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Ahmad Bukhari is Marketing and Sales expert with 14+ years record of
achievements and demonstrated success evinced by driving multimillion
Saudi Riyals sales growth across multinational companies, coupled with
providing exceptional leadership in Marketing, Trade Marketing, Business
Developments and Business Intelligence.

Ahmad holds a Bachelor of Science degree (B.S.) in Industrial Management, /
specialized in Marketing from King Fahd University of Petroleum & l
Minerals, and Executive Master of Business Administration (EMBA) from ‘
King Abdulaziz University. Ahmad Bukhari

Sales Manager

aabukhari@sbgom.com
Ahmad is leading SSCL’s identity transformation and looking after KSA sales. +966569660770
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*  Why to transform?

* Benefits of Transformation?

* Do FM companies need to invest in their company identity?

* How to maintain company’s brand value in changing identity?

* Isitimportant to FM B2B companies to invest in Marketing/Branding activities?
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“Insanity is doing the same thing, over and
over again, and expecting different results.”

Albert Einstein
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Why to Transform?
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Transformation is the new normal

Transformation is
becoming the “new
normal”.

Our number one finding;
Transformation is becoming more and
more prevalent across industries. This
trend is only expected to continue to
accelerate.

Even heavy-asset industries (think, GE)
and slower moving industries (think,
energy and utilities) are facing an
unprecedented level of industry shifts
and disruption.

It is very clear to us that
transformation, to many viewed as a
complex, painful and deeply
challenging leadership task, is about to
become the “new normal”.

rash

It will force us to
rethink and relearn how
we build and operate
companies globally.

When Transformation becomes the
“new normal” companies will need an
entirely new playbook on strategy and
transformation.

We have moved through ‘strategy as
analysis’ to ‘strategy as innovation’.
Next, we need to wrote the playbook
that can guide companies well into the
215 century. Many of the pieces are
already on the table but need to be
assembled into a complete
Transformation roadmap.

Mastering ecosystems, rich explore
portfolios and world-class corporate
venturing will become cornerstones of
a new operating model.
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Transformation is the
215t Century #1
leadership challenge.

The ability to successfully build
transformational companies will be the
premier leadership challenge for the
215t century.

Failure to do so will lead to massive
value destruction as dominant
companies and entrenched industry
leaders fail to transform in time.

One of our key findings; most
organizations can see industry shifts
coming but are structurally unable to
address them.

We propose the 10 Principles of
Transformation to help companies
prepare for the future - today.
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Types of Strategy Transformation
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SHOCK

Shock is triggered by outside
events or outside pressures that
force the company to transform, or
at least attempt to transform.
Burning platform.

Very hard to pull off.

v

SHIFT

Shift is a sudden strategic move
that carries massive and abrupt
changes to the business models

and underlying value creation logic.

Exit a declining core.

EVOLUTION

Evolution is a long-term, planned
and well-executed gradual change in
resource allocation and business.
areas. The evolutionary
transformation may play out over
ten+ years. The Core-Growth-
Explore playbook is virtually always
followed.

Conti reconfi ion.
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Build Your Core
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Create the
Transformation
Architecture

Master Corporate
Venturing

Develop Your
Innovation Strategy

6 D- Learn to Build Business
ot

Model Portfolios
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Benefits of Transformation @Q E”%SAUD'
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Evolution of FM Approach

Industry Overview
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Non-core services
performed by own staff

P

Outsourcing noncore
project- based tasks

=

Consolidated

Combining multiple
services across sites
which is tendered by
the central
procurement
function

Standardized

Aligning the level
and quality of
services provided
across the
organization
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Bidding out multiple
services in same
request for quotation
(RFQ) with
opportunity for one
supplier to deliver
more than one
services in exchange
for extra rebate

EH{ZSAUD'

**
IFM/TFM

IFM: integrated
Facility management
Full outsourcing of
wide range of
noncore services and
management Total
Facility Management
(TFM); Is
outsourcing all the
FM services
requirements to one
supplier
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What Do We Look At? @Q
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WHAT DO ARE BRANDS
BRANDS SAy JUST 'LIST PROFESSIONAL BRANDS LOCALAND
AND HOW SERVICES, OR AND MODERN, TALKNG TO GLOBAL
CAN WE BE ‘OFFER OR AMATEUR (AI}II_RLAE%QI_%JT) BRANDS

DIFFERENT? BENEFITS? AND OUTDATED? DIFER?

#BIG5SAUDI
thebig5saudi.com



SSCL Journey @Q
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Why to Spend in FM Industry =) B85

-~
-

Facilities =

Management

3,

6

Know the market

Each type of customer, what their needs are, and how they perceive facility management.
Know and anticipate their needs.

Know the facility management strengths and weaknesses

What is done well, and where does it fall short? To do this, facility managers should identify
what skills are involved in marketing, which of these skills are performed, and how well
they’re performed.

Develop a marketing plan that serves as a road map

Recognize the importance of quality customer service

!@Io aﬁhﬂ 0:21@

Every facility staff member must realize how every interaction with a customer can serve
marketing objectives and foster a positive image of the facility management department.
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Marketing Spend Level = S.on
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How much to Spend in Marketing and Sales? wEaclities

Based on a high-level analysis, the following graph presents a comparison of marketing and selling expense for companies

operating in similar sectors

. Sample Size

Marketing
& Selling
Expense

as a % of
Revenue

Global Emerging

The range above for marketing costs may be used as a guideline for what comparable companies with mature marketing functions and
plans are spending on marketing and selling activities. Importantly, companies in the initial stages of implementing a new marketing
plan are likely to spend a higher percentage of revenue.
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THANK YOU
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