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£13 guud) daad) Al e | e
0 No one expects a black swan £13 g Ay L éﬂé wiy 0O
1. Its an outlier: Rare event . L
2.  Extreme event / impact Adgan s algia jf ol adY
3 Human nature make it explainable and predictable after o yili s 4igan (ot 2
the event . . . )
Example: ABaad) aay 45 gan &8 gia g agdia alaad il Axpda 3
* Market crash in 1987 - 485,
* Many significant events qualify to be lack swan . X
e .
 There is always blindness with respect to randomness, L L 19i37€ . ‘5“”‘:” JL"".‘"
particularly large deviations BopSl Sl e ¢ A8 plaly (3lay Lagh el Laihs “ﬂu’ .
* Why do we focus on pennies and ignore the dollars R
* Your company strength is a cumulative effect of a handful Y sall Jala g coluill e 3 53 13lal o
sig?ificant shoc':ksle'md survival | | 8l Cilasall (e Jalf aaad S5 )_u\_‘@ SISy 5 g )
+ Let's look at significant events which happened since we shall 0 e oladl

were born, in our career, how often did things happen
according to plan o a5 b cliaa Al Adled) Glaal) e s ey Slilies
Adaall (88 5 o LY Cian 5 e oS ¢ Aigall Lila
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 These are not unprecedented times. There are many cases where !

change or something unexpected has put companies out of
business:

ﬁ;wg\ﬂ\t@a&gé\@\u@‘whﬂ\d& MJMJ&HEJ\MO& .
 Jaad) g Cils Al G g ) ad gia

* the invention of the internet

G A g1 AA) e
* Video stores

* Uber is putting taxi companies out of business not
because of uber, because taxi companies refused to change
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 How will we do what we are doing in a different world
Cilida alle B 4y a9 La Jadios (S o
 We need to come stronger after the crisis
Aaj¥) 2y 5 981 01988 (Y dalay ol
 We are in dark tunnel, there | a light at end of the tunnel
G Algs A s g LA ¢ allia 385 B cad .
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It's not

how but
why
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 We have to think parallel to maintain the
balance, what are we going to do in the
future, how are you going to run business
after the crises is gone.

Blas ¢ oolsill e Laliall g olaly Sa of Lle
d Je Y (goin A€y ¢ Jitual & Jedi
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» First; what am | going to do today.
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« Second, how can | get ready for tomorrow
after the crisis for the new normal.
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* Third, how to think of the crisis
management always and be read
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The Covid-19 virus will change how we shop, travel, and work
for at least a year and likely three

Social isolation and a declared national emergency have had
an immediate impact on industries that cluster people;
governments, conferences, trade shows, airlines/cruise ships
and all types of travel, the hospitality industry, sporting events,
theater and movies, restaurants and schools.

In fact, shutting down the economy for a pandemic has never
happened. Millions of jobs may be lost in the next few months,
as entire industries are devastated, something not seen since
the Great Depression of 1929-39.

Most of businesses first priority is keeping their employees
and customers safe. But the next question is, ‘What happens
to their business?”

Since the world today is no longer the same as it was a month
ago, and likely will be worse a month from now, if our business
model today looks the same as it did at the beginning of the
month, you're in denial — and possibly out of business.

Is this a three-month, one-year, or a three-year problem?
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How long do you believe your Business will be impacted by COVID-19 before you return to some
semblance of "pre-virus" operations?
' 0n gl 08 " Clilee alae (any () 53 gal)l U8 Gusodd U, S o il g ellee (of 283 )
o Less than 3 months
23l 3o dil o
o 3-6 months
o6 N3 0m o
o 6-12 months
oses 12 16 on o
o More than 1 year
e e S o
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Is this a three-month, one-year, or a three-year problem? S gl ENE g Bas g Al g el AN Sl e A& o34 A

how long this problem will lasts If it’'s just three months
(looking more unlikely by the day), then an immediate freeze
on variable spending (hires, marketing, travel, etc.) is in
order.
But if the effects are going to reverberate in the economy
longer, you need to start reconfiguring your business. You
need a lifeboat strategy.
A one-year problem means
o layoffs and elimination of perks and programs to reduce
your variable expenses
o renegotiating what previously seemed liked fixed
expenses (rent, equipment lease payments, etc.)
o and putting only the essential elements for survival in
the lifeboat.
o Change sales strategy.
And if it's a three-year problem? Then not only do you need
to jettison everything that isn’'t essential for survival, you'll
probably require a new business model
In the short term, explore whether some part of your business
model can be oriented around the new rules of social

isolation. Can your product be sold, delivered, or produced
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before COVID-19 we were focusing on business as usual
but after COVID-19 we are focusing on crisis management
and how to be ready for the next step/phase.

Not today only but yesterday, tomorrow and every day,
every business has a lot of challenges and our enemy is
not the coronavirus but time, we lose a lot of time to take
the right decision and this costs us a lot.
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What is currently limiting your ability to be productive during “working from home”?
Tl (e Jand) g@i&dﬂdigﬁjﬁw@umgﬂ\u
o Insecure networks
Al pe WS o
o Lack of system bandwidth
aaill (a3 il 3Uaill asa g a2e o
o Inadequate infrastructure / hardware
agiadll il B)@A.;Y\ ‘_g claS pic O
o Challenges managing remote teams
g oo daadl 3,88l Chaad o
o Mental and physical health of employees
cpils sall Laneall g dondtll daall o
o Availability of staff
Osdha sall il 55 o
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Managing COVID-19 Crisis check list AL
1. Managing Cash & Wise spending
1.1 Review every expense line o e 6%
1.2 Finance approval for all expenses o H 38%
1.3 Collections Planning £ £ 6%
1.4 Look for Performance Guarantee Refund ! = 6%
- - N - . " L. 2 | [ | .
3 9_q q Rating . .
- t t
Managing COVID-19 Crisis check list T e
2. Customer Focus Sales
2.1 Collect Customer data from all Sales Hfl BEI 0%
2.2 Old ERP data retrieval, before CRM Launch BEI BEI 0%
2.3 Contact existing customers and define status with appropriate support B B 0%
2.4 Innovative Sales Campaign H H 0%
. o g 0 Rating . .
- t t
Managing COVID-19 Crisis check list elevent [impiament o ProT
4. Agile Decision Making
4.1 Data & information Driven H a8 0%
4.2 Real Time Reporing =2 H 0%
Managing COVID-19 Crisis check list evert P etion prorit
Consolidation in Branches between all business lines, with two sales .
31 divisions Heads, Government Head in Riyadh == =8 0%
3.2 Logistics and warehousing change to Distribution Centers (Big Hubs) H H 0%
3.3 Revise Headcounts EE| EE| 0%
3.4 Launch suggestion and ldeas —H —+H 0%
3.5 Re-structuring EEI EEI 0%
3.6 Working from Home planning H H 0%
3.7 Working from Home efficiency Monitoring H = 0%
20 Fomce clilline EB EB Nos

Closns gal) g @lS plll  anlli y 0 ‘:Q: rmhlinlsg
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Managing COVID-19 Crisis radar

1. Managing Cash & Wise

spending average score
100.00%

80.00%
60.00%

5. Leadership Role average 40.00% 2. Customer Focus Sales
score 20.00% average score
0.008
4. Agile Decision Making 3. People Health &
average score Productivity average score






) EEEE

SYBls — AS ,al) JAal Adual) 5 00Y1 5 Aasay Gy 1 50 5 skan D DI

Eslygll g Bal il fs peall Alyss ses

Now, our next game is how to minimize the loss and what
to do in the next round, how to benefit from the next.so
undoubtedly, the economy will change, its parameter and
business will change too, how?

digitalization, the internet, wise spending will take place.
wise spending is the way | spend in only what | need. we
will talk next about wise spending on companies and how
to cut the cost
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take a look at your actual revenue each month — not your
forecast, but real revenue coming in

Subtract your monthly gross burn rate from your monthly
revenue to get your net burn rate. If you're making more
money than you’re spending, you have positive cash flow
Review every expense line

Revise but don’t stop New Products and New Projects
Investment should be focused on opportunities of new normal
and reinventing the business.

look at your bank account. See how many months your
company can survive burning that amount of cash each
month. This is your runway — the amount of time your
company has before it runs out of money.

Finance approval for all expenses

Collections Planning

Kly ¢ el pals jed IS Dbdl) dalyyl e 3k @l
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9. Look for Performance Guarantee Refund
10. Review Cost allocation

11. Run inventory aging report by item

12. Classify inventory items

|. Liquidate s

lll. Need replenishment 2l lias ||
13. Question allocation of working workforce lalall (g sill aradsallue 13
14. Logistics and Transportation Cost Saayl s Jadll Callss 14

15. Renting
16. Marketing expenses
17. Remove unneeded cost

sl 15
Grsaidl) oy bas 16
Ay pall pe ddall A ) 17
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Goals <ilay!

 Ability to establish personal and professional goals. Ligall g doad &l Calaaly) paas e 5 08l e
* Itis up to you to establish goals consistent with your ¢ asill g ¢ Slilaliia) aa (il sl TP\ JEI| JE PP Yl e
needs, values, and perception of reality. FUIE SRR
« Once goal has been achieved: feil) s e sid) 5 A gl Jaladll Jumdi tCangl 38a% 3 jaas @

Activate daily, weekly, monthly, yearly plans to move
forward to attain maximum achievement.

Al Sl (e )3 ] sl Led aaall 4 gudl
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Goals <ilay!

Level of understanding customer needs
e Maall Glaliial PUL R N

Knowledge of product services features and benefits
oim\)éj CJ\.\A\ Q\‘)Maﬁ‘)u

Professionalism, understanding and courtesy toward

customer
e Manll olat Alalaall g il Ay

Made customer feel valued
pgn 43l yady Jraall Jaa

Trustworthiness 4l

O mlle
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Strategy

« Strategy is a well-defined roadmap of an el 5o addandl 3 . il a4 asl Nl e
organization. It defines the overall mission, vision agall aais, b (3 sl B A

and direction of an organization. The objective of a 113 83b ) 8 4aai) JiuW) (e Coagll, dakaiall alall aa gill 5 435 )11
strategy is to maximize an organization’s strengths Omdliall (gl 3 g8l Jaly Jalss g dws gall 8 8 58l
and to minimize the strengths of the competitors. i

* Is an action that managers take to attain one or f‘\m Ge S Jf‘ﬁ ‘J&;@M Gooall 2334y ol ja) o
Lnoge lgf trée orggnizationl’sd .goatl_s. Stra;tfeg){[ rg;an also 48l ale aa 6" Ll Je Wyl daaddl ul) Cay o8 Sy Aedaiall
e defined as “A general direction set for the U5 Jdieall 3 dued gl Alall geadl dabadl Lib
company and its various components to achieve a S | & i i )d i . . LG” ’SA 2
desired state in the future. Strategy results from the M Jratall ool i) Jadaddll dlee (e Al 5V

detailed strategic planning process”.

» Strategy, in short, bridges the gap between “where R TR T c . ..
we are” and “where we want to be”. B Gl 5 "G Gl O B adll d Al A a8 ¢ Jlaialy e

"0s85 ol
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Successful strategy

« Meets and exceeds targets alaY) sty Sl e
« Should be customer centric el Ao S yi gl g o
« Cascaded

« Competition analysis Andlial) Jilas o
* Flexible SO
« Smart: Technology FEA P

How’s our digital infostructure?
People. Places. Objects

What do we really know about Big Data & Al?

Amazon rose 20% during COVID-19



« Strategic planning
* Business Planning

» Tactical planning

Juand) e 38yl 1AL 5 gladl

Levels of planning

o) mlle
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Online sales relative to brick-and-mortar locations

« Consumers today are increasingly using (3wl Ba2ae A5 iU il 938 ) Fia JS il () sSlgtisall aadiinny o
multiple E-channels to shop
el dalall 45 iSTY) 3 )ladll Clagae o galall dlagas i as o
* How your physical presence influences your
E-commerce sales




sumes Juaad) Jo 5a8 ) 4Gl B ghall O njlj(?

Sales strategy

* |s sales process part of your strategy Siadi) Jisl (e 12 s Glapall dilee jiiad o

Or your strategy is part of the sales process? Cad dilee (e o 3a il jind () ol
» Sales process is usually part of the sales il Al yiw) e 12 3 Glaadl Al <SS ladale o

strategy Gl Aalal) Claal)l ISEST o ) dlee o
« Sales process is your sales tactics DY) Calaa¥ g aSaill Cpanal Clagall dpag) jiul e

« Sales strategy ensures control and targets
achievement
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Path to purchase o)yl i
.N [ )

[ X m
\ga—commerce alaicl é \ n 9 Apps
= Etimad ~ , Sk
Channel | Face to Face/ Branches/ Exhibitions/ _
e-commerce Tenders . Physical Mobile Social Call Center |Chatbots Apps
Direct Comm | _. events
Display
Awareness
W / Marketing
Research
Segment
1
Segment
2
Selling
Process Segment
(Units & 3
Parts) Segment
4
Segment
5
Service
Repeat Sales
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« People Health & Productivity W gl Leaty il Aadls
* people safety as they are our assets daality) g Aldlall 5 g8l 3l
« workforce management and productivity ail) ¢ bl sl L a8l s Jdeadl JlSa 8 ALl

» workplace safety: gates control, Sterilization, ¢ ALY 5 daall ¢ il e Jalial
» people preservation, health, and precautions, i Jall 8 Sl e sl
 limit population in transportation & e =
»  Working patterns Jaall Jolad)
« working from home techniques J el Gl (e Jasll
« Consolidation Cwﬂ\

* Launch suggestion and ldeas Sl z) 8 (33U
* Re-structuring for crisis 430 AJS.\@J.. | ale |
«  Working from Home planning Joriall Janads cye Jaal)

* https://empmonitor.com

https://empmonitor.com



https://empmonitor.com/
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Working from Home efficiency Monitoring J yiall 316 208) o (pe Janll
Cross-skilling and internal training Sl ol g @l jleal) e
Actions Log handling ) el sy Jans dallae
Resource classification/Risk assessment with criteria el e LA s 3 gl i

a) Key person ) .

b) Critical resource sl padll

c) Redundant B EBE N

d) Replaceable 323 31111
Succession plan Jlaia3l JA8 [V
location through which they deliver the product, even oAl 4
the manufacturing companies' panda and Baeshen dacliall culS al Jall) Sa o Cquj\ (,_\Lu_, Osa sty ADA e gsﬂ‘ é\ﬁj\

they also began to deliver. el 8 Wil |l SBaeshen s
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What is currently limiting your ability to be productive during “working from home”?
Sl (e Jandl ol Lae 0583 o e el a8 e Wl aay 53 L
o Insecure networks
A e Gls o
o Lack of system bandwidth
alaill gan yill gaill dsag a2 o
Inadequate infrastructure / hardware
agiaill Lol 5 el el s o
Challenges managing remote teams
oo daadl 388 )l Chaad o
Mental and physical health of employees
Sl gall Haneall g il dauall o
o Availability of staff
O sall il 5 o
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What is currently limiting your ability to be productive during “working from home”?
Sl (e Jandl ol Lae 0583 o e el a8 e Wl aay 53 L
o Insecure networks
A e Gls o
o Lack of system bandwidth
alaill gan yill gaill dsag a2 o
Inadequate infrastructure / hardware
agiaill Lol 5 el el s o
Challenges managing remote teams
oo daadl 388 )l Chaad o
Mental and physical health of employees
Sl gall Haneall g il dauall o
o Availability of staff
O sall il 5 o
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Compared to your team capacity/ productivity levels before the COVID-19 outbreak, how much of your team
capacity/ productivity has been lost at this stage? 5
Fala ol o (8 ol i) LYY Amad loie Las € Uiy 5S (s ol (o5 I8l b Bpal)] 558 ol iansy 25l
We have lost no service capacity
4004 BJJ§ Lﬁi Jag} (J
We have lost <10% of our service capacity
Aaadl) e W58 e 10 (e J81 Lasd aal
We have lost 10-15% of our service capacity
iaadll e W% e 710-15 Ladé )
We have lost 16-30% of our service capacity
daaal) e Ui 8 e 716-30 Liass aal
We have lost >31-50% of our service capacity
Aardll e % e 731-50 L )
We have lost >50% of our service capacity
deadll o W08 e 750 (e ST Liasé 3l






[+

SXMEAR DIAN MAS) A de i rday) )i 3 ghadll 33# I’T]IJ?

the Model core: Drigadll A e
|. Data, real-time, dashboards and report oy e gleall ca gl ¢ aall gl b e bl |
Il. how to share information T i dall ASJL..M s ||

[1l. how to be resilient

IV. quick & fast response e OS5 s ]

Data and KPIs TR A 4""‘“.'“ \ IV .
o KPIs Receivables — get on top of them. Days ; Al sladh @l ydiga g i)

o Resilience

el o
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Leader Ailal)
s the one who knows the way, goes the way and A 5a 5 Gkl g A sa 5 (@ ohall (8 ey (3 sa
shows the way Skl
Coach, Teach, Strategize, Lead and Inspire (*@JAJ < 2 “ 5l i ('JM CO
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Where do you see this organization one, Sl i et ‘—‘)”f s A Aalaiall 038 ;594 &)
three and five years from now? 1Y ¢l COVID_19 0¥ s

COVID 19 or not!


https://twitter.com/intent/tweet?url=http://agocluytens.com/what-sales-manager-should-do/&text=A%20leader%20is%20the%20one%20who%20knows%20the%20way,%20goes%20the%20way%20and%20shows%20the%20way&via=Acluytens&related=Acluytens
https://twitter.com/intent/tweet?url=http://agocluytens.com/what-sales-manager-should-do/&text=A%20leader%20is%20the%20one%20who%20knows%20the%20way,%20goes%20the%20way%20and%20shows%20the%20way&via=Acluytens&related=Acluytens
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CONSCIENTIOUS
STYLE

DOMINANT INFLUENCING STEADY
STYLE STYLE STYLE

Administration Persuading Listening Planning
STRENGTHS Leadership Motivating Teamwork Systemizing

Pioneering Entertaining Follow-through Orchestration
WORKPLACE Efficient Interacting Frlenc.ily Form:fll
BEHAVIORS Busy Busy Functional Functional

Structured Personal Personal Structured

|
|
g I | | .

Considering the strengths and workplace behaviors for each style
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What impact do you believe COVID-19 will have on your company’s future business and operations?
¢ A 8 iitna e (us_uld U508 I (oS a3l a5 59 8 e
o No long-term impact; we will deal with the current challenges and then revert to business as usual
AirallS Jasdl A 3525 o5 Ailad) lpaail) ae Jalatiins ¢ Ja¥) Jisha piliaa g ¥ o
o We will retain our modeI but move some work to “Work from Home”

o We will aggresswely adopt “work from home Future of Work ooncepts
Janl) Jifise astlia 3 56 Mdint Cigs O
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SYMBIO/S After the crisis a3V 2 L o Mile

Soa | madinahinstitute
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« Make sure your ready alanind oy S o

* Re-invent yourself Sldi g ) jal sale) o
« Adapt the change yraail) X ;,s:, .

sSpend Save Being Wise
10 f,l-':*.'_'r' for Future about

TR

Spending Today Vs

Saving for Tomorrow
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