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IF YOU'RE NOT 
MAKING MISTAKES, 

THEN YOU'RE NOT DOING
ANYTHING. 

I'M POSITIVE THAT 
A DOER MAKES MISTAKES

John Wooden
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editor’s note

Businesses play a vital role in 
driving economic growth by 
creating jobs, generating income, 
and stimulating innovation. In 
countries like Singapore and South 
Korea, businesses have been 
instrumental in propelling 
economic growth and 
transforming these nations into 
thriving economies. These 
countries' business-friendly 
policies, investments in human 
capital, and favorable business 
environments have attracted 
significant investments and 
fostered entrepreneurship.

Business confidence leading to 
business growth and stability is 
directly linked with political 
stability. Economic instability can 
lead to uncertainty, reduced 
investment, and decreased 
business activity. For example, 
during the 2008 global financial 
crisis, many businesses struggled 
to survive due to economic 
instability, highlighting the 
importance of a stable economic 
environment.

While the relationship between 
business and economic stability is 
clear, challenges and opportunities 
arise when navigating this complex 
interplay. Businesses must adapt to 
changing economic conditions, 
while governments must create an 
environment conducive to 
business growth and stability. 
Policymakers can promote 
economic stability by 
implementing sound fiscal and 
monetary policies, investing in 
infrastructure, and fostering a 
favorable business environment.

The connection between business 
and economic stability is 
undeniable. Businesses drive 
economic growth, while economic 
stability provides a foundation for 
businesses to thrive. Global 
examples demonstrate the 
significance of this relationship, 
highlighting the importance of a 
stable economic environment and 
business-friendly policies. By 
understanding this interplay, 
governments and businesses can 
work together to promote 
economic stability and drive 
growth.

Business and Economic Stability 
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Family businesses are often built on a 
foundation of love, trust, and shared 
values. However, despite the best 
intentions, many family businesses 
struggle to succeed. What drives this 
failure, and how can family businesses 
overcome these obstacles to thrive for 
generations to come? Research has 
identified several key reasons why family 
businesses fail. Fortunately, there are also 
strategies that can help mitigate these 
risks. From recruiting objective leadership 
to establishing clear boundaries, we shall 
explore the common challenges facing 
family businesses and provide actionable 
advice on how to overcome them.

1.   Neutral HR Head:
One of the most significant challenges 
family businesses face, is managing the 
performance and expectations of family 
members who are also employees. 

When certain individuals don't meet their 
responsibilities or are held to different 
standards, it can create tension and 
undermine the success of the business. It is 
essential to recognize that family members 
who work for the company are, first and 
foremost, employees. 

2.       Succession Planning:
A well-structured succession plan is 
essential to ensure a smooth transition of 
leadership and the continued success of 
the business. This involves:

By taking this step, business can be 
protected from the potential pitfalls of 
family involvement and create a more 
productive, efficient, and successful 
organization.

To ensure fairness and accountability, 
consider hiring an impartial and 
experienced HR professional to oversee 
personnel management. This neutral 
third-party can help:

1.   Neutral HR Head
2.     Succession Planning
3.     Leadership Structure
4.     Effective Communication and Respect
5.     Avoid Favoritism 
6.     Don’t Rob Peter to Pay Paul
7.     Establishing Boundaries

To ensure fairness and 
accountability, consider 
hiring an impartial and 

experienced 
HR professional

Establish clear performance expectations 
and standards
Resolve conflicts and address 
performance issues objectively
Maintain a professional work environment, 
free from family dynamics and biases

Identifying and naming a clear successor 
to take the reins
Providing comprehensive training and 
mentorship to prepare the incoming 
leader
Ensuring a seamless handover of 
responsibilities and knowledge
Aligning the new leader's vision with the 
company's future direction
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3.       Leadership Structure:
Absence of proper and well-defined 
leadership structure can lead to 
confusion, miscommunication, and 
ultimately, poor decision-making. To 
avoid this pitfall, it's essential to formalize 
the leadership structure by documenting 
roles, responsibilities, and lines of 
authority. This ensures that everyone 
within the organization knows who to 
report to and whose instructions to follow 
on a daily basis.

Consider augmenting family leadership 
with professional management from 
outside the family. This can bring objective 
expertise, fresh perspectives, and a more 
structured approach to decision-making. 
By instituting these changes, family 
business can be protected and ensure its 
long-term success.

4.      Effective Communication and Respect:
Family businesses can be a double-edged 
sword. On one hand, working with loved 
ones can foster a sense of solidarity and 
shared purpose. On the other hand, 
conflicts and poor communication can 
lead to business failure and strained 
relationships. When family members can 
work together harmoniously, sharing ideas 
and supporting one another, the business 
can flourish. Moreover, the bonds between 
family members can strengthen, leading 
to a more fulfilling personal and 
professional life.

5.       Avoid Nepotism:
Family businesses can sometimes fall prey 
to nepotism, prioritizing family members 
over more qualified and competent 
individuals. This approach can ultimately 
harm the company, leading to detrimental 
consequences. Running a successful 
business demands objectivity, separating 
emotions from cognitive decision-making. 
While passion and dedication are essential, 
they must be balanced with a rational and 
impartial approach. To achieve long-term 
success, it's crucial to establish a 
foundation that serves the greater good of 
both the business and the family. This 
requires setting clear boundaries, 
prioritizing merit over family ties, and 
fostering an environment where working 
relationships and familial bonds can 
coexist harmoniously.

Family businesses can 
sometimes fall prey to 
nepotism, prioritizing 

family members over more 
qualified and competent 

individuals
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6.       Don’t Rob Peter to Pay Paul:
One common mistake family business 
owner make is mixing personal and 
professional finances. For instance, using 
personal funds to pay business expenses 
without replenishing the personal account 
can lead to financial strain and conflict. 
This blurred line between personal and 
business finances can result in:

7.       Establishing Boundaries:
The familiarity and emotional connection 
that comes with working with family 
members can blur the lines between 
personal and professional relationships, 
leading to undue pressure, poor 
communication, and ultimately, business 
failure. 

Unlike other business relationships, family 
ties can make it difficult to separate 
personal and professional matters. Even if 
the business venture ends, the family 
relationship remains, making it harder to 
walk away. To mitigate these risks, it's 
essential to establish clear boundaries 
from the outset.

Effective boundaries can take many forms, 
including:

To ensure success, be open to negotiating 
boundaries with your family members, but 
once agreed upon, commit to respecting 
and maintaining them. By doing so, you 
can protect your business, your 
relationships, and your personal 
well-being.

Broad strategies, such as having a 
well-defined exit plan
Day-to-day guidelines, such as establishing 
a communication style and frequency
Clear expectations for roles, responsibilities, 
and decision-making authorityTo avoid these pitfalls, it's essential to 

maintain a clear separation between 
personal and business funds. By keeping 
these finances distinct, you can:

Financial disagreements among family 
members
Personal financial stress
Professional financial instability

Ensure transparency and accountability
Reduce financial stress and conflict
Make informed decisions about your 
personal and business finances

To avoid pitfalls, it's 
essential to maintain a 

clear separation between 
personal and 

business funds
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Boardroom: What were some of the most 
influential experiences or mentors in your 
early life that shaped your career 
aspirations?
 
Abdul Rehman Arif: Growing up in a 
business-oriented family, I saw firsthand 
both the potential and pitfalls of 
family-run enterprises. I observed how 
shared vision could drive exponential 
growth—and how unresolved conflicts 
could erode decades of trust overnight. 
Those early experiences made me curious 
about what makes businesses not just 
successful, but sustainable across 
generations. I was also fortunate to be 
guided by visionary mentors—leaders who 
instilled in me the principles of structured 
problem-solving, strategic foresight, and 
servant leadership. These early influences 
deeply shaped my purpose: to bring 
structure, clarity, and sustainability to 
family-led enterprises.

influence the way I consult today. Also, I 
learned that transformation requires both 
technical precision and emotional 
intelligence—a duality that defines my 
consulting approach today.

Boardroom: Kindly tell us about your 
education and how it prepared you for your 
professional journey? 

Abdul Rehman Arif: Engineering sharpened 
my analytical mindset and systems 
thinking. My degrees—BSc and MSc in 
Mechanical and Manufacturing 
Engineering from UET Lahore—taught me 
the value of precision, process 
optimization, and continuous 
improvement, but it was my continuous 
self education—through real-world cases, 
international best practices, and constant 
reflection—that shaped my approach. I 
invested heavily in understanding the 
nuances of family governance, 
succession planning, and transformation 
models, which directly  

Our vision is to transform
family enterprises into

institutionalized powerhouses—
where governance

 isn’t a constraint, but a 
competitive advantage

Boardroom: Were there any pivotal 
moments or decisions that led you to 
pursue a career in management 
consulting? 

Abdul Rehman Arif: Yes. I was once asked 
to mediate a family business conflict that 
had reached a breaking point. Within 
weeks, I saw how structured advice could 
change not just the business, but the entire 
family dynamic. That’s when I realized 
advisory wasn’t about giving answers—it 
was about architecting decision-making 
ecosystems. This mission drove me from 
corporate leadership to  founding MNBEC, 
where we don’t just solve problems—we 
redesign how families and businesses think.

Boardroom: Take us through your career 
journey before founding MNBEC?
 
Abdul Rehman Arif: Before founding 
MNBEC, I led engineering, operations, and 
transformation roles across 
industries—ranging from FMCG at Procter & 
Gamble to automotive at Atlas Honda. I was 
deeply involved in IWS (Integrated Work 
Systems), operational excellence programs,
and large-scale engineering projects. These   

Boardroom: What inspired you to 
establish MNBEC, and how do you 
envision its future growth in Pakistan?
 
Abdul Rehman Arif: MNBEC was built to 
answer a critical gap: Pakistani 
businesses needed advisors who 
understood both global best practices 
and local realities. Our vision is to 
transform family enterprises into 
institutionalized powerhouses—where 
governance isn’t a constraint, but a 
competitive advantage. As we scale, our 
goal is to become the gold standard for 
business governance and sustainability in 
the region—building legacy institutions 
that endure for generations. 
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Boardroom: What were some of the most 
significant challenges you faced in your 
early days as an entrepreneur?
 
Abdul Rehman Arif: The biggest challenge 
wasn’t technical—it was cultural and 
mindset. Convincing legacy business 
owners to invest in governance systems 
instead of quick fixes was a hard sell. Trust 
was earned gradually, often after 
demonstrating tangible impact. Once 
results started to show—whether in margin 
uplift, team alignment, or reduced 
conflict—referrals became our biggest 
growth engine. Today, over 80% of our 
clients comes through word-of-mouth. 

Boardroom: With over 500 projects under 
your belt, what sets MNBEC apart from 
other management consulting firms?
 
Abdul Rehman Arif: Our distinction lies in 
personalization and cultural intelligence. 
We don’t offer templated solutions—we 
decode the emotional, structural, and 
operational DNA of each client. We integrate 
global strategic models with local 
sensibilities. Our work doesn’t end at 
diagnosis—it extends to embedded 
transformation. We’re not just 
advisors—we’re co-creators of legacy. 

Boardroom: How do you stay ahead of the 
curve in terms of industry trends and best 
practices?
 
Abdul Rehman Arif: Continuous learning is 
non-negotiable. I stay connected to 
international thought leadership while 
staying grounded in local realities. We’ve 
developed proprietary IP—governance 
models, transformation playbooks, and 
diagnostic tools—tailored to the South Asian 
context. I also learn deeply from each client

Boardroom: Walk us through your 
approach to analyzing and evaluating 
client needs, and how do you implement 
state-of-the-art practices to drive results?
 
Abdul Rehman Arif: We start with a 360° 
diagnostic—business financials, business 
governance, family governance, and 
shadow power structures in all functional 
departments. Our first phase often 
focuses on governance alignment and 
leadership calibration. From there, we 
introduce performance systems, 
succession frameworks, and 
sustainability models. The key is 
co-creation—we engage both head and 
heart. Our interventions are strategic, 
phased, and built for long-term resilience. 
Our methods fuse global standards with 
local relevance.

to boardrooms. These experiences helped 
me build a 360-degree view of business 
mechanics, team behavior, and leadership 
patterns—knowledge I later embedded into 
MNBEC’s consulting DNA. roles gave me a 
panoramic view of organizational 
dynamics, from shop floors  

engagement. . Patterns emerge across 
industries, and I use those to refine our 
methodology constantly

We don’t offer templated 
solutions—we decode 

the emotional, structural, and 
operational DNA  of each client. 

We integrate global strategic 
models with local sensibilities.

Boardroom: How do you measure success 
and what specific benefits have your 
clients seen in terms of revenue growth, 
operating margin, and asset efficiency?
 
Abdul Rehman Arif: Our engagements 
consistently deliver multi-dimensional 
value. On average, clients report up to a 
30% improvement in operating margins, a 
doubling of cash efficiency, and markedly 
reduced internal disputes. Beyond the 
numbers, we enable clarity in direction, 
consistency in execution, and confidence 
in leadership transitions. In short, we build 
businesses that are not only more 
profitable—but more predictable and they 
feel more confident about the future. 
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Boardroom: How do you measure success 
and what specific benefits have your 
clients seen in terms of revenue growth, 
operating margin, and asset efficiency?
 
Abdul Rehman Arif: Our engagements 
consistently deliver multi-dimensional 
value. On average, clients report up to a 
30% improvement in operating margins, a 
doubling of cash efficiency, and markedly 
reduced internal disputes. Beyond the 
numbers, we enable clarity in direction, 
consistency in execution, and confidence 
in leadership transitions. In short, we build 
businesses that are not only more 
profitable—but more predictable and they 
feel more confident about the future. 

the humility to listen deeply and the 
conviction to challenge boldly. Credibility, 
curiosity, courage, and clarity. As a leader, I 
strive to ask better questions before 
offering better answers. I’m committed to 
saying the uncomfortable truths when 
needed— respectfully, but firmly. I lead 
with a coach’s mindset: enabling, 
stretching, and supporting. I continuously 
invest in my own growth so I can better 
guide others through theirs.

Boardroom: How do you build long-term 
relationships with your clients, and what 
sets MNBEC apart in terms of client 
satisfaction?
 
Abdul Rehman Arif: Trust and impact are 
the twin pillars of our relationships. We 
don’t disappear after strategy decks—we 
stay invested in execution. We co-own 
their problems and celebrate their wins. 
Our clients view us as transformation 
partners, not transactional consultants. 
Many engagements last multiple years, 
evolving as the business grows. Our role 
shifts from advisor to mentor to board 
enabler—depending on where they are in 
their journey. 

Boardroom: What qualities do you believe 
are essential for a leader in the 
management consulting space, and how 
do you embody those qualities?

Abdul Rehman Arif: Consulting demands

Boardroom: What advice would you give to 
aspiring entrepreneurs and management 
consultants looking to make a mark in the 
industry?
 
Abdul Rehman Arif: Don’t chase 
glamour—chase impact. Build depth 
before branding. Understand the 
problems you’re solving better than 
anyone else. And remember: relationships 
compound faster than revenue. Be 
obsessed with delivering value—and the 
market will reward you. 

Boardroom: How do you define your 
leadership style, and how has it evolved 
over time as you have grown and scaled 
MNBEC?
 
Abdul Rehman Arif: My leadership style is 
adaptive and grounded in trust. I lead with 
a coach mindset—challenging, 
supporting, and growing people. Over 
time, I’ve learned to let go of perfection 
and empower my team to lead. As MNBEC 
grew, I shifted from being the engine to 
being the enabler—and that changed 
everything.

Our clients view us as 
transformation partners, 

not transactional consultants. 
Many engagements last 

multiple years, evolving as the 
business grows

I strive to ask better questions 
before offering better answers. 

I’m committed to saying the 
uncomfortable truths when 

needed— respectfully, but firmly
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Tales of business empires crumbling under 
the weight of family feuds are all too 
familiar. This stark reality underscores the 
significance of conflict as a pressing 
concern for business families. Recognizing 
and addressing conflict is crucial for these 
families to safeguard against its 
devastating consequences and ensure the 
long-term sustainability of their business 
legacy. Family business research identifies 
five broad types of conflicts: 

Conflict of Interest 
Conflict of interest is a universal challenge 
that families in business face. This type of 
conflict arises naturally due to the diverse 
interests and priorities of family members 
within the business. The family business 
system comprises seven key areas, and 
family members often occupy multiple 
roles, leading to conflicting interests.

1.      Conflict of interest 
2.     Conflict of roles 
3.     Conflict of goals 
4.     Conflict over processes 
5.     Conflict in relationships 

Conflict of roles often affects 
family members who wear 

multiple hats, such as cousins, 
siblings, or parents and 

children working together

Recognizing conflict is crucial for
 families to safeguard against its 

devastating consequences 
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For instance:
Family owners who don't work in the 
business prioritize dividend distribution.
Family managers focus on retained 
earnings to ensure business success.
Non-owner, non-manager family 
members may seek employment, 
potentially conflicting with business 
needs.

These differing priorities inevitably lead to 
conflicts. Human nature aggravates the 
issue, as individuals tend to feel entitled to 
more – whether it's larger shares, 
leadership positions, or employment 
opportunities. To achieve sustainability, 
families in business must acknowledge and 
manage these conflicts effectively through:

By addressing conflict of interest 
proactively, family businesses can mitigate 
potential disputes, ensure a united front, 
and drive long-term success.

Conflict of Roles:
Role conflict is a common challenge in 
family businesses, arising from the overlap 
of family and business roles. This conflict 
often affects family members who wear 
multiple hats, such as cousins, siblings, or 
parents and children working together.

The issue lies in the blurred lines between 
family and business roles. Family members 
may struggle to distinguish between their 
relationships as relatives and colleagues, 
managers, or subordinates. This confusion 
can lead to identity issues, tensions, and 
conflicts.

For instance, a family member may 
respond to a relative rather than their 
manager during a business discussion, 
causing confusion and conflict.

Open communication
Robust governance
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To mitigate role conflict, it's essential to 
establish clear boundaries between family 
and business domains. By defining and 
maintaining these boundaries, family 
businesses can reduce tensions, promote 
healthy relationships, and ensure the 
success of the business.

Conflict of Goals:
Goal conflict occurs when family members 
disagree on the objectives and direction of 
the business. These disagreements often 
stem from diverse backgrounds, 
educations, training, and experiences 
within the family.

A common example of goal conflict arises 
when family members have differing views 
on the company's future. For instance, 
younger generations, such as the third 
generation, may prioritize investment over 
operations, while older generations may 
prefer to maintain the status quo. This 
conflict can manifest in questions like: 
Should we continue as an operating family 
business? Or should we transition to wealth 
management and become an investing 
family?

Addressing goal conflict requires open 
communication, active listening, and a 
willingness to find common ground. By 
doing so, family businesses can align their 
objectives, ensure a unified vision, and drive 
long-term success.

Conflict over Processes:
Process conflict arises when family 
members disagree on the methods and 
procedures to achieve a shared goal. These 
disagreements often revolve around:

Common example of goal 
conflict arises when family 

members have differing 
views on the company's future In family businesses, process conflicts can 

be particularly prevalent due to the 
numerous processes involved. For instance, 
family members may hold differing views 
on HR processes, leading to conflicting 
values and approaches to managing 
employees. When left unaddressed or 
managed reactively, process conflicts can 
have negative consequences, such as:

Responsibilities and roles
Resource allocation
Financing
Operational processes

To mitigate process conflicts, family 
businesses should prioritize:

Open communication
Active listening
Collaborative problem-solving
Establishing clear policies and 
procedures

Disruptions to business operations
Decreased employee morale
Inefficient use of resources



21

Relationship conflict is the 
most complex and 

challenging type 
of conflict in 

family businesses

To resolve relationship conflicts, family 
businesses must:

By recognizing the hidden danger of 
relationship conflict, family businesses can 
take the first step towards resolving these 
complex issues and building stronger, 
healthier relationships.

By addressing process conflicts 
constructively, family businesses can 
ensure alignment, efficiency, and a positive 
work environment.

Conflict in Relationships:
Relationship conflict is the most complex 
and challenging type of conflict in family 
businesses. It's rooted in emotions, rather 
than rational issues, making it difficult to 
address and resolve. This type of conflict 
can arise from past experiences, 
interactions, and dynamics within the 
family, such as:

These underlying emotions can fuel 
negative feelings like anger, envy, and 
jealousy, which can then manifest as 
conflicts over goals, processes, roles, or 
assets. However, the real issue lies in the 
relationship conflict itself, not the 
surface-level disagreement.

Competition for attention and approval
Perceived unfair treatment
Unconscious emotional wounds

As scholars note, "family members rarely 
fight about what they say they are fighting 
about." In reality, conflicts over business 
issues are often a symptom of deeper 
relationship conflicts. The complexity of 
relationship conflict lies in its ability to:

Underlie and spark other types of conflicts
Charge conflicts with negative emotions, 
making resolution challenging
Be hidden, making it difficult to identify 
and address

Acknowledge the emotional root cause 
of the conflict
Address the underlying issues, rather 
than just the surface-level disagreement
Foster open communication, empathy, 
and understanding
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For a society and country to thrive, its 
leadership must be receptive to change 
and innovation. His Highness Sheikh 
Mohammed bin Rashid Al Maktoum, the 
Ruler of Dubai is a shining example of such 
leadership style. Despite being an 
autocratic leader, he has demonstrated 
qualities that foster creativity, innovation, 
and progress.

Sheikh Mohammed's leadership style is a 
unique blend of visionary, transactional, 
and transformational approaches. He 
embodies the characteristics of a Whole 
Brain Thinking leader, driving Dubai's 
growth and development through his 
innovative and forward-thinking mindset.

Family:

Sheikh Mohammed bin Rashid Al 
Maktoum, the Ruler of Dubai, comes from 
a prominent family with a rich history. 
Born on July 15, 1949, he is the third of four 
sons of Sheikh Rashid bin Saeed Al 
Maktoum, the former ruler of Dubai. His 
mother, Sheikha Latifa bint Hamdan Al 
Nahyan, was the daughter of the former 
ruler of Abu Dhabi.

5. Empower Your Team: 
Collaboration is key to achieving success. 
Leaders must build a strong team, 
delegate authority, and foster a culture of 
ambition and innovation.

6. Innovate or Stagnate: 
Governments that fail to innovate risk 
becoming outdated. Leaders must 
encourage creativity, embrace new ideas, 
and leverage innovation to drive growth 
and progress.

Sheikh Mohammed has several siblings, 
including brothers Maktoum, Hamdan, 
and Ahmed. He also has several wives and 
children, including sons Rashid, Ahmed, 
Majid, and Hamdan, and daughters 
Maitha and Latifa.

3. Have a Clear Plan: 
A well-defined plan is crucial for success. 
Leaders must set a clear direction, guide 
their teams, and motivate them to 
achieve their goals.

4. Monitor Progress:
Regular self-assessment and external 
evaluation are essential for measuring 
performance. Leaders must establish 
indicators to ensure they are on track and 
make adjustments as needed.

Despite these challenges, the Al Maktoum 
family remains a prominent and 
influential force in Dubai and the UAE. 
Sheikh Mohammed's leadership and 
vision have been instrumental in shaping 
the country's development and growth.

Leadership Principles:

Sheikh Mohammed bin Rashid Al 
Maktoum's leadership principles have 
transformed Dubai into a global hub for 
business, tourism, and innovation. He has 
outlined 10 essential leadership principles 
for effective governance. These principles 
emphasize the importance of serving the 
people, innovation, teamwork, and 
continuous improvement.

1. Serve the People: 
The primary purpose of government is to 
serve the community. Leaders must 
prioritize the needs of their people and 
ensure that laws and regulations benefit 
humanity.

2. Stay Grounded: 
Leadership positions are temporary, and 
leaders must not become too attached to 
their roles. Principles and purpose should 
always take precedence over personal 
interests.

Under his leadership, Dubai has 
undergone a remarkable transformation, 
emerging as a global hub for business, 
tourism, and innovation. Sheikh 
Mohammed's commitment to progress 
and development has inspired a new 
generation of leaders and entrepreneurs, 
solidifying Dubai's position as a beacon of 
innovation and excellence.
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Do not think of small starts,
dream of big finishes
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Honoring Mothers: Enabling donations 
in mothers' names
Empowering Education: Supporting 
educational and vocational systems 
globally
Enhancing Livelihoods: Creating 
sustainable pathways for improved 
living standards and job market entry
Fostering Stability and Development: 
Driving growth within underprivileged 
communities

Horse Racing and Breeding: Sheikh 
Mohammed has a lifelong passion for 
horses, which led him to establish the 
Godolphin Stables and own Darley.
Cars: He is particularly fond of his white 
Mercedes G63, with a distinctive 
license plate that reads "DUBAI 1".
Writing and Poetry: As an avid writer 
and poet, Sheikh Mohammed has 
authored several books that are highly 
acclaimed by his fans and followers.
Falconry: Falcons hold a special place 
in his heart, and he is often seen with 
one in Dubai's deserts.
Yachting: He owns the impressive 
531-feet long yacht Dubai, which is the 
third-largest yacht globally.
Camel Racing: Sheikh Mohammed also 
enjoys camel racing and frequently 
attends events across the UAE.

1.

2.

3.

4.

5.

6.

Mothers’ Endowment Campaign: 
$272 Million Education Fund:

Sheikh Mohammed bin Rashid Al Maktoum 
emphasizes that knowledge is the 
foundation of hope, enabling individuals 
and nations to thrive. He believes that his 
family's role in the UAE is to ensure global 
access to education, hope, and 
opportunities, ultimately contributing to a 
better future worldwide.

In line with this vision, Sheikh Mohammed 
launched the Mothers' Endowment 
campaign in 2024, aiming to honor UAE 
mothers by establishing a sustainable 
AED1 billion ($272.26 million) endowment 
fund. This initiative supports global 
education, benefiting millions, and allows 
individuals to donate in their mothers' 
names.

By supporting education and 
skill-building, the Mothers' Endowment 
campaign strives to make a lasting 
impact on individuals and communities 
worldwide.

Favorites of Sheikh Mohammed bin Rashid 
Al Maktoum
Sheikh Mohammed bin Rashid Al 
Maktoum's hobbies and interests reflect 
his adventurous and creative personality. 
These hobbies not only bring him joy but 
also reflect his love for his heritage and 
culture. Here are some of the things he 
enjoys doing:

The campaign's primary objectives include:7. Communicate Effectively:
Transparency and communication are 
vital for building trust and support. 
Leaders must share their vision and goals 
with the public, using media to promote 
their message and invite accountability.

8. Foster a Culture of Competition:
Competition drives excellence and 
motivates teams to strive for more. Leaders 
must create a competitive atmosphere, 
encouraging innovation and progress.

9. Develop Future Leaders: 
Building the next generation of leaders is a 
critical responsibility. Leaders must 
prioritize leadership development, 
recognizing that empowering others is a 
key measure of success.

10. Make a Positive Impact: 
Effective leaders change lives for the 
better. By serving the people, innovating, 
and collaborating, leaders can create a 
lasting legacy and make a meaningful 
difference in the world.
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Family Business

 TO CONFLICTS

UNDERSTANDING

REACTI ONS
FAMILY MEMBERS'
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When conflicts arise in family businesses, 
family members often respond in various 
ways, depending on their individual 
perspectives, values, and experiences. 
Understanding these reactions is crucial 
to addressing and resolving conflicts 
effectively.

Each of these reactions has its limitations 
and can even exacerbate the conflict if 
not addressed constructively. By 
recognizing and understanding these 
reactions, family businesses can take the 
first step towards developing more 
effective conflict resolution strategies.

In many family businesses, conflicts can 
arise due to the complex dynamics of 
family relationships. However, instead of 
addressing these conflicts openly, some 
family members may adopt an avoidance 
strategy, choosing to ignore or deny the 
existence of the conflict. This approach 
may seem to work in the short term, but it 
can ultimately escalate the conflict, 
leading to more severe disputes and 
damage to the business.

In some cases, family members may even 
deny the existence of conflicts, believing 
that avoidance is equivalent to not having 
conflicts at all. However, this denial can 
prevent family members from addressing 
the underlying issues and finding 
constructive solutions.

The avoidance strategy can have severe 
consequences for family businesses. By 
not addressing conflicts openly, family 
members can create an environment of 
tension and mistrust, which can ultimately 
damage the business and relationships. 
Furthermore, avoidance can lead to 
power struggles, communication 
breakdowns, and even court cases.

To break the cycle of avoidance, family 
businesses must recognize the 
importance of open communication and 
conflict resolution. This requires creating a 
safe and respectful environment where 
family members feel comfortable 
discussing their disagreements and 
working towards constructive solutions.

The Avoidance Response: 

How Family Businesses Can Escalate 
Conflicts by Not Addressing Them

Common reactions to conflict among 
family members include:

Avoidance: Ignoring or downplaying 
the conflict to maintain peace
Dominance: Using authority or power 
to impose one's will and resolve the 
conflict
Separation: Structurally separating 
family members or dividing 
ownership from management to 
minimize interactions

1.

2.

3.

In many family businesses, 
conflicts can arise due to 

the complex dynamics 
of family relationshipsUNDERSTANDING

RE ACT IONS
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By understanding the origins of the 
avoidance strategy and its effects on 
family businesses, family members can 
take the first step towards addressing 
conflicts openly and finding ways to 
resolve them constructively. This requires 
a willingness to challenge cultural and 
family values, and to prioritize open 
communication and conflict resolution.

In many cases, dominance can spark a 
series of escalated disputes that can be 
devastating for family businesses. These 
conflicts can lead to family wars, 
damaging relationships and threatening 
the very survival of the business.

To avoid these pitfalls, family businesses 
must recognize the dangers of 
dominance and strive for more inclusive 
and collaborative approaches to conflict 
resolution. By listening to all voices and 
perspectives, family businesses can 
create a more harmonious and equitable 
environment, where conflicts are resolved 
constructively and relationships are 
preserved.

The Dominance Response:

How Power Imbalance Can Escalate 
Family Business Conflicts
When family members disagree, those in 
positions of power or authority often 
resort to dominance to force a solution or 
settle a dispute. This approach disregards 
the concerns and views of other family 
members, suppressing their voices and 
creating a power imbalance.

When family members 
disagree, those in positions 
of power or authority often 

resort to dominance to force
 a solution or settle a dispute

Family businesses must 
recognize the dangers of 
dominance and strive for 

more inclusive and 
collaborative approaches

Dominance is a common response to 
conflict in family businesses, particularly 
when avoidance has failed to resolve the 
issue. Those in control may use their 
authority to impose their will, without 
considering the perspectives of others. 
However, this approach does not address 
the underlying conflict or resolve it; 
instead, it escalates tensions and creates 
a toxic environment.

The dominance response can have 
severe consequences, including:

Repressing the views and interests of other 
family members, leading to built-up 
frustrations, resentment, and anger.
Creating a winner-loser dynamic that 
further complicates the situation.
Encouraging those whose views are 
disregarded to take the matter personally 
and seek revenge or justice.
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The Separation Strategy: 
A Temporary Solution to Family Business 
Conflicts
Family businesses often employ the 
separation strategy to manage existing 
conflicts or avoid potential ones. This 
approach involves structurally separating 
family owners into different legal entities, 
divisions, or subsidiaries to minimize 
interactions. Alternatively, separation can 
occur by dividing ownership from 
management, restricting family members 
to governance roles, and hiring 
non-family executives.

While separation may provide temporary 
relief, it does not address the underlying 
conflict. When conflicting parties 
inevitably interact, the conflict will 
resurface. If the structural separation is 
not permanent, the risk of renewed 
conflict remains, particularly when family 
members move within the organization or 
when the separating structure changes.

By not tackling the conflict head-on, 
family businesses may miss opportunities 
for growth, resolution, and strengthened 
relationships. A more effective approach 
would involve creating a safe and 
constructive environment where family 
members can openly communicate, 
address conflicts, and work together 
towards a resolution.

Separation can occur by 
dividing ownership from 

management, restricting 
family members to 

governance roles, and 
hiring non-family executives.

The dominance response can
have severe consequences
like creating a winner-loser 

dynamic that further 
complicates the situation

The separation strategy, like avoidance 
and dominance, fails to provide a 
platform for family members to:

Share concerns and priorities
Discuss and address frustrations
Make joint decisions on conflicting matters
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Technology

CYBERSPACE &

In today's interconnected world, 
cyberspace has become an essential 
environment that enables human 
activities, supporting the functioning of 
modern societies. This vast network of 
physical and virtual information system 
infrastructures connects approximately 
two-third of the world's population, millions 
of groups and organizations, and over 18 
billion Internet of Things devices, with this 
number expected to double by 2030.

The Interconnectedness of Cyberspace

The increased level of interconnectedness 
and reliance on cyberspace is such that 
nearly everyone depends on the accurate 
functioning of connected systems and 
networks. This is particularly true for 
essential services, including energy grids, 
transportation networks, and 
telecommunications. The seamless 
functioning of these systems is critical to 
maintaining economic stability, ensuring 
public safety, and supporting overall 
well-being.

SECURITY
CYBER

2.     Political Cyber Attacks: 
Used as a political weapon, these attacks 
are more common in environments with 
high corruption and instability. Political 
cyber-attacks can have far-reaching 
consequences, including the disruption of 
critical infrastructure and the 
compromise of sensitive information.

3.     Socioeconomic-Driven Cybercrime: 
Poverty, unemployment, and income 
inequality can drive individuals to engage 
in cybercrime. Research has shown that 
unemployment has a causal effect on 
cybercrime rates, particularly in places 
with highly educated but underemployed 
computer experts.

4.   Digital and Technical Vulnerabilities: 
The number of internet users, available 
bandwidth, and other technical factors 
can contribute to cyber incidents. As more 
people gain access to the internet and 
digital technologies, the potential for 
cyber incidents increases.

1.   Cybercrime: 
Lucrative and exploitative, cybercrime 
persists due to its financial benefits. 
Cybercriminals often target vulnerable 
individuals and organizations, using 
various tactics to compromise sensitive 
information and disrupt business 
operations.

The Web of Cyber Incidents

The determinants of cyber incidents, 
including cybercrime, constitute a 
complex web of social, economic, political, 
technological, and cybersecurity factors. 
These factors are directly correlated with 
cyber incidents and indirectly related 
among themselves. For instance, 
reduction in corruption and the 
establishment of a more efficient and 
stable political climate are associated 
with fewer disclosed cyber incidents.

The Multidimensional Challenge of Cyber 
Security

Cyber security is a complex issue that 
encompasses economic, political, social, 
digital, and technical aspects. To 
effectively address cyber security threats, 
it is essential to understand the various 
factors that contribute to these threats. 
We can categorize these threats into four 
main types:
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The evolving landscape of cyberspace and cyber security presents a complex challenge 
that requires a multifaceted approach. By understanding the various factors that 
contribute to cyber incidents and taking proactive measures to mitigate cyber risk, we 
can promote economic growth, ensure public safety, and support overall well-being.

The Impact of Cyber Incidents

Cyber incidents have far-reaching consequences, affecting not only economies but also 
human safety. Over half of developing countries experience at least one publicly 
disclosed cyber incident affecting critical infrastructure each year. These incidents have 
resulted in millions facing power outages, disruptions in medical services, fuel shortages, 
port shutdowns, and more

Mitigating Cyber Risk

Mitigating cyber risk is essential for driving inclusive, sustainable development, and 
economic growth. A developing country that reduces its number of major disclosed 
cyber incidents can boost GDP per capita by 1.5%. A more secure cyberspace fosters trust 
in the digital economy and protects the most vulnerable, including those at the lower 
end of the income distribution and small and medium enterprises.



NOTICE

PURPLE COW 
by: Seth Godin

Purple Cow represents
a product, service, or experience 

that is so
 remarkable, unusual, and interesting 

that it compels people to take 

Marketing
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In today's hyper-competitive marketplace, 
businesses face an unprecedented 
challenge: standing out from the crowd. 
The proliferation of advertising messages, 
products, and services has led to 
consumer fatigue, rendering traditional 
marketing strategies ineffective. To 
succeed, businesses must transcend the 
ordinary and create products, services, 
and experiences that are truly remarkable.

This is where the concept of the "Purple 
Cow" comes into play. Coined by Seth 
Godin, the Purple Cow represents a 
product, service, or experience that is so 
remarkable, unusual, and interesting that 
it compels people to take notice. The 
Purple Cow is a metaphor for the kind of 
innovation and creativity that sets 
businesses apart from their competitors.

So, how do businesses create a Purple 
Cow? The answer lies not in adding more 
features, advertising, or promotions, but in 
creating something truly remarkable. This 
requires a willingness to take risks, 
challenge conventional wisdom, and push 
the boundaries of what is possible.

In conclusion, creating a Purple Cow is no 
longer a nicety, but a necessity in today's 
hyper-competitive marketplace. By 
focusing on remarkability, authenticity, 
relevance, and consistency, businesses 
can create products, services, and 
experiences that stand out from the 
crowd and leave a lasting impression. 

Marketing is not just about promoting a 
product or service – it is about creating a 
movement, building a community, and 
spreading an idea. Marketing must be 
focused on creating the Purple Cow – 
something that is truly remarkable and 
worth talking about. Marketers must be 
willing to take risks, challenge 
conventional wisdom, and push the 
boundaries of what is possible.

The Purple Cow is not just a product or a 
service – it is a way of life. It is a way of 
doing business that is remarkable, 
authentic, relevant, and consistent. By 
embracing this way of life, businesses can 
create something truly remarkable – 
something that will be remembered for 
years to come.

To create a Purple Cow, businesses must 
focus on the following essential qualities:

Creating the Purple Cow: A Path to 
Innovation

 cohesive and recognizable identity.

So, how do businesses create a Purple 
Cow? The answer lies not in adding more 
features, advertising, or promotions, but in 
creating something truly remarkable. This 
requires a willingness to take risks, 
challenge conventional wisdom, and push 
the boundaries of what is possible.

Remarkability: The Purple Cow must 
be worthy of conversation and 
attention, offering something unique, 
interesting, or unusual.
Authenticity: The Purple Cow must be 
genuine and authentic, eschewing 
pretenses and artificiality.
Relevance: The Purple Cow must 
resonate with the needs and desires 
of the target audience, demonstrating 
a deep understanding of their values 
and preferences.
Consistency: The Purple Cow must 
maintain a consistent message, 
branding, and delivery, ensuring a 

1.

2.

3.

4.

The current marketing landscape is 
characterized by a sea of sameness, 
where every product and service appear 
indistinguishable from the next. 
Consumers, overwhelmed by the 
cacophony of advertising and marketing 
messages, have become increasingly 
desensitized to claims of "quality," 
"excellence," and "customer satisfaction." 
To break through this clutter, businesses 
must create something that is worthy of 
attention and conversation.

35
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A sales strategy is a comprehensive 
roadmap designed to achieve revenue 
targets. It begins with identifying ideal 
customers and sales channels, followed by 
the development of a structured sales 
process. However, a sales strategy is not a 
static plan. Instead, it must continuously 
evolve to address shifting business 
landscapes and market dynamics.

Adapting to Change

To remain effective, sales strategies must 
be agile and responsive to change. This 
often requires doing more with less, 
optimizing resources, and streamlining 
processes. Sales leaders play a critical role 
in driving this adaptation, leveraging 
customer and sales performance data to:

1.     Direct Selling: 
Building Relationships and Closing Deals

Direct selling involves building a 
one-on-one relationship with a customer 
over time. This strategy is ideal for 
complex products or large deals that 
require a high level of human 
involvement. Direct sales is often the 
preferred approach for enterprise sales.

Effective Sales Strategies to Drive Growth

In today's competitive sales landscape, 
it's essential to have a well-defined sales 
strategy that aligns with your business 
goals. Here are  proven sales strategies to 
consider:

Track progress and identify areas for 
improvement
Make informed adjustments to the 
sales strategy
Stay on course and achieve revenue 
targets

SALES STRATEGY

Sales

 Direct selling strategy
 is ideal for complex 

products or large deals 
that require a high level 
of human involvement 
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2.    Inbound Selling: 
Attracting Customers through Marketing 
Efforts

Inbound selling relies on customers 
finding your company through marketing 
efforts, word of mouth, or organic SEO. This 
strategy involves creating a clear path for 
customers to follow, making it easy for 
them to engage with your brand. A high 
volume of inbound leads indicates a 
strong industry presence and a clear need 
for your product.

6. Consultative Selling: Positioning 
Yourself as a Trusted Advisor

Consultative selling involves building a 
relationship with customers based on 
trust, expertise, and guidance. Sales reps 
focus on educating customers about their 
needs and providing valuable resources, 
positioning themselves as trusted 
advisors. This approach leads to natural 
sales conversations and long-term 
relationships.

7. SPIN Selling: Asking the Right Questions 
to Deepen Relationships

The SPIN selling strategy involves asking 
probing questions in four key areas: 
situation, problem, implication, and 
need-payoff. By understanding 
customers' needs and pain points, sales 
reps can provide tailored solutions and 
deepen relationships. This approach 
requires time and effort but leads to 
stronger customer connections.

3. Outbound Selling: Creating Demand 
and Proving Value

Outbound selling involves contacting 
prospects who haven't interacted with 
your company before and converting 
them into customers. This strategy 
requires creating a sense of demand or 
proving why your product or service is the 
solution the prospect needs. Outbound 
sales strategies can be more complex 
than inbound ones.

4. Partner Selling: Collaborating with 
Partners to Expand Reach

Partner selling, also known as channel 
sales, involves collaborating with partners 
to sell your product or service. This 
strategy is ideal for breaking into new 
customer segments or gaining more 
market share. Partnering can provide a 
significant return on investment, but 
requires extra training to ensure your 
brand is represented correctly.

5. Account-Based Selling: Building 
Relationships with High-Value Accounts

Account-based selling focuses on 
building relationships with high-value 
account holders to close bigger deals. This 
targeted approach involves creating 
personalized solutions based on the 
specific needs of the account. Sales 
teams using this strategy typically see 
higher conversions, improved customer 
loyalty, and long-term relationships.

By understanding 
customers' needs and 
pain points, sales reps 

can provide tailored 
solutions and deepen 

relationships
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8. Value-Based Selling: Delivering 
Economic and Resource Impact

Value-based selling focuses on helping 
customers solve problems while 
delivering positive economic and 
resource impact. Sales reps emphasize 
cost savings, time savings, competitive 
advantage, and risk mitigation. This 
approach builds trust and leads to 
long-term customer relationships.

8. Value-Based Selling: Delivering 
Economic and Resource Impact

Value-based selling focuses on helping 
customers solve problems while 
delivering positive economic and 
resource impact. Sales reps emphasize 
cost savings, time savings, competitive 
advantage, and risk mitigation. This 
approach builds trust and leads to 
long-term customer relationships.
 
Solution selling involves understanding 
customers' needs and pain points and 
providing tailored recommendations. This 
customer-centric approach helps sales 
reps deliver better solutions, building trust 
and loyalty with customers.

10. Challenger Selling: Bringing New 
Insights and Value

Challenger selling involves challenging 
customers' thinking and assumptions, 
bringing new insights and value to their 
business. This approach requires a 
company-wide commitment to delivering 
solutions that change perspectives. By 
adopting this strategy, sales reps can 
establish themselves as trusted advisors 
and drive long-term growth.

Developing a sales strategy can be a 
daunting task, especially when you're 
under pressure to meet sales projections. 
It's like building a car while driving it - you 
need to refine the process while 
simultaneously achieving results.

Getting Back to Basics

To create a strong sales strategy, focus on 
the essentials. It all comes down to 
answering three critical questions:

Finding Your Way

By answering these fundamental 
questions, you'll be well on your way to 
developing a effective sales strategy. With 
a clear understanding of your customer, 
product, and sales process, you'll be able 
to drive revenue growth, improve 
customer satisfaction, and stay ahead of 
the competition.

Who is your customer? Understand their 
needs, preferences, and pain points.
What is your product? Clearly define its 
value proposition and unique selling 
points.
How does your customer like to buy? 
Identify their purchasing habits, channels, 
and decision-making processes.

1.

2.

3.
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YOU DON'T LEARN TO
WALK BY 

FOLLOWING RULES.
YOU LEARN BY DOING,

AND BY FALLING OVER. 

Paulo Coelho

39boardroompk.com
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