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Cover Story

As Malaysia moves into an innovative-led economy, there 
is a pertinent need for us to make every effort to ensure 
the commercial success of the ICT products spinning off 
from Malaysian innovations. We must assure the world that 
the products we churn out are of the same high quality as 
products from other developed nations.

I am very confident that the recently launched MSC 
Malaysia Product Assessment and Rating will provide a 
perfect platform for Malaysian players to implement the 
highest quality standards in ensuring the reliability, security 
and overall quality of their products. 

The Main Story in this issue of the Newsletter delves 
directly into this subject, so be sure to spend a couple of 
your valuables minutes to learn more on this latest initiative 
of ours.

– Ir Dr Karl Ng, 
Head of Capability 

Development Department
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Malaysia National ICT Initiative.”
About 50 external stakeholders were present 

at the workshop including representatives from 
software development companies, certification 
bodies, government departments, and software 
end user industries such as healthcare, agricul-
ture, and education.

Badlisham said the requirements of the 
MSC Malaysia Product Assessment and Rat-
ing Framework are clear. “Firstly, it is to be a 
user-friendly means to efficiently, accurately 
and quickly assess, rate and, if necessary, cer-
tify products made by MSC Malaysia Status 
companies.

“Secondly, the products must also conform 
to international standards and be globally 
recognised as a true measure of the quality 
of an ICT product. Last but not least, it must 
include feedback mechanisms to facilitate the 
improvement of lower rated products.”

The development of the Framework is of 
paramount importance to MDeC, hence all fac-
ets of the organisation – Industry Development, 
Socio-Economic Development and Capacity 
Development – will be actively engaged in this 
project.

This current phase in the 
development of the MSC 
Malaysia Product Assess-
ment and Rating Framework 
will last until September 
2010. 

Head of Capability De-
velopment Department, Dr 
Karl Ng said it is difficult to 
benchmark and gauge the 
quality standards of MSC 
Malaysia products currently, 
as there is no set of standards 
to benchmark upon. 

“Without this measure-
ment, we do not know where 
and how our products stand. 
It would be very hard to 
improve and produce better 
quality products if we do 
not know where we are,” 
Ng said.

Because of this, there is still the percep-
tion of low quality standards towards locally 
developed ICT products in Malaysia. He added: 
“The ultimate aim of this project is to promote 
and implement quality standards in MSC 
Malaysia products thus reducing or even 
eliminating damaging perceptions towards 
locally developed ICT products.”

Ng stressed that the Framework will not 
be able to solve all the issues relating to the 
marketability of a product, as there are other 
contributing factors such as funding and market 
access opportunity.

“The Framework, with all its purpose, will 
assess the quality of the local products and 
increase confidence of buyers, however it does 
not ensure that buyers will definitely purchase 
the products.”

He added: “It focuses on the quality side 
of the product, in order to help customer gain 
a certain confidence level in the quality of 
products that are rated with the Framework. 
At least the quality issues of the products will 
be addressed through this initiative.” 

By 
benchmarking 
products along 
objective 
criteria, we 
will be able 
to deliver 
feedback to 
the companies 
and help them 
improve the 
quality of their 
products.”
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In The Spotlight

YGL reached a new milestone in its rapid growth by becoming one of the first 
Malaysian software companies to secure the ISO 27001 certification.

The achievement was one of YGL management’s goals to take lead in achieving the 
global standards and taking adequate security measures to protect information assets.

ISO 27001 specifies the requirements for establishing, implementing, operating, 
monitoring, reviewing, maintaining and improving a documented Information Security 
Management System within the context of the organisation’s overall business risks. 

ISO 27001 is the international standard developed exclusively for Information Security 
Management Systems (ISMS), requiring companies to employ a methodical approach 
to managing sensitive information and ensuring data security.

The standard comprises ten exhaustive control categories including organisation 
of information security, access controls, physical and environmental security, asset 
management, business continuity management, communications and operations 
management.

Following is an interview with its Group Marketing Manager Humphrey Ho, where he 
speaks on YGL Group’s current efforts to put the company firmly on the world map.

Certifications help  
YGL soar on global stage

work instructions and others is developed, 
written and implemented. 

At this point, the quality management 
system needs to be examined to see if it is 
doing what it was designed to do. All levels 
of management were actively involved in 
order for our company to derive maximum 
benefit from the process. Our management 
fully supported the staff as they strive to 
juggle ISO-related tasks with their usual 
workloads.

How has MSC Malaysia Capability 
Development Programmes (CDP) 

assisted in achieving this certi-
fication?

MSC Malaysia CDP has worked 
with many organisations from 
diverse industrial and service 
sectors to successfully develop 
and register their quality sys-
tems. They are able to work 
with individual companies 
to design and implement 
simple, straightforward 
quality systems that are 

tailored-made to their specific operation 
while meeting the requirements of the 
quality standards. 

The CDP team helped us determine how 
the ISO standards apply to our company, 
besides assisting to mold our existing pro-
cedures into a documented system. These 
enabled us to achieve compliance as per the 
requirements of the ISO standards. 

MSC Malaysia CDP’s presence is the 
key to the success of our ISO compliance. 
They guided our efforts clearly, completely, 
and professionally. Our entire staff found 
them a pleasure to work with, and their 
assistance an invaluable tool in our ISO 
endeavour.

What are the other certifications em-
barked by YGL in the past?
Becoming certified in these information 
security practices adds that extra value to 
our products and services both locally and 
overseas. IT security is extremely impor-
tant, regular compliance and security audits 
conducted for all our engagements have 
d e m - onstrated YGL’s readiness 
and commitment to meet 

global requirements. 
Achieving ISO 
27001 certification 
is another way to 
recognise the level 
of security we 
provide to our cli-
ents, and the matu-
rity of our business 

processes. This 
certifica-

tion  

What are the factors that motivated 
YGL to secure ISO 27001 for Informa-
tion Security Management Systems 
(ISMS) certification?
Our vision is to become a successful 
Malaysian-owned IT company with a 
strong a presence in the global IT industry. 
In this industry, security is vital to our 
customer base – therefore obtaining ISO 
27001 certification is critical on our side. 
This globally accepted standard for envi-
ronmental management systems indicates 
that YGL has identified the environmental 
impact of its operations, adheres to 
regulatory requirements and 
takes a systematic approach to 
continuously improving its 
performance. 

Can you please share 
with us on the efforts 
it took to achieve this 
certification?
Preparing for the ISO 
audit involves rigorous 
training and hours of 
work. Timelines 
are developed 
to cover topics 
such as the ISO 
elements, team 
l e a d e r s h i p , 
problem solving, 
document writ-
ing and more. 
Our employees 
needed to work 
with the new qual-
ity management 
system on a daily 
basis. Documenta-
tion for standard 
operating procedures, 

Multimedia Development 
Corporation (MDeC) Chief 
Operating Officer Ng Wan 
Peng (left) with YGL’s Chief 
Executive Officer Yeap Kong 
Chean at the certificate 
presentation ceremony on 
June 1. The event was held 
in conjunction with YGL’s 
achievement in obtaining ISO 
27001.
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Leading Thoughts

by Gary Dale Cearly 

I recently watched a re-run of CNBC’s 
The Big Idea with Donny Deutsh which 
featured Gary Varynerchuk. Anyone who 
has ever heard of him knows he has a very 
magnetic personality. I wanted to watch this 
interview because, let’s face it, I love success 
stories. Vaynerchuk is the man who founded 
WineLibrary TV.com and he has built his 
success into riches and fame that extends 
beyond the world of wine sellers.

I’ll have a drink every now and then but I 
wouldn’t classify myself as a wine connois-
seur and quite frankly, I would most likely 
never watch a show about wine – that is if 
it weren’t for this guy. I pay attention to him 
because he is smart and always has the most 
interesting things to say.

On this particular show, one thing really 
hit me between the eyes. Vaynerchuk, though 
he has worked in the wine industry since he 
was a teenager, said that he doesn’t go to wine 
trade shows and industry functions to put his 
message out. He goes to technology shows 
and other conventions that has nothing to 
do with wine. Later on the same show and 
during the same interview, another young 
business phenomenon, Scott Vincent Borba, 
founder and owner of Borba Skin Care, 
who used a very similar placement – by not 
placing his products in stores next to his 
competitors.

Now, how is it that a man sells wine by 
marketing wine advice skips a wine trade 
show to appear at a technology conference 
and a man who sells skin care but doesn’t 
put his products in the skin care sections of 
stores make a dime? 

They have differentiated themselves, their 
products and their services by not competing 
directly against their competitors but by 
creating instead a whole new category by 
themselves – one in which they automatically 
hold their own high ground. Sun Tzu, the 
ancient Chinese military sage would have 
agreed to this tactic. Sun Tzu counseled “at-
tack him [the enemy] where he is unprepared, 
appear where you are not expected.”

Peter Bowerman, famous for his book 
“The Well Fed Writer”, held that sometimes 
the worst place to sell books is in, of all places, 

a bookstore! Why? Because in a bookstore, 
there are hundreds and thousands of other 
books to compete against. 

It is often better to sell your book online or 
in specialty shops that sell wares that might 
be related to your book. For instance, if you 
have written a book about staying healthy, 
find out if you can sell these books in a gym. 
Most likely you will not compete against 
other health-related books there because 
gyms aren’t noted for selling books in the 
first place. The competition will simply not 
exist.

Going back, Vaynerchuk’s advice is quite 
solid. You should go to the undiscovered 
locations where your market is. People at 
technology conventions are fans of social 
media efforts and they tend to be wine drink-
ers. Is he reaching his wine consumption 
market at a wine trade show? Perhaps he only 
reaches his suppliers and competitors there 
but not many buyers. At the technology show 
he is going direct.

I run some business-to-business inter-
national logistics networks and quite often, 
I find that I get more attention when I am at 
functions where I am the only one there is 
my field than when I go to some of the large 
industry specific trade shows.  My pool of 
potential clients are a bit smaller but at the 
same time I am the only game in town and the 
return on investment can be greater.

If the marketing that you are doing right 
now is meeting all of your expectation, 
perhaps you are just fine sticking around 
where you are. But if you think you could do 
a bit better than you are, then I would like to 
prod you a bit. Ask yourself this question: 
Where are some places you might be able 
to market yourself more directly to your 
customers with less competition?

You’ll probably surprise yourself with the 
answers you come up with!

About the Author:  Gary Dale Cearley 
is the managing director of Advanced 

International Networks Ltd. He is also a 
columnist and writer.

The above article is published in  
Management System Asia magazine 

November 2009 Volume 1 Issue 5. 

Maximising Your Potential
MSC Malaysia Capability Development Programme (CDP) is an MDeC initiative 
designed to help ICT organisations and individuals to maximise their potentials 
by adopting global good practices, process improvements and professional 
certifications. It aims at enabling them to focus on their core competency and hone 
their competitive edge. CDP programmes help MSC Malaysia Status companies 
achieve process improvement, professional development, product assessment and 
assistance, and business management through knowledge sharing, a structured 
development programme, competency enhancement and funding.

Bridging the Gap
Malaysian Software Testing 
Conference 2010

The Malaysian Software Testing 
Conference 2010 (SOFTEC2010) 
is becoming one of the foremost 
testing events in the region as the 
conference enters its third year. 
Since the inaugural SOFTEC in 2008, 
the conference has succeeded 
in bringing together renowned 
international speakers from the 
international quality community 
thus offering participants the latest 
in software testing. SOFTEC2010 
will continue to bring speakers who 
are industry experts and influential 
academician who are authorities in 
software testing.
* MSC Malaysia status companies are 
entitled to reimburse RM1,000.00 of 
the conference fee. Offer is limited to 
20 pax only. (Terms and Conditions 
Apply)
Date	 :	 19 – 21 July 2010
Time	 :	 9am – 5.30pm
Venue	 :	 Crowne Plaza Mutiara, 

Kuala Lumpur

Copyright Drive!!
Date	 :	 8 July 2010
Time	 :	 2pm - 5pm
Venue	 :	 G Hotel, Penang

CDP IP Clinic
Date	 :	 14 July 2010
Time	 :	 2pm - 5pm
Venue	 :	 MSC Malaysia 

Innovation Centre

Strategic Solution Selling 
Workshop
Date	 :	 14 - 15 July 2010
Time	 :	 9am - 6pm
Venue	 :	 MSC Malaysia 

Innovation Centre

STCD Advanced: 
Performance Testing 
Workshop
Date	 :	 14 -15 July 2010
Time	 :	 9am - 5.30pm
Venue    :	 MSC Malaysia Innovation 

Centre

MSC Malaysia Personal Data 
Protection Conference with 
International Perspective!!
Date	 :	 19 July 2010
Time	 :	 9am - 5pm
Venue	 :	 The Royale Chulan 

Hotel, Kuala Lumpur

Beyond Project Management 
Conference
Date	 :	 3 August 2010
Time	 :	 8am - 6pm
Venue	 :	 Sime Darby Convention 

Centre, Kuala Lumpur

Announcement

Upcoming Events

MSC Malaysia Capability Development Programme

How to Market 
Against the Big Guys

For more information on these 
events please visit: www.
mscmalaysia.my/cdp




