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Be nore aggressive

IN business, staying still usually nmeans being left behind. If a firmis
conpl acent and renains where it is, its conpetitors will eventually
overtake it. A person cannot be a good businessman if he is not aggressive
and constantly exploring for new markets and investment opportunities.
Prime Mnister Datuk Seri Dr Mahathir Mhanad gave val uable advice to

Mal aysi an entrepreneurs on business opportunities when he urged them to be
nore aggressive in pushing for trade with devel oping countries, especially
Africa and West Asia. Ml aysian manufacturers will not be able to expand
their exports as fast as they should if they rely too nuch on the

traditi onal narkets.

O course, it is safer and nore confortable to stick to the markets that
you are famliar with. But the risks of noving nore aggressively to tap
new markets in developing countries are worthwhile because of the
potential rewards. Furthernore, as Dr Mahathir noted, businessnen in
devel oping countries are keen to do business and trade with us. They are
waiting for us but we are slow in going to them This is a pity, because
all business opportunities, wherever they are, should be examined on their
own nerits. The quality of some nmade-in-Mal aysia products is conparable to
those produced in the industrialised countries but if |ocal nanufacturers
do not go out to exhibit and sell themto as wide a nmarket as possible
especially in developing countries, then new potential buyers will not
even know of them |et alone purchase them Mreover, their products are
nore affordable to consuners in the developing world. In a highly
conpetitive environment, Malaysian businessnen should attenpt to capture
new markets and get thensel ves entrenched before conpetitors from other
countries nove in.

What is worse is for sone businesses to make goods in Ml aysia but then
rely nostly on middlemen in other countries to nmarket and sell their
products for them They should not depend on such "internediation" and
instead go out and sell their products directly to existing markets and
devel op customers in new ones. At the sanme tinme, the business comunity
must al so be careful. Sone have been known to ride on the reputations of
others, including the Governnment, to rig deals that give Ml aysian
busi ness a bad name. Dynanmism and integrity are essential if our firnms are
to conmpete against |ower-cost producers in the region and beyond.
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