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BACK i n 1987, a young conputer graduate decided to |l eave his job at a

| arge consulting firmto try his hand at the then rapidly grow ng

i nformation technology (1 T) business. Al though he didn't inmmediately
devel op any software, a meeting with sone friends in the property and
construction industry two years | ater | ed the young man, Ken Yong, to find
hi s niche i n devel opi ng software for the particul ar i ndustry.

By 1990, D Devel oper, the conpany's first software for property
devel opers, hit the | ocal market and was wel | received by nmany.

Inthe foll owi ng years, nore sol uti ons were devel oped, catering to the
gol f clubs, hotels and resorts as well as the finance and | easi ng sectors.
Today, t hat conmpany's offerings include custoner rel ati onshi p managenent,
and manufacturing and distribution solutions.

As the business grew, | FCA MsC Berhad carved a nanme in devel opi ng
i ndustry-specific solutions. As the conpany devel oped nore software, the
earlier ones in the DCS version were upgraded to the Wndows platformto
cater to the changing tines.

"W al so worked in partnershipwith IBMand M crosoft, hel ping sell the
mul tinational conpanies' offerings to our custoners," says | FCA' s
presi dent Leong Nyu Kuan

Havi ng secured 60 per cent of the construction conpani es and 80 per cent
of the property devel opers Iisted on the Kual a Lunpur Stock Exchange as
their custoners, | FCAtook an expansion route to nmarket its solutions in
the Asean countri es.

"We established our presence in Indonesia, Thail and, the Philippines and
Si ngapore, but due to the differences in culture and way of doing
busi ness, we didn't do as well as we had expected. Due to our strong
presence in the Ml aysi an nmarket, we coul d cover the investnments we made
inthose countries, although they didn't i medi ately contribute to our
growth in revenues," Leong says.

It was only after operating in those countries for about two years when
IFCA finally started seeing sone profit. But unfortunately, the 1997
econom ¢ crisis struck

"We couldn't escape getting hurt in the 1997's economc crisis as we had
focused a lot in these countries. W | earnt that focusing only on one
region can be quite risky, and by 1998 we decided to expand into different
regions," says I FCA' s vice president Tan Chen Meng.

EXPANSI ON PLANS

Today, the conpany has ventured into South Africa, Australia and
Mal di ves. I nstead of taking a direct presence approach, it i s nowworking
wi th channel partners. "Wth this, we do not have to bear overhead costs
and all other costs related to managi ng our office," Tan expl ai ns.

Entering the South African market wasn't very difficult because forner
Prinme Mnister Tun Dr Mahat hir Mohamad had opened the doors for Ml aysi an
busi nesses to South Africa through the trade m ssions.

"Al t hough our country wasn't known as a software producer, but with the
conprehensive and i ntegrated suite that we had devel oped, we coul d sel
our solutions without much difficulty," Leong says.

DEVELOPI NG SOLUTI ONS

By 1994, the conpany had al ready devel oped its five core sol utions,
nanely Contract Plus, Know edge Pl us, ERP Pl us, Lonas Pl us and Consol
Pl us. Wen t he Wndows technol ogy gai ned popul arity in 1995, the conpany



decided to migrate its solutions to the newplatform

IFCA is currently devel opi ng a new generation of software on IBM s
nm ddl ewar e sof tware pl atforns, namely Websphere Sof t ware and DB2
I nf ormat i on Managenent Sof t ware t echnol ogi es, expected to be ready by
m ddl e of the year.

"Ni nety per cent of our R&D (research and devel opnment) is currently
spent on I BMtechnol ogy as we believe their technology will bring us sone
good return on investnent," Tan points out.

| FCA seal ed an | SV Advant age Agreenent partnership with IBM| ast year,
whi ch enabl es the conpany to | everage | BM s gl obal network of resources.

According to | BM Mal aysi a' s narketi ng manager Joyce Tang, the
part nershi p bui |l ds upon t he exi sting PartnerWrl drel ationshi p between
both parties and conpl enents the | BMPartnerWrld Agreenent that was
previously in place.

"PartnerWorld is a conprehensi ve narketi ng and enabl ement progranmme
whi ch provi des a vast array of benefits such as the sharing of resources
and marketing efforts, technical resources and support, training and
certification, and busi ness i ncentives for significant advances inthe
i ndustry," she says.

GO NG GLOBAL

Goi ng forward, the conpany's nain aimis to conquer the gl obal narket
and becone the | eadi ng property and construction software provider.

The Mesdaqg-1isted conpany hopes to penetrate into the Anericas and
Eur ope.

"We've just nerged with a | eadi ng property software devel oper in China
to forma joint-venture conpany call ed Syswin-1FCA to enter the Chinese
mar ket. The market in Chinais huge with over 30, 000 property devel opers,
conpar ed t o about 3, 000 regi stered devel opers in our country," Leong says.

"As such, we want to strengthen our foothold in China, and t he best way
to do that is through a partnership,” he adds.
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