukan 

sehinggalah pekerja sedemikian dapat 

diperolehinya.

SBF berpendapat seorang Menteri 
perlu dilantik untuk membolehkan 

pemerintah mengambil pendekatan 
menyeluruh bagi membangunkan 
syarikat-syarikat setempat yang 

harus menjadi fokus utama strategi 
ekonomi Singapura.

Tinjauan yang kami adakan 
baru-baru ini menunjukkan 
bahawa 46 peratus daripada 

SME kita diklasifikasikan 
sebagai berisiko tinggi, 

berdasarkan kedudukan kredit 
mereka. Ini adalah lebih tinggi 
berbanding dengan 30 peratus 
lima tahun lalu. Sebanyak 46 
peratus daripada SME yang 
ditinjau meramalkan tiada 

pertumbuhan hasil pendapatan 
tahun ini, berbanding dengan 
purata 37 peratus tiga tahun 
lalu. Kita perlu menjalankan 
kajian mendalam terhadap 
strategi-strategi yang sedia 

ada dan menggubal tindakan-
tindakan baru.

“

- SBF dalam Kertas Pandangannya.
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“Tujuan Kertas Saran ini ialah untuk memberikan pandangan 
dan pendapat masyarakat peniaga mengenai isu-isu yang 

penting bagi menyokong pertumbuhan perniagaan 
dan ekonomi bagi jangka panjang, dan mengetengahkan 

beberapa keprihatinan segera para peniaga.

Di samping itu syarikat yang dapat 

mengurangkan pergantungan kepada 

pekerja asing pula perlu diberikan rebat 

levi pekerja asing.

SBF turut menyarankan agar Pe-

merintah menghalusi jumlah levi yang 

dikenakan dengan mengambil kira jum-

lah terkini kemasukan pekerja asing ke 

Singapura.

“Kami percaya, rancangan untuk me-

naikkan levi boleh ditangguhkan, malah 

boleh dikurangkan bagi sesetengah sek-

tor,” kata Kertas Pandangan itu.

Dalam saranannya untuk masa depan 

yang terdekat dan jangka panjang pula, 

SBF menarik perhatian bahawa strate-

gi Singapura untuk menarik pelaburan 

asing FDI (Pelaburan Asing Langsung) 

walaupun amat berjaya dalam menum-

buhkan ekonomi dan mewujudkan pek-

erjaan, namun ia juga mengakibatkan 

kenaikan kos perniagaan dan menimbul-

kan masalah mendapatkan pekerja.

Oleh itu ia menyarankan supaya 

syarikat-syarikat Singapura digalak dan 

dibantu untuk berkembang di luar Sin-

gapura, tetapi pangkalannya masih tetap 

di sini.

SBF berpendapat, seorang Ment-

eri perlu dilantik untuk membolehkan 

pemerintah mengambil pendekatan 

menyeluruh untuk membangunkan 

syarikat-syarikat setempat yang harus 

menjadi fokus utama strategi ekonomi 

Singapura.

Salah satu usul yang dibuat ialah agar 

jumlah simpanan negara yang lebih be-

sar dilaburkan dalam syarikat-syarikat 

setempat yang mempunyai potensi un-

tuk berkembang di luar negara.

Kertas Pandangan itu berpendap-

at: “Pemerintah perlu mengkaji semu-

la pendekatannya untuk membangun-

kan syarikat-syarikat setempat, kerana 

syarikat-syarikat itu penting bagi tahap 

pembangunan ekonomi kita yang akan 

datang.”

Kertas Pandangan itu turut membuat 

beberapa saranan untuk merancakkan 

pasaran saham setempat. Salah satu dar-

ipadanya ialah dengan membenarkan 

dana persaraan melabur dalam pasaran 

saham di sini.

“Wang CPF kita dikumpulkan bersa-

ma lain-lain simpanan dan diuruskan 

oleh GIC (Syarikat Pelaburan Pemerin-

tah)

“Tidak seperti di negara lain di mana 

dana persaraan menyediakan sokongan 

kuat kepada pasaran saham setempat, 

Singapura mempunyai cara yang berbeza 

dengan secara khusus menyatakan ba-

hawa adalah menjadi satu dasar bahawa 

dana yang dikendalikan oleh GIC mesti 

dilaburkan di luar negara,’’ kata Kertas 

Pandangan itu.

Ia mengusulkan agar Pemerintah 

perlu menimbang untuk mengasingkan 

komponen CPF dan menguruskannya 

secara berbeza.

Menyimpulkan tentang Kertas Pan-

dangan itu, Encik Teo berkata: “Tujuan-

nya ialah untuk memberikan pandan-

gan dan pendapat masyarakat peniaga 

mengenai isu-isu yang penting bagi 

menyokong pertumbuhan perniagaan 

dan ekonomi bagi jangka panjang, dan 

mengetengahkan beberapa keprihatinan 

segera para peniaga.”
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Small and medium enterprises 

(SMEs) can reap the benefits of 

expanding operations into for-

eign markets. The overseas expansion 

increases the exposure to their business, 

helping them to create a larger global 

footprint. 

However, as with any new venture, 

the overseas expansion process requires 

careful planning. Hence, it is advisable 

for the SMEs to venture abroad with 

their eyes wide open. They need to have 

a careful study of the conditions of the 

country they want to venture into. 

SMCCI members who need help to 

venture overseas can now take advantage 

of a programme known as Deal Hunter. 

The programme is primarily an in-mar-

ket business development assistance that 

aims to engage in-market consultants to 

source for business leads and arrange for 

business matching meetings.

“It gives participating companies 

the opportunity to explore and ven-

ture deeper into the overseas market. 

Through targeted business matching 

sessions, they will have first-hand in-

formation as to how they can penetrate 

these markets and obtain valuable busi-

ness contacts that will assist in scaling 

their business beyond Singapore,” says 

Mariam Moni, SMCCI’s Assistant Manag-

er for Events & Special Projects.

Under the Deal Hunter programme, 

grants of up to 70% of eligible costs will 

be available to cover third party fees of 

consultants. A minimum of three com-

panies is needed as part of a Deal Hunter 

application, for the duration of not more 

than 12 months.

Project deliverables would include:

• Number of leads generated

• Number of business matches

• Tracking of number of deals 

successfully closed

• Tracking of overseas sales achieved

The Deal Hunter programme is part of 

Market Readiness Assistance (MRA) 

scheme that launched in April 2013 ad-

ministrated by IE Singapore. The scheme 

is for companies, including SMEs, look-

ing to learn more about markets and 

be equipped with the basic know-how 

when going abroad.

For the Deal Hunter programme, IE 

Singapore works with trade associations 

and chambers (TACs), including SMCCI, 

and supports their cost of hiring in-mar-

ket intermediaries to help companies 

seek business opportunities overseas. 

For SMCCI members who are keen to 

take part in the programme, please con-

tact Mariam Moni a 62979296 or email 

projects@smcci.org.sg for more informa-

tion.

SMCCI members who need help 
to venture overseas can now take 
advantage of this association-led 

programme. It is primarily an 
in-market business development 

assistance that engages 
in-market consultants to source 
for business leads and arrange 

for business matching meetings.

Deal Hunter Grant:
Under the Deal Hunter programme, grants of 
up to 70% of eligible costs will be available 
to cover third party fees of consultants.

EXPLORE NEW 
MARKETING
PLATFORMS

As the owner of Spa Jelita, Fadilah 

A Majid is aware that in a com-

petitive spa market, she has to be 

brave to explore new platforms – at na-

tional or even international level. Hence, 

when Vaniday offers their services to 

market spa and wellness companies, 

Fadilah sees it as an opportunity not to 

be missed.

Vaniday is an online platform where 

over 800 salons are grouped into Hair, 

Nails, Makeup, Aesthetics, Hair Remov-

al, Massage, Barber, and Spa. With an 

easy-to-navigate and intuitive user in-

terface, Vaniday allows people to com-

pare prices easily, browse through cus-

tomer reviews, and search for salons 

closest to them. Once they have nar-

customers for us. More importantly, they 

help to bring our brand to the national 

and international level,’’ she adds. 

Spa Jelita is offering body massage, 

facial, bridal and hair services on Vaniday 

at special promotional prices. Before this 

Spajelita has been on other platforms like 

Halaldeals.sg, deals.Sg, KFit, page advisor, 

and Street Directory.

“As chairperson of the Wellness cluster, 
I encourage other members of the 
Wellness cluster to come on board and 
benefit from this marketing platform.”

rowed down what they need, a real-time 

fully integrated booking system let them 

pick the day and time-slot of their choice. 

“They came to present their servic-

es at a meeting with the Wellness Clus-

ter recently. As a member of Wellness 

cluster, we are very interested in getting 

on board with the online booking plat-

form,” says Mdm Fadilah, who is also the 

Chairperson of the Wellness cluster es-

tablished under SMCCI.

She feels that using Vaniday as a mar-

keting platform will boost Spa Jelita’s 

credibility as a recognized wellness es-

tablishment and improve its visibility 

nationally.

“We are the only Muslimah spa now 

listed on Vaniday. On the second day of 

our listing, we managed to attract a few 

customers to buy our services through 

Vaniday. They take 15 percent of the price 

of services we sold, but they bring in the 

SpaJelita on

$

 Vaniday
Visit Vaniday at facebook.com/vaniday.sg
or follow them on Instagram at vanidaysg
For enquiries: marine@vaniday.com.sg

FROM 
EXPLORATION 
TO HUNTING 

DEALS
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The minister mentioned 
a lot of support for 

technology and innovation 
in his speech. The 

emphasis on innovation, 
initiative, and mentoring 

looks interesting and 
could bring great benefits. 

I still feel there needs to 
be more emphasis on 

reducing costs for startups, 
especially in technology 

and development.

Personally, I find that the budget is 

serious in helping the SMEs to be 

more resilient to face the economic 

downturn with various loan schemes. 

It is also trying to get the SMEs out of 

their comfort zones through interna-

tionalization, innovation, and training.

“

Ifeel that Budget 2016 is well balanced 

as it addresses the needs of our time, 

especially in terms of infrastructure 

and human resource. I am especially 

interested to see how investments of 

$12.9 billion in our schools and education 

system will result in a new generation of 

Singaporeans capable of innovating and 

leading in the new economic landscape. 

The budget also seeks to help companies 

here to cope with challenges, while at 

the same time stimulating our people 

to upgrade and innovate. 

Abdul Hamid Bin 
Mohd Gaus,
Hamid Snap Balloon 
& Party Services

Iskandar Shah Bin Rahmat
Ensure Pest Control & Fumigation Pte Ltd

Mohamad Latiff
33 Digital

As our society ages, a greater per-

centage of our working population 

will be above 50. There are many 

positives of employing such people - 

wealth of experience, stability, patience 

Suhaimi Salleh
SSA Consulting Group
Pte Ltd
and, more importantly ,their willingness 

to mentor and train their younger col-

leagues. The SEC incentives will further 

motivate employers to continue to em-

ploy them and capitalise on their wealth 

of experience and skills. Of course, the 

older workers must unlearn and relearn 

as their knowledge and skills may no 

longer be relevant to the economy. They 

must be adaptable and remain agile to 

the needs of their employer. As an em-

ployer and training provider of many 

older workers, we are heartened to see 

many of them contributing and adding 

value to their employers.

The budget is very good and supportive of SMEs. I 
foresee many opportunities for us to improve and 
enhance our capabilities via the Productivity and 

Innovation Credit (PIC) scheme. As a service company, 
we face strong competition from others. We believe 
in providing excellent services to our customers. This 

will be achieved by providing better training to our 
staff, which can be partially claimed through PIC.

“

Umar Munshi
EthisCrowd

Members'ReactionsSMCCI to

2016
Budget
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2015

2013

APRIL MAY

NOVEMBER

15th April
Tech Walkabout @ Ayer 
Rajah Crescent Area Blk 71 & 
79 by SMCCI-Tech Cluster 7th May

Modest Fashion Festival by 
DEWI@SMCCI

A walkabout session at 5 different 

start-up incubators where members 

can gain insight into the tech industry 

and expand their network base through 

a networking session. The walkabout 

will include a friendly pitching session 

where they can spur new ideas and 

create opportunities of collaboration.

A fashion runway show for local and 

international designers to unveil their 

ideas to an array of audience, includ-

ing consumers, investors and potential 

buyers.

20th - 27th November
Japan Trade Mission
Gain market insights of the fast-grow-

ing Halal market in Tokyo & Hokkaido! 

Network with Japanese entrepreneurs 

as well as representatives from key 

government agencies to explore poten-

tial areas of collaboration for business 

expansion.

12th - 16th October
Jakarta Trade Mission

Get instant access to business associa-

tions and government agencies through 

exclusive networking and business 

matching sessions. Hear from industry 

experts on how you can expand your 

business in Indonesia.

2016SMCCI’S UPCOMING EVENTS

22nd - 23rd October
Wedding and Wellness
Exhibition
A 2-day exhibition by SMCCI-Wedding 

Entrepreneurs (SMCCI-WE) and 

SMCCI-Wellness Cluster as they 

showcase their products and services 

to members of the public.

OCTOBER

21st October
60th Charity Gala Dinner

SMCCI celebrates 60 years of enter-

prise at the Charity Gala Dinner. Details 

coming soon.

OCTOBER

28th Oct - 3rd Nov
Trade Mission to Morocco by 
DEWI@SMCCI

Gain access to the Moroccan business 

landscape through a 7-day business 

mission where delegates from Sin-

gapore & Malaysia will network and 

build relations with business owners 

from the IT, retail, wellness, tourism 

and construction sectors in Morocco.
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2014

2013

2012

2011

MEMBERSHIP

Beauty & Wellness

• 313 Ventures Pte Ltd 

• Al Zafirah Network

• Institute of Aromatherapy
Enhancement Pte Ltd

• RF3 World Marketing Services

• Navis Hair & Beauty Salon Pte Ltd

Construction & Facilities

• Lai Metals Pte Ltd

• Ensure Pest Control & Fumigation 
Pte Ltd

• Mie-Tech Engineering & Construction
Pte Ltd

• Ferh International Pte Ltd

Education and Training

• Azzhra Binti Anwar

• Math Prodigies Learning Centre Pte Ltd

Energy & Logistics

• Coshin Pte Ltd

• Link Sun Energy Pte Ltd

F&B

• Trejoy Pte Ltd

• Frozzy Bites Events and Wedding
Services

• Aishah Binte Anwar

• Hanna Bakes

• El Toro Singapore Pte Ltd
(J's Restaurant)

• Boon Lay Power Nasi Lemak Pte Ltd

• The Bread Project Pte Ltd & Tembusu
Bloem Pte Ltd

• Makmur Restaurant Pte Ltd

• Pho 4a Pte Ltd

• Enviroplus Services Pte Ltd

• Julie Bakes

• Vintage Delicafe Pte Ltd

• Icebox Café SG

• Mak's Place - The Hawkerant Pte Ltd

• Istana Kita Pte Ltd

Legal & Consultancy

• Spanish Consulting In S.E.A Asia Pte Ltd

• Hirman Abdullah

Media, Arts & Culture

• Epilogue Network

• Mohd Puad Bin Ibrahim

Retail & Commerce

• Amirhaziq Hussain

• Checkouts.sg Pte Ltd

• Fin Crafted Goods

• NTG Trading Pte Ltd

• Rugged Supply Co.

• Alyaa International Pte Ltd

• Mohamed Saiddhin Bin Abdullah

Technology & Systems

• Ingram Micro Asia Ltd

• SmsDome Pte Ltd

• Muhammad Syaiful Bin Muhammad
Yasin

• Samson Gail Amican

• YTK Management Consultants Pte Ltd

• Gpayroll Pte Ltd

• Arzap Studio Pte Ltd

• Nordic Solutions (Asia) Pte Ltd

• Kapital Boost Pte Ltd

• Charaku Pte Ltd

Wedding & Events

• Abdul Hamid Bin Mohamed Gaus

• Orange Travel Pte Ltd

• Tahta Tiara Pte Ltd

• Soundwave Event and Concepts

• RH Bridal Boutique

• Lagun Sari Wedding & Catering
Services Pte Ltd

Tourism & Hospitality

• Sha Travel & Tour Pte Ltd

• Furama Riverfront Singapore

Members FamilySMCCIWelcoming New

to The
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 Opportunities in Morocco:
Morocco is a gateway to Europe because of 
its strategic location and its historical links 
with Andalusia, the once Muslim region in 
present-day Spain. Singapore can also serve 
as Morocco’s gateway to the Muslim market 
in Southeast Asia that has 300 million Mus-
lims, as the republic is strategically located 
in the region.

EXPLORING 
TRADE 

OPPORTUNITIES 
IN MOROCCO

DEWI, the women’s wing of SMC-
CI, will lead a trade delegation to 

the North African country from 
21 to 28 October this year. It will 
be meeting and networking with 
the Women Business Association 

of Marakesh as part of the itenary 
during the visit.

It will not be just sight seeing and savour-

ing the food when a group of Muslim 

entrepreneurs make a trip to Morocco 

in October this year 

“More importantly, we will explore 

business opportunities in the North 

African country that is now a gateway 

to Europe,’’ says M Junaidah Tarjo, the 

chairperson of DEWI, the women’s wing 

of SMCCI. 

To be led by DEWI, the trade delegation 

will be joined by fellow entrepreneurs 

from Malaysia to scout around the country 

from October 21 to 28.

The trip is being organised under the 

Third Country Fund by the governments 

of Singapore and Malaysia to promote 

small and medium sized enterprises of 

the two nations.

Members of the delegation are entre-

preneurs from various sectors – ranging 

from logistics and architectural to well-

ness, food and apparel. 

Explaining the rationale for the trip, 

the first by DEWI, Junaidah says that Mo-

rocco is an interesting Muslim country to 

study as its halal resources are in abun-

dance for Singapore entrepreneurs to tap.

The Northern African country is also 

a gateway to Europe because of its strate-

gic location and its historical links with 

Andalusia, the once Muslim region in 

present-day Spain.

Singapore can serve as Morocco’s gate-

way to the Muslim market in Southeast 

Asia that has 300 million Muslims, as 

the republic is strategically located in 

the region.

“We can offer ours while they can 

share theirs for us to tap,” she adds.

One area that Junaidah sees prospects 

for business deals are in apparel. One 

“We are arranging 
for a one to one 

meeting between our 
entrepreneurs and their 
counterparts in some 

cities in Morocco

example are the dresses for Muslimah, 

where she forsees a market demand in 

Singapore. Similarly, Singapore's en-

trepreneurs can offer their fashionable 

jilbabs or headgear to their counterparts 

in Morocco.

Halal leather products is yet another 

area that the Singapore entrepreneurs 

may be interested in. They can be wal-

lets, shoes, and handbags made of hide of 

slaughtered animals instead of pig hide 

and reptile skin.

Morocco is also known for its Argan 

oil that is rich in fatty acids and other 

substances that promote better health. 

It also has healing properties for certain 

skin diseases and other illnesses. 

It has produced cosmetics for healthy 

skin using the Argan oil that is found in 

abundance in Morocco. 

DEWI’s vice chairperson Rosnah Din, 

who has just returned from a reconnais-

sance trip, says that Muslims here may 

want to consider importing Morocco’s 

buildings materials that are suitable for 

Islamic architecture. 

For example, it produces various types 

of ceramics with Islamic writings and 

symbols that can be used to decorate 

houses and buildings here.

There can also be a link up in the tour-

ism business given the fact that Morocco 

has been a favourite destination for many 

Muslims in the region. 

“We are arranging for a one to one 

meeting between our entrepreneurs and 

their counterparts in some cities in Mo-

rocco,” says Junaidah.

“We are confident that some deals 

could be signed or agreed upon during 

the trip,” she adds.

Picture courtersy of Flickr.
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MODEST WEAR: 
THE FAST 
GROWING MARKET 
IN THE
LOCAL AND 
GLOBAL SCENE
DEWI@SMCCI has been actively 
mentoring women in the areas of 
business and entrepreneurship since 
its inception in June 2009.

A 

fashion show with a difference 

dubbed “Modest Fashion Festival” is ii 

ito be held in May this year. Organised 

by DEWI, a sub-group of SMCCI, the show will 

have a different but fresh theme from the two 

previous events known as ‘Fashionista’.

“We chose the word ̀ modest’ as it sym-

bolizes the Islamic dressing of covering one’s 

`aurah’ (not showing too much of one’s body)” 

said Junaidah Tarjo , Chairperson of DEWI. 

The festival is set to be a gathering of buy-

ers, showcasing modest and the latest Hari 

Raya family collection by Singapore and Ma-

laysia fashion designers.

It provides a wide range of collections ̀un-

der one roof’ as well as a networking opportu-

nities for a potential business collaborations 

between the two countries. 

Leading fashion and lifestyles stores, CK 

Tang and Zalora, will also be among the in-

vitees. This will be a potential platform for 

SMCCI members to penetrate and market 

their products in the retail sector.

Household fashion names – Persian Bou-

tique, Tudungku and ZenAura Boutique will 

be displaying their latest fashion styles on the 

runway in this show. 

Hajah Rosnah Din, Vice Chairperson of 

Dewi who was also present during the inter-

view session, encouraged our local fashion 

boutiques, online and home-based designers 

to take advantage of this opportunity to show-

case their talents and works. 

“There will be a participating fee of 

S$1200 to those interested. The fees includes 

membership with SMCCI, free business con-

sultation with the advisors of SME Centre@

SMCCI and ten minutes runway show.” ex-

plained Hajah Rosnah.

Fashion boutiques and designers are also 

welcome to take up booth space worth S$300 

to sell their products on that day. The com-

mittee has allocated 20 booths in this festival. 

Modest Fashion Festival is open to public at a 

ticket price of S$88 and a table of ten at S$800.

Modest Fashion Festival:
The festival will take place at Raffles 
Convention Centre on 7 May.
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Hirman Mahamod has high hopes 

when he joins the SMCCI Wed-

ding Entrepreneur (SMCCI-WE) 

Cluster formed by the Singapore Malay 

Chamber of Commerce. He hopes that 

all members of the WE Cluster will be 

able to share the cost of buying a central 

kitchen in the near future. 

“Not only can we use it together, but 

we can also generate income by renting 

it out to many home based owners who 

are doing baking as well as catering. It's 

a win-win situation. The home based 

companies will have a recognized and 

licensed central kitchen to utilize, and we 

will get the rental amount. And on our 

side, a central kitchen will help us in the 

near future if the rumours about the gov-

ernment prohibiting cooking at the void 

decks come into effect,” he told BizVoice.

He is the General Manager of Sg Dais 

And Deco, one of the 26 wedding compa-

nies that joined the WE Cluster that aims 

to recognise and promote businesses in 

the wedding planning industry that de-

liver excellent service.

Sg Dais And Deco is not only a wed-

ding planner/consultancy company. It 

also provides wedding services such as 

live stations (soft serve ice cream, pop-

corn, putu piring, etc.), catering, decora-

tions and dais, kendarat, andaman, Tiffa-

ny chairs and many more.

The WE Cluster hopes to set a high 

standard for the industry, showcasing 

the best in service excellence and en-

hancing customers' confidence.

SETTING HIGH 
STANDARDS IN 
THE WEDDING 

INDUSTRY

According to the chairman of the WE 

Cluster, Abdul Aziz Mohamed, the clus-

ter has a mission to be an independent 

group of wedding service providers, with 

the endorsement from SMCCI.

“We aim to be the one-stop wedding 

service group provider with the assur-

ance of a stress-free wedding and a solid 

group network to educate and inform the 

public about its professional and ethical 

standard of services,’’ he explains.

Aishah Jaffar from Puteri Wedding 

Services hopes that the cluster can unite 

the wedding services companies and 

work to improve the industry.

“We join the WE Cluster to gain more 

knowledge and work together with oth-

er members to further improve catering 

services for Malay wedding," she says.

According to her, one of the common 

problems faced by the wedding service 

providers such as hers is the late pay-

ment from some clients.

She hopes a solution to this and other 

problems in the industry cluster can be 

found by working together in a cluster.

For Abu Bakar of BDMI, he joined the 

cluster with the hope to raise the profes-

sionalism and credibility of the compa-

ny and work together with like-minded 

professionals to protect the interest of all 

parties in the wedding industry.

Rosnani Gani of Desa Kartika, another 

member of WE Cluster, also shares some 

of the problems she usually encounters 

in the industry.

“There had been occasions when we 

received last minute cancellation from 

the clients when the couple broke their 

engagement prematurely,” she said.

According to Rosnani, Desa Kartika 

joined the WE Cluster with the hope to 

assist in improving the Malay wedding 

industry in Singapore.

“We want to assure our community 

that not all wedding providers are there 

to cheat them. We hope that the WE 

Cluster will be a reliable brand for the 

wedding providers that can be trusted by 

all,” said Rosnani again.

As part of its initiatives to improve 

the wedding industry, WE Cluster has 

formed an SOS team called WE Help, to 

manage complaints by clients as well as 

the wedding service providers. 

“WE Help is a sub-committee of WE 

Cluster. Our purpose is to provide help to 

those couple having problems with their 

wedding service providers. We have set 

a standard operating procedure to deal 

with these cases,” added Rosnani.

The team promises that no new cou-

ple taking on the services of any of the 

members of this cluster will be left un-

attended. It is a promise backed-up by 26 

Wedding Providers within the cluster.

The cluster has also embarked on 

other initiatives such as bizMatching ses-

sions with venue providers and in talks 

to share resources towards a Central 

Kitchen facility. 

“The Wedding Industry in Singapore is a multi million-dollar Industry and has an 
estimated number of more than 800 wedding service providers, all with their 

own specialization and niche with a large consumer base. ...I hope that SMCCI-WE 
Cluster initiative will strengthen bonds among our Malay/Muslim Wedding Pro-
vider Businesses and raise their capability within the wedding industry. Together, 
they can set an unprecedented standard of quality and professionalism within 

the wedding industry...

- Dr Maliki Osman, Senior Minister of State, Ministry Of Defence & Ministry Of Foreign Affairs, 
at the launching of WE Cluster on 2nd October 2015
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Based on our experience, we find 

couples and families facing nu-

merous challenges in the process 

of celebrating the wedding day and later 

in building their marital relationship 

and preferred lifestyle. 

Most couples invest heavily in their 

wedding celebrations rather than on re-

lated benefits for long-term happiness. 

INVEST IN HAPPINESS
"With more than 40 years of expe-

rience, we have helped thousands of 

couples strengthen marriages, be pru-

dent with financial resources, accept 

differences and celebrate commonalities."

We package healthy lifestyle products 

and services to promote better startup 

in their financial status, overall wellness 

and stable relationship."

Abu Bakar & 
Zarina Begam,

BDMI

Aishah Jaffar,
Puteri Wedding

Sg Dais And Deco is proud to be a 

founding member of the WE Clus-

ter as well as a steering committee 

member of the WE Help initiative. By 

being part of the Wedding Cluster as 

well as WE Help, we do have a voice in 

the growth of the wedding industry as 

well as sharing our resources among 

our members alike. Through the WE 

Cluster, we hope to expand our network, 

collaborate with bigger players in the 

industry and most importantly, getting 

updates and information on business 

initiatives, marketing tools, upgrading 

courses and many more.

Desa Kartika joins the WE cluster 

with the hope to raise the standard 

of the Malay wedding industry in 

Singapore. We want to assure our com-

munity that not all wedding providers 

are there to cheat them. We hope that 

the SMCCI-WE Cluster will be a reliable 

brand for the wedding providers that 

can be trusted by all.

Puteri Wedding Services hopes that 

the cluster can unite the wedding 

services companies and work to 

improve the industry. We joined the 

WE Cluster to gain more knowledge and 

work together with other members to 

further enhance catering services for 

Malay weddings.

One of the common problems faced 

by the wedding service providers is late 

payment from the client. We hope we can 

tackle this and other problems through 

the SMCCI-WE Cluster.

We also hope that the cluster can help 

in renting void deck for cooking if we have 

events that do not allow on site cooking.

UNITE COMPANIES

Rosnani Gani,
Desa Kartika

Hirman Mahamod
SG Dais & Deco

SAFER CHOICE

INDUSTRY VOICE
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MAKING AN ENTRY INTO THE
GLOBAL MARKETPLACE
How can SMEs expand their overseas footprint? SPRINGnews rounds up a range of starting points.

Businesses in the 21st century are 

faced with shifting market trends, 

empowered customers and strong 

competition, both from domestic and in-

ternational players. In this interconnect-

ed economy, companies need to look be-

yond the domestic market if they are to 

secure a competitive advantage. With the 

support of SPRING Singapore and Inter-

national Enterprise (IE) Singapore, SMEs 

are well placed to do just that. 

The 2015 Budget saw a series of new 

initiatives and enhancements to SPRING 

and IE Singapore programmes, intro-

duced to help local businesses gain trac-

tion in global markets.

These include a simplified applica-

tion for SPRING’s Capability Develop-

ment Grant (CDG) for projects below 

$30,000, and the extension of IE Sin-

gapore’s Market Readiness Assistance 

(MRA) and Global Company Partnership 

(GCP) grants for another three years to 31 

March 2018. 

Such strong government support al-

leviates some of the financial pressure 

that SMEs often face when taking their 

first steps into the global market, giving 

them more room to focus on how to in-

crease their overseas sales and presence. 

But where should they start?

ACCESSING GLOBAL MARKETS 
WITH STANDARDS
Companies looking to sell their products 

and services internationally must speak 

a language of quality that the rest of the 

world can understand. 

International standards and accred-

itation have become increasingly rele-

vant. They help to facilitate cross-border 

trade by harmonising national require-

ments and reducing the need for dupli-

cate testing and certification, thus pro-

viding SMEs with easier and quicker 

access to new markets.

Businesses that adopt standards give 

their customers the confidence and as-

surance of quality products and services. 

In today’s business landscape, being cer-

tified to certain national and internation-

al standards is a pre-requisite for many 

importers and suppliers. 

As the national standards and ac-

creditation body, SPRING builds trust in 

Singapore’s enterprises and products by 

promoting internationally-recognised 

standards and quality assurance infra-

structure. 

It helps enterprises adopt standards 

as strategic business tools to compete 

in new markets, and leverage on Singa-

pore’s good brand name for quality and 

excellence. 

Local dim sum manufacturer Sin Mui 

Heng is proof that adopting standards 

can transform a business. The company 

adopted the ISO 9001 and Hazard Anal-

ysis and Critical Control Points (HACCP) 

standards, which helped improve the 

quality and efficiency of its manufactur-

ing processes, and increase overseas cus-

tomers’ confidence in its products. Today, 

it supplies its products to countries as far 

as the Netherlands, Maldives, Kuwait and 

Qatar. 

Earlier this year, Singapore, repre-

sented by SPRING, was elected into the 

International Organization for Standard-

ization (ISO) Council for the 2015-2017 

term. This places the city-state in a bet-

ter position to champion the develop-

ment of new ISO standards, such as in-

frastructure-related and management 

systems-related standards, which will 

further ensure that Singapore enterpris-

es are well placed to tap new market and 

growth opportunities. 

GROWING THROUGH INNOVATION 
If adopting standards is the key to over-

seas markets, then innovation is what 

ensures that you stay in a market despite 
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fierce competition. This may require 

SMEs to adjust their products or services 

to suit different markets and their evolv-

ing needs.

Take local furniture retailer Scanteak. 

As its market research showed that Jap-

anese homes were typically small with 

limited floor space, it developed a new 

space-efficient furniture line specifically 

for the Japanese market. 

“When our designers visited homes 

in Japan, they realised that we needed to 

re-engineer our product design,” says Ms 

Jamie Lim, Scanteak’s Regional Market-

ing Director. “So, we came up with lighter 

and smaller furniture to suit their liv-

ing style.” Today, the company boasts 11 

stores in Japan, in addition to 13 in Singa-

pore and more than 90 in Taiwan, Brunei 

and Canada.

Similarly, Chye Choon Group, a lo-

cal manufacturer of rice noodles and 

rice vermicelli, knew that it needed to 

innovate to stay globally competitive. Re-

cently, it rolled out two new products – 

brown rice vermicelli and basmati rice 

spaghetti – to suit ‘health-conscious’ 

overseas markets, such as the United 

States and the United Arab Emirates. Mr 

Jimmy Soh, the company’s Group Man-

aging Director, says: “Innovation and in-

ternationalisation work hand in hand. 

Businesses that do not innovate will not 

survive in the global arena.” 

LEVERAGING TRADE ASSOCIA-
TIONS 
Inadequate knowledge of foreign mar-

kets is often a challenge SMEs face when 

venturing overseas. This is where Trade 

Associations and Chambers, such as the 

Singapore Food Manufacturers’ Associa-

tion (SFMA), come in. 

Through its global network of stra-

tegic alliances and partners, the SFMA 

helps companies obtain valuable market 

information, conduct feasibility studies 

as well as locate overseas partners. It also 

bands together Singapore food manufac-

turers under the ‘Tasty Singapore’ brand, 

and helps build awareness of their prod-

ucts overseas through trade shows, semi-

nars and workshops.

BOOST YOUR PROFILE AT TRADE 
SHOWS
If the 130,000-strong international 

crowd at the 2014 MEDICA trade exhibi-

tion in Dusseldorf, Germany, is any indi-

cation, trade shows are an effective way 

to generate business leads, build brand 

awareness and study the competition. 

“Trade shows can be used as a pow-

erful promotional tool for gaining expo-

sure and new business opportunities, as 

they provide a thriving meeting place 

International Enterprise (IE) Singapore 

provides assistance for local companies, 

big and small, to bring their business 

overseas in the form of the Market Read-

iness Assistance (MRA) and the Global 

Company Partnership (GCP).

Companies that want to take their first 

steps overseas can get assistance in the 

following areas:

FINANCIAL ASSISTANCE
i. Defray costs for pre-determined activ-

ities to help in overseas market set-ups, 

identification of business partners and 

overseas market promotion. 

ii. Reach overseas buyers and get feed-

back on products and services through 

tradeshows and missions.

iii. Get your start-up supported with the 

Market Access Incubation Programme 

(MAIP)

LEARNING AND NETWORKING ASSISTANCE 
i. Attend IE Singapore’s events and work-

shops to gain insights into specific mar-

kets. 

ii. Learn from a pool of knowledge re-

sources that help companies make the 

right decisions when it comes to choos-

ing a market for expansion. 

For more information about the MRA 

scheme, please visit :

www.iesingapore.gov.sg/mra 

WHO BENEFITS FROM THE GLOBAL COMPANY 
PARTNERSHIP (GCP)? 
Companies that have already taken their 

product or service overseas, and now 

want to deepen their market presence 

and possibly explore new markets. 

CAPABILITY BUILDING 

SMEs get support for up to 70% of eligible 

third-party costs to build capabilities in 

the areas of internationalisation strategy, 

branding, design, IP management, and 

others. 

MARKET ACCESS
SMEs get up to 70% of eligible costs and 

up to 50% for other companies, capped 

at $100,000 per year to help companies 

gain entry into new overseas markets for 

the first time. 

MANPOWER DEVELOPMENT
SMEs get up to 70% of eligible expens-

es and up to 50% for other companies to 

help companies with international HR 

strategies, overseas market attachments, 

and talent recruitment. 

For more information about the GCP 

scheme, please visit www.iesingapore.

gov.sg/gcp

International 
Enterprise 

SPRING:
Reproduced with permission from 
SPRINGnews July 2015 issue. Published by 
SPRING Singapore.

for buyers and sellers from around the 

world,” says Mr Pierre Hennes, Director 

and Vice-President (Business Develop-

ment) of Sentec – a local start-up that has 

been participating in MEDICA every year 

since 2013.

STRONG PARTNERSHIP LINKS
Operating under the aegis of SPRING, the 

Singapore Accreditation Council (SAC), 

as the national authority for accred-

itation in Singapore, collaborates with 

its international partners to help SMEs 

compete regionally and globally. The SAC 

supports government-to-government 

Free Trade Agreements through its mul-

tilateral Mutual Recognition Agreements 

(MRAs) for accreditation to facilitate 

greater market opportunities in more 

than 75 economies for Singapore SMEs.

 As Singapore’s accreditation pro-

gramme is internationally recognised, 

this reduces the need for duplicate test-

ing of products and services at the bor-

der. This also lowers the cost associat-

ed with re-testing, re-inspection and 

re-certification for SMEs, and makes it 

quicker and easier for them to get their 

products to market. 

HOW WILL THE AEC BENEFIT 
SMES?
The establishment of the ASEAN Eco-

nomic Community (AEC) presents un-

precedented opportunities for Singapore 

SMEs. 

The AEC aims to create a single mar-

ket and production base through efforts 

such as the harmonisation of standards 

and smoother customs processes, which 

will make it easier for local SMEs to do 

business in the region and provide them 

with access to a wider customer base.

Nonetheless, Singapore SMEs must 

realise that the shift towards closer rela-

tions will also result in increased compe-

tition from regional players. All the more 

reason, in other words, for companies 

to take seriously the challenge of up-

grading their capabilities and expanding 

into new markets to ensure long-term 

sustainability of their businesses in the 

global supply chain.



22

Roadmap to 
Organisational 
Excellence
• Are you doing the right things?
• Are you doing them right?
• Are you getting results? 

To find out how to start your BE journey,  
visit www.spring.gov.sg/be or email be@spring.gov.sg

Business Excellence (BE) provides a systematic approach to organisational excellence.

BE-certified organisations 
are more productive and 
profitable compared to 
their peers

Health Check

Recognition

Provides an indication of 
organisational health and 
a basis of comparison with 
other organisations

Differentiate yourself 
from the competition by 
being certified to the 
various BE standards

BE Coaching

Strategise 

Optim
ise

A
ch

ie
ve

Receive guidance on 
understanding and 
improving your management 
systems and processes



Since 2008, Financial Alliance has 

significantly benefitted from the 

Business Excellent (BE) certification 

provided by Spring Singapore.

 The leading and award-winning in-

dependent financial advisory firm estab-

lished in 2002, it is now holding the Sin-

gapore Quality Star Award and the People 

Excellence Award given by SPRING Singa-

pore under its BE framework.

“The process of getting the awards has 

helped us a lot in term of business strategy 

and how to lead the organisation,” says the 

firm’s Managing Director, Mr Vincent Ee.

“Under BE framework, a lot of empha-

sis is given to top management, how to 

communicate the vision of the company, 

get everyone to come together and move 

towards the organisation’s objectives,” he 

explains.

As an independent advisory firm, FA 

represents most of the financial institu-

tions, products provider and the market-

place such as life insurance, investment, 

and general insurance. It represents most 

of the providers like Manulife, AIA, AXA, 

NTUC Income and, Tokio Marine.

With the 47 management and support 

staff, as well as more than 280 full time 

licenced consultants, the company pro-

vides independent financial advice to the 

end clients. 

The BE initiative provides organisa-

tions with a roadmap for excellence and 

helps them understand how to improve 

their performance. It is done through a 

thorough assessment of their organisa-

tional performance based on the interna-

tionally benchmarked BE framework to 

obtain external perspectives of an organi-

sation’s strengths and areas for improve-

ment.

Mr Ee, in an interview with BizVoice 

at his office, says there are nine types of 

certification under BE framework that in-

cludes Singapore Quality Awards (SQA), 

Innovation Excellence Award (I-Award) 

and People Excellence Award (PE Award).

“In 2008, we went for Singapore Qual-

ity Award and People Developer Awards. 

In 2012, we went through another round 

of assessment to keep pace with chang-

es. We achieved much higher score and 

awarded Singapore Star Quality Award. 

This year we will go for the third round. 

For us, this is a journey of achieving excel-

lence for the company,’’ he adds.

According to Mr Ee, most of the com-

panies that went through the SQC and 

People Developer Awards engaged third 

party consultants to help them to look 

at the process and revamp it to be in line 

with the business excellence standards.

“But we did all in house without much 

cost to us. Not many companies do this. So 

we learnt a lot along the way to meet the 

business standards. It did help us a lot in 

term of business strategy and how to lead 

the organisations, ‘he explains.

“Many other awards are not exactly 

real awards. You have to pay a lot of mon-

ey to get them. It is just for marketing or 

publicity purposes.

“ But BE is different. It does not require 

you to spend thousand of dollars to get it. 

The cost is very minimal.

Every company is qualified to apply 

for it. It is a question of whether you will 

get certified or not because there will be a 

presentation that the firm has to do to the 

panel of assessors. 

We have to provide them with all the 

documentation of all the process in our 

company for their assessment. The asses-

ACHIEVING 
BUSINESS 
EXCELLENCE

“
sors will then interview our people and 

they will also be going through our pro-

cesses that we have to make sure we have 

all these things that we said. It is not im-

possible but we need to really beef up our 

company’s operation,” he explains.

His advice to SMEs, take this as a chal-

lenge.

"As an SME, we are known to be small, 

it will be worse if the company is not well 

organised. Every business has a unique 

selling proposition; they know how to 

do business on their own but the thing is 

whether or not they are well organised, 

well structured and is process driven. 

These are the important things we need to 

have. I would suggest the members to take 

the challenge as long as the business is do-

ing fine. But if you just start a business, it 

may be premature for you to apply now,” 

he says.

About Business 
Excellence (BE)

The BE framework provides a compre-

hensive set of management standards 

for business excellence. It illustrates 

the cause and effect relationships be-

tween the drivers of performance and 

the results achieved. The attributes of 

excellence describe key characteristics 

of high performing organisations and the 

organisational profile sets the context for 

how the framework is applied. 

The BE framework covers all the 

critical factors for excellence and these 

are addressed in the seven categories: 

Leadership, Customers, Strategy, People, 

Processes, Knowledge and Results. Besides 

the holistic BE standard, there are three 

niche BE standards for people, innovation 

and service. Each niche standard focuses 

on a key enabler of business excellence, 

i.e. people, innovation and service. De-

pending on their needs and strategies, 

organisations may choose any 

The BE initiative is positioned as a 

journey of continuous improvement for 

organisations striving for superior and 

sustainable performance. 

Under BE framework, a 
lot of emphasis are given 

to top management, 
how to communicate the 
vision of the company, get 
everyone to come together 

and move towards the 
organisation’s objectives

- Vincent Ee, Managing Director of
Financial Allicance
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SMART Advance:
Sign up for a 2-day workshop on the 13th - 
14th April to decide if you are ready to start 
the BE Journey
To sign up:
http://bit.ly/fastracktobizexcellence
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“Beyond support that we provide at 

the individual and enterprise level, 

there are also a number of institu-

tional support systems that Malay/Mus-

lim businesses can access. This includes a 

whole range of programmes from agen-

cies such as SPRING Singapore, IE Singa-

pore, the National Research Foundation 

(NRF), and the Infocomm Development 

Authority (IDA). These agencies provide 

capital and connections, and perform an 

integrative function, to facilitate ideation 

and knowledge sharing across businesses. 

AMP and the Singapore Malay Chamber 

of Commerce and Industry (SMCCI) also 

provide similar services. 

SUPPORT FOR 
MALAY BUSINESSES

Excerpt from a speech by Mr S 
Iswaran, Minister for Industry, 

Ministry Of Trade And Industry 
at the Association of Muslim 

Professionals (AMP) Community in 
Review Seminar 2016 recently. In 
his speech as Guest of Honour, he 

shares the benefits of deploying 
technology. He also applauds the 

efforts of SMCCI and SME Centre@
SMCCI in supporting and nurturing 

the spirit of entrepreneurship.

One company that has benefitted 

from the SME Centre@SMCCI is Wed-

dingKu Gallery. WeddingKu Gallery was 

founded in 2009 by Ms Lynn Siregar and 

her husband as a home-based business 

offering bridal make-up and bridal wear 

services. As the company gained popular-

ity, they expanded their operations. With 

guidance from SME Centre@SMCCI and 

support from SPRING, WeddingKu took 

steps to upgrade their capabilities and was 

able to deploy technology such as a point-

of-sales system integrated with account-

ing software to automate their processes. 

Since its engagement with the SME 

Centre@SMCCI, WeddingKu Gallery’s 

sales have increased by more than 25 

percent, and the company is now looking 

to expand the business further through 

e-commerce. This is an important area 

because the digital economy offers many 

of our businesses the opportunity to scale 

up not just in Singapore but beyond our 

borders. There is much value in Malay/

Muslim organisations engaging in a col-

lective and coordinated effort to nurture 

the entrepreneurial spirit in the commu-

nity, and to create a supportive business 

environment for businesses to capture 

growth opportunities."
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indergarten was a nightmare for 

me. We were a group of 40 restless 

children. It was a pitiful sight as I 

witnessed our teacher literally shouting at 

the top of her voice competing to be heard 

amidst the rowdy group of little learners. I 

could sense that the only outcome she was 

aiming for was for us to be quiet. So, to be a 

teacher was uninspiring at that time. 

Daily lessons consisted of reading 

aloud numbers and alphabets, and sim-

ple addition and subtraction with the aid 

of pictures. There was hardly interaction 

with the outdoor environment as the 

only physical outdoor activities were in 

the likes of picking up bean bags and put-

ting them in the basket in a tele-match 

setting. We learnt by direct instruction, 

and lacked learning through discovery. 

Montessori education methods were not 

widely known yet. The only teaching ma-

nipulatives used were colourful ice-cream 

sticks. 

The ecosystem of education was dif-

ferent then.

Our education system today
Now, there are programmes where 

children learn sensory, motor, and self-

help skills through object-based activi-

ties to prepare for pre-school. To align to 

the Ministry of Education’s Pre-School 

framework where it cultivates children 

to be eager learners, able to ask questions, 

make smart guesses and conclusions, de-

velop moral characters and prepare them 

for the future by building their ability to 

accept challenges and change.

My primary school years were the 

most enjoyable as I enjoyed winning in 

story-telling contests, casted in school 

dramas, winning a story book and a cake 

in a ‘Guess-the-weight-of-the-Cake’ con-

test, was the voice for pledge-taking cer-

emonies in the morning and afternoon 

assemblies, played Angklung perform-

ing at community events as well as Malay 

SKILLS FUTURE: 
TOWARDS A 
LIFE-LONG 
LEARNING
By Karmila Sanimin, Business 
Advisor SME Centre@SMCCI

“While paper qualification
is important, we should not 

restrict ourselves to just 
one set of certification. 

Hence, the launch 
of SkillsFuture Credit to 

help Singaporeans aged 25 
years and above to embark 

on a life-long learning 
journey.

dance performances at National Day cele-

brations and Racial Harmony Day held in 

school annually. 

I learnt how to read musical notes, I 

learnt how to project my voice. I learnt ba-

sic Malay Dance techniques. These did not 

contribute to my academic credits.

Secondary school years was a differ-

ent phase altogether. I had the appetite 

to learn skills which were not academic 

driven. I was in the track and field team 

for a short stint, joined school badminton 

club, participated in inter-school debates 

competition, and Arts Club. Stuck in the 

science stream, my love was for Arts. I re-

called spending hours producing sketch-

es of various facial expressions through 

shadings of 2B and 6B pencils. My sketch 

of Hitler’s close up face landed on the wall 

of the principal’s office as one of the dis-

plays showcasing works of the students. I 

borrowed books learning different paint-

ing and drawing techniques. Unknowing-

ly, I was on the path of self learning.

SkillsFuture Credit
While paper qualification is important, 

we should not restrict ourselves to just 

one set of certification. Hence, the launch 

of SkillsFuture Credit to help Singapore-

ans aged 25 years and above to embark on 

a life-long learning journey.

How does educational background 

have an impact on an individual when he 

or she transits from schooling years and 

into the workforce?

In my time, creative writing classes, 

drama lessons, learning to play musical 

instruments, and interdisciplinary learn-

ing were almost non-existent. There was 

not much teaching and learning on life 

skills.

I had the appetite to learn new skills 

and expose myself to various working en-

vironments, and colleagues of multi na-

tionalities. I had the opportunity to valua-

ble working experience from engineering 

industry, to teaching to editing to com-

munity and social work. All these were 

driven by my own appetite seeking for 

knowledge and great exposure. 

While employers of choice put in ef-

fort to offer good career growth, attrac-

tive remuneration packages, a diverse and 

Continue on page 26

- Karmila Sanimin, Business Advisor of
SME Centre@SMCCI
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non-discriminating environment, com-

fortable physical work environment, and 

employee perks and non-monetary ben-

efits, employers do not get reasonable re-

turns of investment from the employees. 

Employers are also sighing in their 

challenge finding candidates with the 

ability to articulate their ideas and chal-

lenge views in standing their grounds to 

arrive to best solution. This points to our 

abilities to think out of the box and be cre-

ative in context. 

Sometimes, I do have fears of colour-

ing outside the line. And, I do not have 

much appetite to explore unfamiliar 

grounds and to be uncomfortable. I do 

find myself in situations where I chick-

ened out to contest ideas. 

Therefore, I hope with SkillsFuture as 

a national movement that deepens and 

broadens skills, we will be able to prepae 

both younger and older generations to be 

future ready, especially when faced with 

complex situations. And, it is no longer 

just paper qualifications but also skills 

mastery.

Towards life-long learning.
In school years, individuals can make bet-

ter informed education, career choices 

and meaningful internship and interna-

“I hope with SkillsFuture as a national movement to deepen and 
broaden skills, we will be able to prepare both our younger and 
older generations to be future ready, especially when faced with 
complex situations. And, it is no longer just paper qualifications 

but also skills mastery.

tional immersions through programmes 

like Education and Career Guidance 

(ECG), Enhanced Internship and Young 

Talent Programme (YTP).

In the tertiary level, there are courses 

on theater management, Diploma In Son-

ic Arts, design courses offered at Singa-

pore University of Technology and Design, 

Allied Health Programmes, Occupational 

Therapy, Degree on Social Work, to aid in-

dividuals in channelling their passion into 

the right courses. 

To help fresh graduates have a head 

start in careers related to discipline of 

study, individuals can benefit from the 

SkillsFuture Earn and Learn Programme. 

In growing individual’s career years, 

programmes such as Skills Future Mentor 

programme, Skills Future study awards, 

SkillsFuture fellowship and SkillsFuture 

Leadership Development Initiative are 

in place to deepen specialist skills and 

achieve skills mastery.

Therefore, there are a range of choices 

provided and up to us to make our choices 

according to the direction or outcome we 

want.

Our education system plays an impor-

tant role in Skills Future. There needs to 

be skills to be recognised beyond the aca-

demic qualifications. Understanding their 

strength at a young age. The polytechnic is 

more hands on. Opportunities to explore 

interests and passion.

 Learning is a skill. Life-long learning is 

a greater skill. 

SkillsFuture:
For more information on SkillsFuture, 
contact Karmila at 6293 3822 or email at 
karmila@smecentre-smcci.sg
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The Tea People

+65 9060 8936

Honey Lemon



28


