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ast week, we highlighted the

successful collaboration be-

tween BioNexus company

Holista Biotech and the In-

dian Institute of Integrative
Medicine (I1IM), which has result-
ed in two patents being filed for the
herb Kacip Fatima. If these patents
are successful, their full rights will
be assigned to Holista Biotech while
1110 will get a royalty payment in the
single digit, as is the norm.

The value of partnerships, espe-
cially in technology and biotech, can-
not be underestimated. For a coun-
try like Malaysia, which is still in the
early stages of building a culture of
research in technology, it makes a lot
of sense to tie up with research com-
panies, provided our companies bring
something to the table as well.

One recent example in the infor-
mation and communications technol-
ogy (ICT) space is The Red

out of Malaysia, With Braham and
his vast network that can be readily
tapped TRS-MSC will focus on devel-
oping related intellectual property (IP)
that enables handover capabilities in
802-compliant equipment as well as
in cognitive radio (CR) in a second,
more advanced stage of TRS-MSC's
IP development effort.

“Close coordination with experts in
this field in India and US is planned to
ensure proper technology transfer as
well as creation of appropriate chan-
nels for the export of developed IP to
handset and base-station equipment
manufacturers in China, Taiwan, Ko-
rea and US,” says Rais.

While that sounds a bit ambi-
tious, especially with many tele-
coms hardware vendors working
on the same things, Rais says TRS
has an outstanding core team of re-
searchers based in Bangalore, some
of whom will be moving to Meru in
Perak to work jointly with Malaysian

MSC (M) Sdn Bhd (TRS-MSC), which
was awarded MSC status last month
in Ipoh. TRS-MSC is a wholly owned
subsidiary of The Red Snapper (M)
Sdn Bhd (TRS), a provider of wire-
less broadband equipment and WiFi
services in Malaysia, specifically to
Perak and Melaka, and to India.

Its WiFi footprint in Perak is known
as Wireless Perak and in Melaka, as
Wireless Melaka. In partnership with
YOU Telecom India, it has submitted
a bid for a Wimax licence in India.

On the surface, this is just another
MSC company but in actual fact, the
CEO of TRS is Indian-born, US-based
Braham Singh, a leading technologist in
the wireless industry, who cut his teeth
on building businesses for large compa-
nies in Hong Kong and the US.

Rais Hussin, the executive chair-
man of TRS and CEO of TRS-MSC,
managed to convince Braham on the
proposition of building a regional
next generation wireless company

to develop hard and
firmware for vertical (802-compliant
systems 1o cellular) and horizontal
(intra-802) handover.

Rais is confident the team can de-
velop a WiFi-WiMAX compliant chip
in the next 16 to 18 months. This is
ta be ready for when WiMAX devices
and infrastructure is market ready.

“Our team in Bangalore focuses on
wireless technologies and has done
significant work for Nokia, Motoro-
la and others. Using IEEE guidelines,
the first focus of the team is to devel-
op IP-enabling WiFi networks to link
to a WiMAX footprint at its edges.
Our MSC initiative therefore protects
existing WiFi investments by mak-
ing WiFi an integral part of WiMAX
footprints. Similarly, TRS-MSC plans
to help tie WiMAX and WiFi to cel-
lular networks in an 802-compliant
manner.” he explains.

“We additionally expect this cut-
ting-edge work to seed ancillary ac-
tivity and encourage foreign direct in-
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vestment in Meru MSC. Some RM5.8
million has been earmarked to kick off
development of handover technology
as well as for work on CR."

Sometime in mid-2008, TRS-MSC
intends to start work in specific are-
as of CR technology. CR allows users
to do away with the existing system
of allocating spectrum among serv-
ice providers and instead allows the
operator to deploy service, using
equipment with radio characteris-
tics adaptive to the real-time condi-
tions of the environment.

Explaining the technology, Braham
says: “Radios are getting smarter all
the time and with CR now a looming
reality, we can gradually stop treating
spectrum like real estate and more like
the open skies. There is no technical
reason why an airplane can't fly amidst
congested air traffic as long as naviga-
tional rules are followed. The same ap-
plies to radio spectrum, with CR allow-
ing radio equipment to adhere to strict
rules of non-interference by seeking out
unused bands instead of adhering to
any particular bandwidth.”

He goes on to say that TRS-MSC's
development effort would focus on
specific areas of the 802.22-complaint
air interface, enabling equipment to
function in the white spaces in spec-
trum allocated for TV broadcast. Talks
are underway with US partners to col-
laborate on this effort as well as buy
back the firmware developed.

While an initial target could be
the American market, the real value
of this technology is in the develop-
ing world, to enable a more univer-
sal distribution of telecoms servic-
es and especially broadband over
unused bands in the UHF and VHF
portions of radio spectrum. It is in-
deed heartening to hear of a Malay-
sian company aiming to play in the
technology space and strive to be an
early proponent. a
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Noraini Soltan,
Sipro Plastic Industries

Sipro Plastic Industries, this is

the second time she is taking
part in the award. She was nomi-
nated a finalist.

Bolstered by her win last De-
cember in the Women Category of
the Enterprise 50 awards, Noraini
reckoned that entering again would
be a good test for her company.
“My confidence level is higher to-
day than it was then and the rec-
ognition and higher profile of the
winners will help, too,” she says,
With revenue of RM33.5 million in
2006 and an average growth rate of
30% over 10 years, she has reason
to come to the competition with
more confidence,

Indeed, Noraini will need a lot of
confidence in herself and her team
to weather the forces of globalisa-
tion and competition. Just before
this interview, she met her team
to discuss a strategy to cope with
the increased visibility that cus-
tomers want of her costing.

“Everybody is looking to cut costs
and customers now want detailed
costing from us and then squeeze
our margins!™ That is her biggest
challenge, moving forward.

“Some customers are seriously
looking at reducing their suppliers in
a bid to ensure their own survival.
We need to be on our toes to com-
pete better across the board.”

Fortunately, the plastics indus-
try has been open to competition
in Malaysia for a long time and this
has helped Noraini and her peers
face up to global ¢ ition. But

For Noraini Soltan, the CEO of

that is not what she is afraid of, "1
am more fearful of our customers
leaving the country to set up their
plants elsewhere,” she says. Her
two key groups of customers are
from the automotive and electri-
cal and electronics sectors.

The company has been in exist-
ence for 15 years and has grown into
a medium-sized entity. Noraini now
faces a new task — upgrading her
long-time staff to get them to think
differently to meet future challeng-
es. “We want to get the best peo-
ple but we find that our mid-size
has put them off; so we are focus-
ing on growing the capabilities of
our people while bringing in new
ideas and energy.”

She feels that it is important for
entrepreneurs to be true to them-
selves. They must not make too
many promises, which can cost
them to lose the trust of their cus-
tomers and partners. “Business is
s0 tough that once you lose trust,
you have given yourself a moun-
tain to climb to rectify the problem.
Know your strengths and weak-
nesses and play to them,” she says.
— By jit Singh a




