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Visit To Agricultural Park

The first activity in 1989 organised
by HBSACM was a visilt 10 Taman
Pertanian Malaysia, Bukit Cerakah,
Shah Alam, Selangor Darul Ehsan
on Sunday, 26th February 1989
from 8.30 am to 2.30 pm. Twenty
(20} families comprising of 74
persons participated in this activity.
The objective of the visit was 1o
enable the Members to interact with
one another whilst at the same time
t enjoy the scenic view offered by
Taman Perlanian Malaysia.

The Club was honoured by the
presence of Y.B Datuk Seri Sanusi
Junid, Minister of Agriculture who
gave a short brieling on the estab-
lishment and operation of the
Taman. After the briefing, the
Ministry also provided traditional
breakfast 1o the participants. We
were furl unatd¢ on lhﬂl 1_1.;1‘!.:' o 'L"L"i_l[‘_lt'!-'.ﬁ.
various activities relating to padi
planting and harvesting. At the end
of the day, the Members had buffet
lunch at Danau Perikanan.

The Club would like to record
their appredation to the Y.B. Minister
of Agriculture and the staff of the
Ministry of Agriculture for their
hospitality  extended w0 our
Members and families during the
visit to the Taman Pertanian
Malaysia.

continue on Page 3
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AL INES

PRESIDENT'S

DESK

The Family Quting at the Agricultu
ral Park for members of the Club and
their families on Sunday, 261th Feb,
1989 1o start off the Club’s 1989 pro-
gramme of activities signified one of
the new priorities of the Club = 1o
serve better the needs of the members,
and to bring members closer together.
In fact, the new Executive Committee
has made other initiatives 1o realise
this priority. The survey 1o assess
members  Activity  Preference  will
become the basis for planning Club
activities based on what members
actually want. And in order 1o ensure
that members continue to subscribe
their dues, the annual subscription has
been reduced from 8150 to %50 for
Ordinary members, and from $100 o
£30 for Associate members.

For a small yet exclusive Club such
as ours, COmmunication among mem-
bers is of utmost importance and, as
such, members will now get four
issues of the Club Newsletter instead
of two. Bul we need contributions
from members in order 10 make the
Newsletier meaningful.

A membership drive will be initiared
to enlist as many participants of the
HBS and SMDFP programmes as
members of the Club. The HBS
Alumni fraternity will be enlarged on
a regional basis with efforts to establish
linkage with the brother Clubs ol
ASEAN countrics. An ASEAN Alumni
Directory, hopefully, will be a prelude
1o the formalisation of an ASEAN HBS
Alumni Association. The game of golf
will be one of the means to achieve
inter-personal  socialisation  among
members and between Clubs.

The highly successful Senior Man-
agers Development Programme  will
continue to be the Club’s most im-
portant function. This is very much in
line with the recently established Club
mottoe “IN  PURSUIT OF EXCEL-
LENCE".

A training programme for small-
sized companies is already in the pipe-
line and is seen as another contribution
towards the country's business deve-
lopment efforts. Seminars and sympo-
siums on selected themes and topics
will keep members abreast of current
affairs.

Your Exccutive Committee has also
decided 10 take a second look at the
basis for the "Manager of The Year
Award’, and also how best the Club’s
Trust Fund could be better managed.
Can we afford 1o have our own “Club
House” where members could interact?
Your Committee has started talking
about it.

Since the Club’s formation in 1976,
eleven Presidents had steered the Club
Lo its present status as one of the most
exclusive Clubs in the country. “An
Evening With Past Presidents” will be
held on 28th March, 1989 10 enable
the Club members o get 1o know
better the past ‘Caplains’ of the Club,
while al the same lime, the past Pre-
sidents could well use the opportunity
to offer advice and views 1o further
strengthen the Club's standing.

A Company is as strong as the
people in the Company. So also with
the Club. Our Club can only be as
strong as the members want it 1o be,
We look forward 1o vour continuing
SUppOrL.

The Committee is grateful 1o MAS for solely sponsoring this publication.
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An Evening With Past
Presidents By Dato’ Sulaiman Abdullah
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It is a credit to all the Past Presidents that
we have gone this far and retain our identity
as being a distinguished Club from a distin-
guished business school. Y 4 4

Dato” Sulaiman Abdullah

£

F irst of all I wish 1o thank you o
the invitation and for the good
turnout of members.

It is a greal honour o have been
asked to speak on behalf of the Past
Presidents and after agreeing to do so |
should comment that the choice of my
being here was not done in the normal
demaocratic process. My only justifi-
cation seems that [ was the firsi
President of the Club when we were
officially launched in 1977,

Looking back is a favourile past-
time for those who are no longer in
their prime years of creativity, ol doing
something noble, good and exciting.

Way back in 1975 as a participant a
the AMP and with all the facilities; the
pool of knowledge, the very environ-
meni and information available ther
| could not help but feel over-awed
by the big gap that exists in the way
that business activities were carried
oul there and here. Merges and acqui-
sition were already the in thing in
corporate . America  whereas  these
activities were quite unheard of in
Malaysia which was still preoccupicd
with the tasks of infrastructure and
rural development. Business loo were
still. very much dominated by the
family 1vpe management style,

In 1977 we had enough members
o form a Commitltee comprising of
Tan 5ri Saw Hual Lye, Tan Sri Jamil
lan, Lilian Too and Ng Sing Hwa., We
were very enthusiastic in carrying the
message of HBS which as yvou know
the business of Harvard is business,

Such being the case it was a right
decision of the HBES Club in its firs
year o emphasize on the need o
training and exposing our executives
Lo further management education.

Oun of this concern grew the Senior
Management Programme which ook
at least a year 1o plan and fortunately
also provided the Club with the neces-
sary income for its other social acti-
vities  like annual dinners, guesis
speakers and goll wurnaments. 1 do
not sce that there has been much
change in the general patern of the
Club's activities during the years
retaining its overall programme con-
lent of training, awards and rescarch
which were introduced in later years.




[t is a credit 1o all the Past Presidenis
that we have gone this far and retain
our identity as being a distinguished
Club from a distinguished business
school. We can centainly take pride
from the fact that there is none from
Chicago or Stamford or Manchester to
rival us!

Now what have we missed doing
or achieving. | had envisaged at the
inaugural of the Club that we be
active and act as a sounding board to
policy formulation affecting business
and that we foster closer links with
countries in ASEAN. In fact we had
representatives from Indonesia and
Singapore on that occasion. Although
individually several among us serve
on Boards or Agencies where matters
affecting business policy are discussed
and decisions taken, the Club as a
Body is not today represented in the
milling process. We are not say in CIC,
FIC, BN, MIDA, during the budgen dia-
logues or more recently in NECC and
these are powerful Bodies whose
action affect  business o a wvery
considerable degree. We do not serve
as a listening outpost for lorcigners
and entrepreneurs and firms seeking
to invest here. But they often consult
ISIS/MIER, relatively new organisa-
tion compared 1o us for an updaie on
the country’s economic performance
as well as the political and sociological
climate for investment.

Can we also say that we graduates
of HBS, in our individual capacities
in the Companies that we serve or
own and manage, are instrumental
and leaders in respects of ensuring
maximum corporate disclosure: mov-
ing apace with corporale expansion
in new hitech areas, taking over
Companies through leverage buyouts
and increasing marker shares in the
global markets; or are we in the lore-
front in respect of knowledge abou
conversation and dangers 1o the envi-
ronument arising  from the so-called
greenhouse effect and advocating and
doing  something  about 12 11 the
answer o these is No — we are no
there — then clearly HBS has to be
doing something and as a Club we
need to be active, assertive and visible
in arcas of business policy and deve-
lopment, in public affairs and matters
of concern Lo sociely and including if |

may also add the promotion in the
field of Ars!

Our links with ASEAN has also
remained unfulfilled even  afier
several years. True we have had the
regular golf competition with Singa-
pore, Thailand and among golfers
there are those, I am sure that make
regular trips 10 Jakarta and Manila.
But | believe the establishmenmt of a
mare concrele business relationship
with our counterparts in ASEAN is a
priority task in view of the imporiance
of the region to world trade and 10
future development in respect ol the
ASEAN Common Market and that of
the Pacific Rim countrics. Malaysia's
presence in the countrics in ASEAN
and vice versa is quile negligible and |
think there is not enough contact and
information flows at the business level
and crystalised in the form of specific
projects as endeavours 1o signify HBS
global intent.

KL is in a sense a considerable
handicap as far as information is
concerned  despite the advances in
electronic  media  technology  and
explosive growth of the printed
materials,  Business  is  after  all

information that can be translated into
investment and production and the
environment that we work with is
constantly changing. The challenge
is whether as a community with the
training and flair we have acquired,
we are quick enough and smart
enough 1w make full use of the
information that is ar hand.

L am thanklul for the opportunity of
making this presentation. [ hope the
Club will grow from sirength 1o
strength,. The priorities that the New
Executive Commillee and current
President Dato Alladin have set for
themselves promise a very full and
exciting months ahead. The cfforts
deserve cvervone's support and we
must continue to urge those who have
been absemting themselves from the
Club’s function to be more active. We
need a convenient vehicle to bring all
the members together and we should
give our thoughts as 1o what could be
the appropriaie vehicle 1o bring out
that magic. 1 leave vou with this
thought and thank vou all again for
this opportunity.

et Azwian

Crfrazendt

Tan Sri Zam




“Guide For Small

Businessman”’
By Dr. Mahathir bin Mohamed

Dy Meliardedr fevy Modratoned

fre Harvard Business Scfrood wild
ek on g progranmime of assist-
ieg sl businessman  Herowgl
Sennars, case stwdies and lectures. In
QU PIEPATANIONS We (e dcross an
miteresiing book entitled “Guide For
Small Businessmen ™ updated in 19853,
Whilst the book was written for
sinall busineess most of the priviciples
are applicable o all businessomen and
frave a commion sense approach o the
world of trade sself

As sucly HES i happy to ik off

these serfes with the Patron's conirr-
Duition.

For the vast majority of Malays il
takes a long time 1o decide whether or
not o take the plunge into this entire-
Iy new field. They go through a long
and necessary period of soul searching
first. This can alter the man
leaves school, or university, or even
afier he has already begun work in a
salaried occupation. In many cases,
the crucial decision is made only much
later in life afier he has retired from
service with the Government, or in
the corporate sector.

UL

The basic recommendations for
someone making a decision 1o go into
business are as follows:

I. Have a positive attitude 1owards
business — do not in your heart ol
hearts look down upon i

2. Regard it as a permanent under-
taking, not a temporary or part-
lime activity.

3. You should have the right motiva-
tion and the commitment for going
inte business. Do not do it just
because you have others
succeed that way. Dot because you
want 1o do it for vourself and 1o
achicve for yvoursell.

sCCn

4. Select a business that is in keeping
with your experience, expertise
and capital.

5. Do not, however, do business on
one hundred percenmt borrowed
MOney.

&, Plan the business well so that it will
endure, thrive and expand in the
future.

Ghisisivng
o Business

Amongst the many reasons which
influence a person 10 go into business,
the main attraction for those without
experience, seems 1o be the magic lure
of profit. Consequently, they tend 1o
go for those businesses which appear
1o be the most profitable,

Choose a business that is in kecping
with your ability, knowledge, experi-
ence and capital. Evaluate these four
factors thoroughly and do not believe
anyone who says he knows of a busi-
ness that is simple, and which will
vield large profits quickly. There is
nothing easy about business. A biter
truth that will be borne in on you as
soon as you try it for yoursell. How-
ever, those who plan properly, who
are realistic, hard working, and whao
are prepared o face hardships 1o begin
with, will prosper in the end.

Copitat

The waord “capital” does not refer to
money alone. It must still be recognis-
ed. however, that money is an
clement that few businesses can
dispense with.

1. Restricted capital is not a problem
if you are selective and stay within
yvour means i.e. think modest.

. As far as possible try not to borrow,
especially those with little or no
business experience.

3. Your total capital outlay will go far
beyond the purchase of the goods
you will sell, and will include:

a) expenditure needed to obtain
suitable premises

[




b} rent

¢) publicity & advertising
dy displays

¢) businessman'’s salary
[} licenses & taxes

4. There must be capital to replenish,
and prelerably 1o increase supplies
before you are in a profit making
position. You need to give the
appearance of a flourishing
business.

5. Your capital should be enough to
sustain all yvour business expendi-
ture for at least one year. The time
needed to reach breakeven point,
varies with the type and size of the
business. The bigger the venture,
the longer usually you may have 1o
wail for it 1o show a profit.

Locotion

Location is most important. The
wrong choice can lead to failure. The
following points may serve as guide-
lines when selecting a location,

. The location must be suited 1o the
type of business. What succeeds in a
big city is not so likely o dowellina
small town environment,

2. In an wurban setting, businesses in
the same category should be locat-
ed in the same area, but in a village
or small town they need to be far
aparl.

3. In markets, like businesses clusier
together.,

4. The locations has o be easily
accessible o customers.

5. In these days of car travel it is
betier to choose somewhere with
adequate parking facilities, even if
it is far out, than a location in the
heart of wown but without some
facilities.

6. The suitability of the location

outweighs even a high ren.

. Small businesses may be carried out

to advantage in premises that
serves as a residence for the owner

-]

and his family.

The basic principle of business is
that profit will be vielded if the selling
price is greater than the cost. You must
first know the cost, therefore, before
fixing the selling price. Otherwise,
your price may be too low. On the
other hand if it is too high — sales {or
vilume) will be affected. Costing has
1o be done as thoroughly as possible.

Pricing depends on a variety of
lactors. They include, in summary, the
business environment, the need of the
customer, the market demand for
goods, the supply position and other
marketl conditions, Businessmen who
do not understand these factors can-
nol hope o succeed.

All businesses in today s world need
publicity of one kind or another. The

hawker making his rounds calls out

what he is selling. The ice cream
vendor rings his bell. The small shop-
keeper displays the name of the shop
on a board. Large corporations adver-
tise their good on television and in the
cinema. The bigger the business the
greater the expenditure on promaotion.

Generally, businessmen do not like
to spend money on advertising. If they
can get away with it they will avoid it
entirely. This mayv be due to a feeling
of shame which inhibits them from

proclaiming to the world that they
have to earn a living from business. Or
it may be that they regard advertising
as a waste of money. They may feel
their product is sufficienily  well
known and that further publicity
would be superfluous.

To help a business succeed, provi-
sion should be made for professional
and top quality advertising. Sign
boards should not be allowed 1w
become old and shabby, An allocation
for publicity must be included in the
estimate of expenditure,

Shops must be well appointed and
goods  displayed for the case and
convenience of the customers.

Customer service should be of the
highest standard. Owners and emplo-
yvees alike must realise that their
income depends upon the success of
the business, and their attitude
towards customers is a vital element in
that success.

Competition in business is inevit-
able. The businessman who acceplts
this as a fact of life and is prepared for
it, is much more likely 1o succeed.
There is no place in business for people
unable 1o stand up o competition.

A ol

Honesty and integrity are prime
factors in business. They are in fact a
form of business capital. A person who
is trustworthy and with a high credit
rating can do business without need-
ing money capital. Conversely no
amaount of funding will last long in the
hands of a businessman who is not
trustworthy.




EGM: Additions &
Amendments
-~ To The Constitution

Date: 28-11-1989

ADDITIONS
TO THE
CONSTITUTION

The Meeling unanimously received
and approved the following additions o
the Constitution of the Club.

a) Article III, Section 1{d) — Absent
Member
An Ordinary Member who will be
away from Malaysia lor more than one
year could apply to be an Absen
Member, An  Absent Member s
exempted from paying the annual
membership fee and will not have the
right to vote or hold office. Upon his
return to Malaysia an Absent Member
can continue to be an Ordinary Member
without having to pay the entrance fee
and making formal application (o be an
Ordinary Member.

b) Article III, Section I{e) - Associale
Member
Any person who has officially par-
ticipated in the Senior Management
Development Program  organised by
the Harvard Business School Alumni
Club of Malaysia shall be eligible 1o be
an Associate Member. An Assodate
Member will be eligible to participate
in the Club’s activities except he will
not be entitled to vote during the Gen-
eral Meeting and would not be entitled
1o hold office in the Club,

AMENDMENTS
TO THE
CONSTITUTION

The meeting unanimously received and

approved the following amendments to
the Club’s Constitution,

a) Article VI — General Meeting

Section 3

The Annual General Meeting of the
Club shall be held in the last quarter
of each wear. The Annuwal General
Meeting shall be held with al least
fourteen {14) days notice being given
Lo all members of the Club. All members
of the Club shall also be provided with
the agenda for the Annual General
Meeting, together with the audited
statermnent of accounts for the previous
financial vear and these shall be
despatched to members at least four-
teen (14) days from the date of the
Annual General Meeting.

b) Article VIII - Executive Committee

Section 1

The Club shall be administered by
an Executive Committee elected at a
General Meeting. The Executive Com-
mittee shall comprise the President,
two Vice Presidents, the Hon, Secretary,
Assistant Hon. Secretary, Hon. Trea-
surer, a Director of Activities and four
Ordinary Committee Members. The
Executive Committee shall be em-

<)

powered to make bye-laws not incon-
sistent with the constitution for the
administration of the Club, All mem-
bers of the Executive Committee and
every officer performing executive
functions in the Club shall be Malaysian
Citizens or Malaysian Residents.

Article I Section 3 = The Schedule
Of Fees

Associate Member:
Entrance Fee

£150.00

Annual Fee - % 30,00
Ordinary Member:

Entrance Fee — 520000
Annual Fee - % 50.00

d) Article XIV Section 2 — Amend-

ments Of Constitution

Subject to the prior approval of the
Registrar of Societics, this Constitution
may be amended at any Annual or
Extraordinary General Meeting of the
Club by a two-third majority of the
members present, provided that no
such action shall be taken by any meet-
ing, unless notice of said meeting has
been duly sent 1o every member at least
fourteen (14) days before the date of
the meeting.
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