
EDITOR ARJAY L. BALINBIN

By Miguel Hanz L. Antivola

S1/5LaunchpadWEDNESDAY, SEPTEMBER 6, 2023

By Patricia B. Mirasol
Reporter

INTEGRATING personalization and 
innovation into business strategies 
stands as a paramount move for mi-
cro, small and medium enterprises 
(MSMEs) looking to tap into the 
heightened consumer engagement 
and increased spending during the 
“ber” months, according to an expert.

The Philippines is known for its 
unique and extended holiday cel-
ebrations, which run from September 
through December.

This extended period of festivi-
ties results in heightened consumer 
activity and increased spending, 
making it a prime time for busi-
nesses to connect with their target 
market, said Armando “Butz” O. 
Bartolome, a business mentor and 
founder/president of GMB Fran-
chise Developers.

“Opportunities are around, ex-
cept that people would really need 
to identify which opportunities are 
there,” he said in an interview with-
BusinessWorld.

By customizing their offerings and 
embracing innovative approaches, 
MSMEs can effectively engage with 
consumers and make the most of the 
extended festive period, he noted.

Customization involves tailoring 
products and services to closely align 
with consumer preferences during 
the festive season, he noted.

“Innovation is very, very impor-
tant here,” Mr. Bartolome said, high-
lighting the creativity underpinning 

products such as personalized gift 
hampers or refrigerator magnets 
with sensors.

“Offer samples,” Mr. Bartolome 
said. Business owners might be put 
off by the cost, but “sampling is very 
effective,” he added.

He also advised MSMEs to use on-
line platforms to market or sell their 
products.

Collaborating with established 
e-commerce platforms, like Lazada 
and Shopee, provides MSMEs with a 
wider customer base, he noted.

Both platforms have a history of 
above-average numbers of orders 
during the season. This is buoyed 
by their 9.9, 10.10, 11.11, and 12.12 
sales days.

Lazada, for one, reported that 
electronics sales surged 230 times 
during its 11.11 sale in 2022.Makeup 
and fragrance purchases were also up 
seven and six times, respectively, as 
compared to normal days.

Shopee, meanwhile, noted that 
orders from Shopee Mall, a by-invite-
only premium retail space reserved 
for brand owners and authorized dis-
tributors, surged “14 times” from an 
average day in its 12.12 sale in 2021.

Sellers can entice customers 
through promotions, which may or 
may not necessarily mean discounts, 
Mr. Bartolome said.

He said that they can bundle prod-
ucts so that buyers who want to upgrade 
can have the second product at 50% off.

“That’s promoting your brand,” 
Mr. Bartoleme noted. “Another way 
is to provide a coupon for a product 
they can buy even after the Christmas 
season... People will say, ‘Ok. I have a 

coupon from this store. I’ll probably 
redeem this coupon.’”

“You don’t have to give a massive 
discount because your profitability 
will be affected. It cannot be a do-or-
die,” he added. “Know where your 
bottom line is.”

He said that it is also crucial to set 
up a realistic budget that accounts for 
logistics, manpower, and expenses 
such as participation fees in pop-up 
stores and bazaars.

Attentiveness to customer feed-
back, he also said, can differentiate 
a business from competitors. The 
success story of Coffee Buddy, a cof-
fee business in Quezon City, show-
cases how customer focus can lead to 
growth and expansion, he added.

“The husband-and-wife owners 
are very attentive to customers. That’s 
one of the things I saw,” he said. “[Sec-
ond of all,] they get testimonials from 
people who love their coffee.”

“There was a time during the sea-
son when they could hardly walk in 
their shop because of all the packages 
they had to prepare for pickup for 
all the food delivery platforms,” he 
noted. Even with the proliferation 
of competitors, it is still possible to 
“establish your unique selling propo-
sition... if you put all your efforts in it.”

Mr.  Bartolome also advised 
MSMEs against overstocking their 
inventories.

“Make sure you can move your 
goods. Make sure the people who are 
selling with you know how to move 
the products,” he said.

Those who end up understock-
ing, meanwhile, can capitalize on 
the circumstance by turning it into a 
relationship-building exercise with 
consumers.

Instead of saying, “‘Sorry, this item 
is no longer available,’... have that 
clincher,” Mr. Bartolome suggested. 
“Say, ‘Give me your number. I will 
have this product delivered to you 
within the next two weeks,’ so then 
you have that promise you will never 
want to compromise.”

Don’t be afraid to start a business, 
Mr. Bartolome stressed.

“Be personal. You may have prod-
ucts that other sellers are also sell-
ing online, but you [can be] different 
because you have this personal ap-
proach. Start with whatever you want 
to sell but put your heart and soul into 
what you’re selling.”

A COMPREHENSIVE and clearly 
outlined “national vision” for the 
startup ecosystem is needed to facili-
tate its growth, according to a Singa-
pore-based think tank.

The Philippines, like many other 
countries, recognizes the potential 
of startups to drive innovation, eco-
nomic growth, and job creation. To 
fully harness this potential, it is im-
perative to establish a roadmap that 
outlines the desired trajectory of the 
startup ecosystem, Peng T. Ong and 
Doris Magsaysay Ho, trustees of the 
Angsana Council, said in an interview 
with BusinessWorld.

“The most important thing for 
alignment is a clearly articulated vi-
sion — what it looks like for the Phil-
ippines five to ten years from now in 
terms of the sectors and industries 
we want to create and develop,” Mr. 
Ong said.

“You can systematically go through 
a high-level vision and ground it in 
the reality of what you need today for 
the next ten years,” he added. “I think 
it’s eminently possible, but someone 
needs to take the ball and run with it.”

The Philippines slipped two places, 
now ranking 59th out of 100 countries, 
in the 2023 edition of the Global Start-
up Ecosystem Index by the research 
center StartupBlink. With a score of 
2.469, the Philippines is still the sev-
enth-lowest scoring country among its 
peers in the Asia-Pacific region.

Mr. Ong noted that local invest-
ment funds are key to startups’ 
growth. “We could ramp that up. We 
could create policies that generate 
more funds to enable more startups.”

However, economic development 
initiatives need to be better aligned with 
processes treated like one would ap-
proach a business, according to Ms. Ho.

“Maybe we can put money in building 
new technology that we own,” she said 
on the proper allocation of government 
funds for a unified growth approach.

The country must come up with 
specific, grounded goals that maxi-
mize the abundant resources, accord-
ing to Ms. Ho. “We actually do have a 
lot of the aspects. We just have to put 
it together.”

Mr. Ong cited the Philippines aim-
ing to become the artificial intelli-
gence (AI) hub in Asia as an example.

“Maybe every year in the next five to 
ten years, there is an AI-based services 
company that IPO’s (initial public of-
fering) as a unicorn,” he said on a daring 
vision grounded in reality. “How many 
companies should start up today? How 
much fund? Do I have enough people?”

“Because we have a huge BPO 
(business process outsourcing) in-
dustry, a fund can be put together to 
bring in all kinds of startups looking 
for AI solutions,” Ms. Ho added.

“Just get clear with the results you 
want and how it is going to help the 
industry or replace parts of it,” Mr. 
Ong said.

Mr. Ong and Ms. Ho said that a 
structure for startups, in which the 
government provides the funds and 

the private sector takes action, can 
help ideas flourish, similar to the 
technology innovation incentives and 
schemes in Singapore.

“We have to copy those things that 
work because it’s better to have the 
government fund the decision made 
by someone who knows what they’re 
doing, who has skin in the game.”

While taking inspiration from other 
countries and how they manage their 
startup ecosystem, Mr. Ong and Ms. 
Ho mentioned the need to strengthen 
diaspora and academic participation.

“The diaspora is a grossly underesti-
mated strength of the Philippines,” Mr. 
Ong said. “If you can inspire three or 
five percent of global Filipino top-notch 
executives to have the vision of what 
this country can be, get them back here, 
and help them, I think it’s a no brainer.”

“Give them the sense of mission 
to come back and bring the country 
forward,” Ms. Ho added. “If the Viet-
namese and Indians can do it, why not 
the Filipinos?”

Ms. Ho said that the academe plays 
an important role as incubators of 
thought for anyone to come up with 
the next bright solution to the coun-
try’s problems and beyond.

“The problems in Indonesia, Thai-
land, and Vietnam are not that di� er-
ent from those in the Philippines,” Mr. 
Ong said.

“There’s a whole market that could 
be ready for companies, products 
from here going out towards not 
just Southeast Asia but the rest of 
the emerging markets, from Africa to 
South America.”

PHL startup ecosystem needs clarity in 
‘nat’l vision’ to grow — Angsana Council
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Qualifications:
•	 Graduate	of	Bachelor’s/College	Degree	in	any	field	
•	 At	least	2	years	of	working	experience	in	a	related	position
•	 Flexible,	trustworthy	and	willing	to	work	under	pressure
•	 Proficient	in	speaking	and	writing	in	English	&	Korean	Hangul
•	 Good	Interpersonal	and	communication	skills
•	 Can	work	with	minimum	supervision	

MCM MODERN CHICKEN MANILA 
HOLDINGS CORPORATION

Unit	1101	Antel	Seaview	Towers	Bldg.,	Roxas	Blvd.	St.,	Pasay	City

Kindly	send	your	resume/CV	to	this	Email:		
Tel. No.:	(02)	817-3484			

Email:	cristina.moderntablemnl@gmail.com	
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