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p u b l i s h e r ’ s
n o t e

We dedicate this issue of SME Community Philippines magazine to 
entrepreneurs, established as well as aspiring, everywhere. As our main 
stories will show, it is the much admired Filipino trait known as abilidad, 
roughly translated as innate creativity and innovativeness in approaching 

life, relationships and business that enable success.
We feature on our cover Arden and Jen Siarot, the enterprising couple behind the multi-

awarded export f irm Arden Classic Inc. of Cebu. Arden, the industrious son of working class 
parents, did not allow poverty to get in the way of his ambition and thirst for education. 
While holding down a full-time maintenance job to support his siblings, he also earned his 
engineering degree. Later, Arden’s technical brilliance with machines and materials earned 
him the respect of employers and customers. He eventually won the coveted Ramon Magsaysay 
Award, Asia’s equivalent of the Nobel Prize. To Arden and his wife Jen’s credit, what once 
was a small operation in the kitchen of a rented apartment, is now a multi-million peso export 
manufacturing company turning out items for the most distinguished shops, homes and offices 
around the globe.

This issue also acquaints our readers with Elaine Lasac, one of Plantersbank’s SME.com.ph 
web service customers. Elaine is the driving force behind Goldnest Inc., a small company in 
downtown Manila, which is doing brisk business delivering fresh from the henhouse one of 
the country’s favorite foods. Thanks to her pioneering venture into online marketing, Elaine 
has raised Goldnest to become one of the fast-growing brands of trusted quality eggs in the 
market, prized by restaurateurs, bakers and hoteliers alike.

As this issue of SME Community Philippines went to press, Plantersbank was honored 
to be the first-ever recipient of the Presidential Citation for MSME Development. This 
award, presented by President Gloria Macapagal Arroyo on the occasion of Micro, Small 
and Medium Enterprise Development Month, recognizes Plantersbank for Best Practice in 
providing access to f inance to the country’s small and medium-scale entrepreneurs as well as 
the entrepreneurial poor.

During this happy occasion, we were proud to be in the company of fellow Presidential 
Awardees like clients Pedro Barrios of Manolette’s Bakeshop, Presidential Awardee for 
Mindanao Outstanding Small Enterprise; the AMS Employees Fresh Fruit Producers 
Cooperative, Presidential Awardee for Mindanao Outstanding Medium Enterprise; and 
Plantersbank wholesale microfinance program participant CARD Bank, whose CARD 
e-system earned a Presidential Citation for Best Practice in micro credit.

We hope this issue will inspire readers and encourage more Filipinos to take after the 
example of these admirable entrepreneurs. Indeed, let us show the world that we have the 
abilidad; and that honest work, self-reliance and freedom of enterprise are keys to the creation 
of new wealth and the betterment of life in our communities.

We Can Inspire the World

Chairman and President
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Plantersbank chairman Ambassador Jesus P. Tambunting 
is the ADFIAP “Distinguished Person of the Year” awardee 
for 2009. The award was announced by the Association 
of Development Finance Institutions in Asia and the 
Pacific (ADFIAP) at the culmination of the organization’s 
32nd annual meeting in Muscat, Oman. The award was 
officially presented to Ambassador Tambunting at the 
Manila Polo Club by ADFIAP secretary general Octavio 
B. Peralta.

The ADFIAP “Distinguished Person Award” is a 
lifetime achievement award given to a person who had, 
in his or her chosen career, excelled and made a mark in 
the country or internationally for his or her outstanding 
accomplishments in the field of development, in 
general, and in the development banking profession, in 
particular.

The ADFIAP Distinguished Person Award was 
bestowed on Ambassador Tambunting in recognition of 
his contribution as a visionary, advocate, capacity-builder 
and innovator of development finance.

“For over 25 years, Ambassador Tambunting 
passionately dedicated his energy, time and resources in 
making Planters Development Bank become the country’s 
premier small and medium enterprise (SME) bank,” the 
ADFIAP said.

Plantersbank is determined to cement its dominance 
in the SME sector and to make its brand synonymous 
with SMEs. Its blueprint for “Enabling Entrepreneurs” 
envisions a deeper role in the SME sector, thus helping 
accelerate the drive for economic progress, sustainability 
and countryside modernization.

The senior official for Asian operations of the Netherlands 
Development Finance Company (FMO) was in Manila 
for a five-day working visit, heralding closer ties between 
Planters Development Bank and its Dutch shareholder.

FMO regional director for Asia Wim Wienk called on 
Plantersbank chairman Ambassador Jesus P. Tambunting 
at Head Office recently. Mr. Wienk was in Manila to 
meet with members of the Plantersbank management 
committee and counterparts from the Asian Development 
Bank, the International Finance Corporation and the 
Bangko Sentral ng Pilipinas.

During his visit, Mr. Wienk worked with Plantersbank 
executives to determine how best the Dutch shareholders 
can assist the bank in achieving its vision of being “the 
best-managed SME Bank in the country and the Asian 
region.”

The FMO and Plantersbank recently marked 26 
years of cooperation in development finance and poverty 
alleviation. FMO’s investment in January 1983 made 
Plantersbank the first Philippine development bank to 
acquire a foreign bank shareholder.

Plantersbank and FMO have since worked closely to 
promote SME finance, through staff training programs, 
the PDB-FMO Development Center and UPSIDES, the 
international magazine for development and finance.

FMO Regional Director 
in top-level talks

Plantersbank Chairman 
is ADFIAP Distinguished Person 2009

HOTLINE     
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Davao Recto Branch now 
sports the new Planters-
bank corporate signage 
which uses cutting edge 
light emitting diode (LED) 
technology.  The new sign 
and the recently renovated 
building façade now stand 
out as a local landmark 
in this busy Davao City 
neighborhood.

Featuring the raised 
logo hexagon device 

and corporate name, set 
against a post green alu-
minum field, the new sig-
nage  will substantially 
cut-down branch energy 
consumption and contrib-
ute to a lower bank-wide 
carbon footprint.

The new LED signs are 
now in service in Antipolo, 
Cabanatuan, San Miguel 
and Tagum. 

Planters Development Bank 
was cited as the Best Coun-
tryside Loan Fund Program 
Partner under the Country-
side Loan Programs admin-
istered by state-run Land 
Bank of the Philippines.

Plantersbank chairman 
Ambassador Jesus P. Tam-
bunting accepted the award 
from Land Bank president 
Gilda S. Pico and World 
Bank representative Bert 
Hoffman during ceremonies 
attended by leaders of the 
Philippine banking indus-
try, international funders 
and the SME sector.

The recognition from 
the Land Bank is a reaf-
firmation of Plantersbank 
as a leading player in both 
SME and countryside-
oriented development fi-
nance.  Plantersbank has 
been a consistent recipi-
ent of similar awards given 
by various SME funding 
agencies.

Land Bank also recog-
nized Plantersbank clients 
as outstanding CLF ac-
counts: Rocky Farms in the 
Agri-based category, and 
New RBW Marketing, Inc. 
in the SME category.

Davao Recto Branch 
sports new LED technology

Plantersbank is Best 
Countryside Loan Fund partner

Barely a year in existence, Bizster.com.ph, the lead 
social networking site for SMEs, was invited to share 
its story at the Philippines’ 2nd Social Networking 
and e-Business Conference, one of the biggest internet 
marketing events.

During the conference Adonis C. Yap, president 
of Plantersbank subsidiary SME.com.ph and Bizster.
com.ph publisher, spoke back-to-back with ABS-CBN 
Interactive/Multiply customer marketing head Criselda 
Cervantes on the theme Reaching and Connecting 
Customers through Social Networks.

Mr. Yap said SME.com.ph pioneered the social 
networking site dedicated to the growing number of SMEs 
in the country.  “The power of technology, particularly the 
internet, is not a ‘mere trend’ but a ‘means’ to tap business 
opportunities and further expand growth,” he said.

Social networking sites are increasingly popular, 
according to Mr. Yap. “We saw the need for like-minded 
people, such as the SMEs we serve—to connect and take 
advantage of this platform,” he noted, referring to the 
growth in Bizster.com.ph membership.

Bizster 
makes 
waves at 
2nd Social 
Networking 
Confab
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HOTLINE     

Plantersbank has just added Tagum City, Davao del 
Norte to its nationwide branch network.

Tagum Branch became Plantersbank’s 70th branch on 
June 3, Wednesday, with the ribbon-cutting ceremony led 

by Branch Banking Group head EVP Roberto A. Buhain 
(second from left).  In the photo with Mr. Buhain are 
Visayas-Mindanao area head AVP Josephine A. Caram, 
Father Em-em Luego and Engineer Rolando del Fiero. 
The rites were witnessed by the local SME community 
and senior Plantersbank officers from the Makati Head 
Office and Davao City.

The Tagum branch service team presently includes 
Officer-in-Charge Allan Kim S. Villanueva, Customer 
Service Officer Ronnie B. Bacaron, and customer 
service assistants Riena Lyn J. Lopez and Nellierose Q. 
Castaneros. 

The branch holds office in a new building, conveniently 
located along Jose P. Rizal Street in the bustling commercial 
area of Tagum City. The building sports the energy-saving 
LED signage and boasts bright work areas, modular 
furnishings and ample parking space for clients.

Tagum is one of the fastest growing cities in 
Mindanao. This thriving urban center has benefited 
from international demand for fresh bananas and tropical 
wood products.

Plantersbank is reinforcing its commitment to 
entrepreneurs through the SME Speaker Series, a 
component of its nationwide SME Advocacy program.

Now in its second year, the Plantersbank SME 
Speaker Series visited Iloilo City to share with local 
entrepreneurs the winning management techniques and 
life skills of today’s top business gurus.

Acclaimed management trainer, motivational 
speaker and productivity consultant Anthony Pangilinan 
addressed the topic Managing Through Difficult Times: 
Why Just Survive When you Can Thrive, at a “by-
invitation only” session at the Eon Centennial Plaza 
Hotel last June. Mr. Pangilinan shared his expertise 
in identifying opportunities, avoiding pitfalls and 
overcoming the challenges of today’s rapidly changing 
economic terrain.

Presented in cooperation with the Iloilo Jaycees 
chapter and Globe Telecom, the Plantersbank SME 
Speaker Series is an added dimension to Plantersbank’s 
portfolio of innovations for enabling entrepreneurs, 
among them the SME social networking site Bizster.
com.ph and the SME Industrial Park, the country’s first 

industrial development solely focused on SMEs.
The series will visit key cities throughout the 

country, targeting Luzon, Visayas and Mindanao to help 
address issues faced by a growing number of Filipino 
entrepreneurs; more so help them realize the important 
role they have in shaping the landscape of the economy.

The next SME Speaker Series will take place in 
Bulacan with management guru Francis J. Kong as 
resource speaker.

Plantersbank Tagum 
Branch makes 70

SME Speaker Series
You can thrive during 
tough times

ADVISORY
Effective June 1, 2009, the Philippine Deposit Insurance Corporation under RA9576, 
has raised the maximum deposit insurance for each depositor to P500,000.00.
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A
siaFood Expo (AFEX), the 
country’s longest running 
convergence of key players 
and trendsetters in the food 

and beverage industry is set to open 
at the World Trade Center in Pasay 
City from September 17 to 26.

AsiaFood Expo 2009 is the coun-
try’s largest exhibition of world-class 
packaging, food processing, food 
service, beverage, baking products, 
ingredients, kitchen equipment and 
technology to be held under one roof. 
The expo features specialized tech-
nical, production and food presenta-
tion, culinary activities and cooking 
demonstrations.

The expo is expected to bring to-
gether more than 560 food and bev-
erage exhibitors from 29 countries, 
during Food Franchising Asia and 
Food & Drinks Asia 2009 scheduled 
September 17 to 20; back-to-back with 
the 18th AsiaFood Expo and Foodserv 
Asia 2009 on September 23 to 26.
»	Food & Drinks Asia, an interna-

tional event dedicated to finished 
products in food and drink and will 
showcase specialty foods, delica-
tessen, confectionery, beverages, 
beers, wines, and spirits.  Food & 
Drinks Asia is being staged to ex-
tend a hand to Small and Medium 
Enterprises and prospective entre-

preneurs, especially in chilled and 
frozen food products, dairy, fresh 
fruit and vegetable, and organic 
produce.

»	Food Franchising Asia showcases 
the latest in food franchise ideas 
and business systems.  Now in its 
13th year, this international exhibit 
is organized to open doors to enter-
prising Filipinos who seek a share 
of the most profitable markets in 
franchising.

»	Foodserv Asia, the ninth annual 
exposition of the best in foodser-
vice, catering systems, supplies, 
equipment and technology.

»	AsiaFood Expo is the Philippine 
food industry’s largest annual 
event for acquisition of supplies and 
equipment for the food processing, 
packaging and food service indus-
tries. The unprecedented transac-
tions concluded at AsiaFood Expo 
annually reinforces the vital and 
dynamic role it plays in upgrading 
the food and beverage industries in 
the. AsiaFood Expo is presently the 
biggest show in the Philippines for 
this particular industry.

 t r e n d s

Asia Food Expo 2009 
holds back-to-back events

For more details, contact the organizers:
TRADE INFORMATION MARKETING 
and EXHIBITIONS, INC.
S-324 Secretariat Building, 
Philippine International Convention Center
CCP Complex, Roxas Boulevard, Pasay City
Tel: 834-0085 to 86 / Fax: 831-3828 
Email: tradeinfo@pldtdsl.net
Website: www.afex.com.ph

© Freefly  Dreamstime.com



A Classic Touch
How Arden Classic Inc. founder Arden Siarot went from melted candle collector to furniture 

manufacturing millionaire in a true rags to riches fashion. 

By KARL R. De MESA and DENNIS P. LIUAG
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T
oday the sun will rise in the east 
and set in the west. Somebody 
somewhere makes a conscious 
effort to destroy something. 

Somebody somewhere will be awed 
by a work of beauty and, so moved, 
be inspired to interpret it. Somebody 
somewhere will reach for the stars and 
refuse to be nay said until they have it in 
their hands.   

Arden Siarot’s first fumbling grasp 
towards that firmament came in the late 
1960s, at the age of six, when he started 
collecting melted candle wax. What 
remained of offerings and prayers left for 
the dead became the first peso that this 
future millionaire would ever earn. 

Back then, however, he was just 
the eldest of a brood of six. His father, 
Agustin, was a headstone maker and 
graveyard sculptor and his mother, 
Rosario, was a dressmaker. The couple 
lived near the cemetery and, when their 
father worked on new headstones, the 
children would accompany him.

Among the tombs and statuary, 
Arden would play and collect candle 
wax. On weekends he would sell what 
he’d collected to candle makers, while 
on ordinary days they would scrounge 
for bottles, cans and scrap metal around 
their neighborhood.  

We can trace the tangent of Arden 
Siarot from the remains of faith, like the 

scraps of candle wax that he collected as a 
graveyard vagabond, to the ascent of the 
Arden Classic, Inc., a name synonymous 
with exports of the finest quality.

It is in his sense of leadership when, 
during teens, he organized his siblings 
to peddle boiled bananas and sweet 
potatoes in the neighborhood. It is in his 
unwavering eye on the goal when, finding 
few prospects for himself after primary 
education, Arden offered to work for his 
aunt, allowing Arden to earn his high 
school diploma at the Abellana National 
campus in 1976. By the time he enrolled in 
the Electro-Mechanics course of the Don 
Bosco Manpower Training Program, Arden 
had gained nerves of steel. This was not 
enough for Arden Siarot however. 

Luckily for Arden, at the end of his 
year-long course, Don Bosco hired him as 
an electrician on the campus maintenance 
staff. During this time, he helped finance 
his siblings’ education and also achieved 
his Bachelor of Science degree in 
Electrical Engineering at the University 
of San Jose Recoletos.  “It was important 
for me to finish college,” he explains. “I 
believe that if you’re a college graduate, 
it would be easier to land a better job.” 

By 1988 Arden had acquired seven 
years of experience in machinery 
maintenance and machine fabrication at 
Don Bosco. The school even offered him 
a teaching job.

One day, an Italian jewelry 
manufacturer dropped by the Don Bosco 
machine shop to have an automatic 
control device fabricated for his plant 
machinery. The auto control being a 
complex piece of work, Arden personally 
went to the factory in the Mactan Export 
Processing Zone to install the apparatus. 
So impressed was the owner with the 
outcome he insisted that Arden join 
his company and head the engineering 
department. There, Arden would bloom 
as a team player and, when the company 
shifted to making novelty items and 
accessories, he would discover his talent 
for woodworking and production.

At the same company, Arden met Jen 
Elizabeth Calomarde, who became his 
bride after a steady committed courtship. 
Jen, a certified public accountant, also 
became his business partner. 

The birth of Arden Classic
In 1993, sensing the opening of new 
opportunities in Cebu, Arden felt it was 
time to put acquired business-savvy and 
manufacturing skills to the test.

Investing their life savings, Arden 
and Jen set up shop in the kitchen of 
their rented apartment in Labangon and 
together with Arden’s cousins started 
turning out exquisite miniature metal 
dining sets. This got them a first order 
from a big department store for P5,000, 

There 
are some 
things 
that you just 
have to take 
on faith.

COVER STORY

Photo by Jacob Maentz
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already a generous sum for the Siarots 
at that time. These were the first steps 
of what would become the seed of the 
respected SME called Arden Classic Inc. 

By 1994 the Siarots got their big 
break when they landed a contract to 
produce silver solder wire for Cebu’s 
biggest furniture exporter. This job order 
got Arden started as an exclusive sub-
contractor for this major firm. 

He went on to fabricate intricate brass 
items and furniture. The fine workmanship 
brought a steady stream of orders. Arden 
was making more money than before but 
he and Jen worried over their dependence 
on orders from exporters.

So in 1997, the Siarots took another 
gamble and put their original creations 
on display at a local sub-contractors 
fair.  Not wanting to compete with client 
in the furniture exporting business, the 
Siarots launched their line of jewelry 
boxes, frames and desktop accessories 
and closed their first contract with a 
buyer for a high end distributor of home 
accessories in the United States.

Perfecting quality
The next two years proved to be 
challenging for the Siarots. With the 
aim of weaning themselves from sub-
contract jobs and breaking into the highly 
competitive export market, the Siarots 
focused on building and improving 

processes in their Lapu-Lapu City plant.
In the next years, Arden Classic’s 

quality of work, with the support 
and encouragement of friends like 
Plantersbank, had made a quantum 
leap. You see, the Siarots’ creations 
transcend mere furniture and decoration 
by its sheer focus on craftsmanship. This 
results in pure elegance.

Jen, the company’s lead marketing 
and finance strategist, proudly credits 
the appeal of Arden Classic items to 
her husband’s masterful process and 
creative incorporation of materials like 
ostrich egg, mollusk shell, coconut, and 
even animal bone into their designs.

What they make from inlay, silver, 
brass and various methods of metal 
casting is a sight to behold. Today, 
Arden Classic designs can be found in 
the shelves of high-end boutiques and 
specialty shops like the Ritz-Carlton, 
Harrod’s, Vanucci, Neiman Marcus, Saks 
Fifth Avenue, Ralph Lauren and Ralp 
Polo. Indeed, a long way from the small 
enterprise the Siarots started in their 
kitchen 12 years ago.

Reaping the rewards
The triumph of validation came in 2002, 
when Arden received the President Ramon 
Magsaysay Award for Outstanding Filipino 
Worker in the Self-Employed category.  In 
the same year, he also garnered the Golden 

Shell Award for Manufacturing Excellence 
from the Center for International Trade  
Exposition & Missions and Department of 
Trade and Industry. More awards came. 
In 2003 the Cebu Chamber of Commerce 
named Arden the Entrepreneur of the Year 
and in 2008 the Department of Science 
and Technology named Arden one of the 
Men and Women of Science. But bagging 
the President Ramon Magsaysay Award 
remains the pride and joy of the Siarots.

It is hard to imagine a more humble 
beginning than that of Arden Siarot, 
now a bona fide millionaire who once 
diligently scraped candle wax off tombs 
and carried buckets of water from the 
pump to the house where he did odd jobs 
as a teenager. But this is what earning 
success means. 

Arden Siarot is an entrepreneur 
in every sense of the word. His 
determination and spirit has made him 
into an embodiment of it; and while 
belief in one’s self can only get you so 
far, it is the essential element in any kind 
of success story. You just take it on faith. 
The rest, as they say, is easy.

Product photos by Arden Classic Inc.

Arden Classic Inc.
Soong II, Barangay Mactan
Lapu-lapu City, 6015 Cebu, Philippines
Tel. Nos.: +6332-2385962; 238-5963; 495-8328
Fax: +6332-4938257
Email: ardencls@yahoo.com
Website: www.ardenclassic.com
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Arden Siarot’s recognitions and awards

Outstanding Technology Adopter
Department of Science and 
Technology (DOST)
June 2008

Best Design for Home Accessories Finalist
Cebu X 2006
February 26-March 1, 2006

Best Craftsmanship Award
Cebu X 2004
February 26-March 1, 2004

Best Design for Home Accessories Finalist
Cebu X 2004
February 26-March 1, 2004

Best Product Design for Furniture Finalist
Cebu X 2003
February 26-March 1, 2003

2003 Entrepreneur of the Year Award
Cebu Chamber of Commerce
June 27, 2003

2002 Golden Shell Award 
for Manufacturing Excellence
Department of Trade and Industry 
and Center for International Trade 
Exposition & Missions (CITEM)
November 29, 2002

2002 President Ramon Magsaysay 
Outstanding Filipino 
Worker Award
Technical Education and Skills 
Development Authority (TESDA)
August 23, 2002

Best Booth Designer
Pasigarbo Trade Show
Department of Trade and Industry, Region 7
August 5, 1997

Best Dressed Booth
Pasigarbo Trade Show
Department of Trade and Industry, Region 7
August 5, 1997

Arden Classic 
creations transcend 
mere furniture 
and decoration 
by sheer focus 
on craftsmanship.

Photo by Jacob Maentz
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ELAINE LASAC 
G o l d N e s t

Q:	 Why do chickens lay eggs?
A:	 Because if they dropped them they would break!

Q:	H ow did the egg get up the mountain?
A:	I t scrambled up!

Q:	 Why did Humpty Dumpty have a great fall?
A:	 To make up for a bad summer.

Q:	H ow many eggs can you eat on an empty stomach?
A:	 Just one, because then your stomach won’t be empty.

By Tichot san pablo

SM  E  F OCUS  
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E
nough with the egg jokes. Though 

eggs may seem of no importance 

to most people, they certainly are 

a serious matter for Ms. Elaine L. 

Lasac, founder of Goldnest Inc.

“Quality eggs delivered fresh!” This 

tag line best defines the Goldnest story. 

The company was established in 1997, 

which was a very bad year for most busi-

nesses because of the onset of the Asian 

financial crisis. With her college friends 

exhorting Elaine to go into the egg busi-

ness, she put up part of her savings as 

capital, worked really hard, and had fun in 

growing the fledgling business.

In its first year, Goldnest already be-

came a profitable venture. Aside from be-

ing a staple at Filipino breakfast tables, 

eggs are used in large amounts in cakes, 

breads, pastries, mayonnaise, salad 

dressing, etc. Elaine took advantage of the 

high demand for eggs, and built her busi-

ness steadily.

In the egg industry, product differen-

tiation is a major success factor. Goldnest 

sources eggs from only the best farms in 

the southern Tagalog region, ensuring 

high quality and freshness of their prod-

ucts. Company employees are trained to be 

very courteous towards customers, which 

Elaine thinks is a competitive advantage. 

Promptness of delivery is also very impor-

tant in the food industry. Goldnest deliv-

ers its products within the day the order 

is placed and it takes pride in being able 

to provide its customers with high quality, 

fresh eggs in the shortest time possible.

As an SME, Goldnest relies on both 

the government and private financial in-

stitutions such as Plantersbank for much-

needed technical and financial support 

to face its biggest challenge – business 

expansion. As part of its business expan-

sion, Goldnest now carries chicken eggs of 

varied sizes in its product line. Augment-

ing these are quail eggs, salted eggs and 

live chicken. Linking with the SME.com.ph 

website has helped the company reach out 

to more diverse markets and bigger cus-

tomers.

A report from worldpoultry.net cites 

that egg producers are moving to increase 

per capita egg consumption in the country 

through a marketing campaign. Goldnest 

will indeed benefit from such a campaign 

which will educate Filipinos about the 

benefits of eating eggs, which are an in-

expensive source of protein, vitamin A, 

riboflavin, folic acid, vitamins B6 and B12, 

choline, iron, calcium, phosphorus and 

potassium. 

Business World reports that per cap-

ita egg consumption in the country (94) 

is much lower than Thailand (145) and 

Malaysia (305) and even the US (257). If 

the planned marketing campaign is suc-

cessful, Filipinos will eat more eggs. Busi-

ness for Goldnest and Elaine Lasac will 

certainly grow. 

ELAINE LASAC 
G o l d N e s t

Q:	 Why do chickens lay eggs?
A:	 Because if they dropped them they would break!

Q:	H ow did the egg get up the mountain?
A:	I t scrambled up!

Q:	 Why did Humpty Dumpty have a great fall?
A:	 To make up for a bad summer.

Q:	H ow many eggs can you eat on an empty stomach?
A:	 Just one, because then your stomach won’t be empty.

This country loves 
eggs. With the 
average Filipino 
consuming eggs 
five times a week, 
there’s enough 
demand to keep 
business very 
busy these days.

Goldnest Incorporated
No. 1150 E.R. Hidalgo Street
Quiapo, Manila
Telephone No.: +632 735.3784
Mobile Phone: +63 917.835.5310
Telefax: +632 734.4979
Email: info@goldnesteggcenter.com
Website: www.goldnesteggcenter.com

© Nataliesusu  Dreamstime.com



Calculating an individual, nation or 
organization’s carbon footprint is not a 
simple task but is definitely achievable.  
Here’s a simple checklist on how to go 
about it:  
1.	 Determine how you get to and from 

your office each day.  If you travel 
everyday, it’s a good bet that trans-
portation represents a good chunk of 
your environmental impact.  There 
are easy to use online calculators 
like the one offered by UK company 
Climate Care (www.climatecare.
org/business/business_calc.cfm) 
that can instantly measure your car-
bon footprint.  What’s a bit difficult 
is gathering all the information nec-
essary to compute for it.

2.	 Study the rest of your operations like 
what you buy, sell and make.  This 
information is needed to calculate 
for your specific carbon footprint.  
This is where you will most likely 
need the help of consultants or other 
experts as they will check your en-
ergy consumption, finished-product 
distribution, incoming supplies, em-
ployee commuting, work travel, etc.)  
This is to ensure that you as an in-
dividual or your company is comply-
ing with the GHG Protocol Initiative 
(http://www.ghgprotocol.org/), the 
globally recognized reporting stan-
dard for greenhouse-gas emissions 
(GHG)

3.	 Based on the requirements of the 
GHG Protocol Initiative, compa-
nies must choose how to calculate 
for their direct and indirect emis-
sions.  Direct emissions are coming 
directly to and from your company 
like emissions from factory stacks, 
manufacturing processes and vents 
and company owned or leased ve-
hicles.  Indirect emissions are the 
result of your company’s activities 
like emissions from the production 
of electricity you consume, contract 

manufacturing, employee travel and 
emissions from using your compa-
ny’s products.

4.	 The GHG Protocol Initiative is ba-
sically designed for large companies 
but if your company is small and 
with no factories or other indus-
trial operations, then it is not for 
you.  As long as your company has a 
well-designed emissions inventory, 
it can effectively achieve your busi-
ness goals, including helping your 
company’s efficiency, reduce costs, 
and even get public recognition for 
taking action to reduce or eliminate 
your company’s climate impacts.  
Taking action now on addressing 
climate change may very well affect 
your company especially if it is part 
of a larger supply chain.  Some small 
businesses work directly with large 
organizations.  In fact, many major 
corporations are now requiring their 
suppliers to have a consistent track 
record at minimizing their climate 
impact, as this indirectly affects 
their own.

5.	 For small companies, measuring and 
tracking your carbon footprint and 
its impact on the climate is far sim-
pler to do.  It is basically being able 

to choose and use the right conver-
sion factors for your company and 
using this valuable information to 
effectively minimize your impact on 
the environment.  

SM  E  F OCUS     |  e n t e r p r e n e u r  t i p s

Computing for your carbon footprint

Carbon Footprints can be efficiently and 
effectively reduced by using a Carbon 
Diet or applying the following steps:
•	 Life Cycle Assessment (LCA)  to 

accurately determine the current 
carbon footprint

•	 Identification of hot spots in terms of 
energy consumption and associated 
CO2-emissions

•	 Wherever possible, changing to 
another electric company to switch 
to buying electricity from renewable 
sources (from wind turbines, solar 
panels or hydro-electrical plants or 
from nuclear power plants)

•	 Optimization of energy efficiency and 
thus reduction of CO2-emissions and 
reduction of other GHG emissions 
contributed from production 
processes

•	 Identification of solutions to neutralize 
the CO2-emissions that cannot be 
eliminated by energy saving measures.  
This last step includes carbon 
offsetting; investment in projects that 
aim at reducing CO2-emissions like tree 
planting/reforestation. 

© Dwights  Dreamstime.com
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Globe has recently announced an affordable and complete 
connectivity package targeting small and medium enterprise 
(SME) clients.  

With the Enhanced PC Bundle, SME subscribers can now 
get a laptop together with a landline and a broadband con-
nection by just adding P1,425 for an HP laptop or P1,100.00 
for an HP Compaq desktop to the monthly service fee 

The PC Bundles aims to help in boosting the productivity 
of small and medium businesses. “The value-packed offer-
ing is useful for doing a range of activities from managing a 
business to e-mailing and surfing the Web,” said Globe Busi-
ness Corporate & Segments Head Emmanuel Aligada. “We 
at Globe want to ensure that Globe Broadband and Globe 
Landline will keep SMEs’ in touch with their resources and 
network, providing communication and information across 

the organization, while this affordable packages give these 
businesses much-needed savings.”

The Enhanced PC Bundle includes an HP laptop or an 
HP Compaq desktop powered by a faster Intel Core 2 Duo 
processor. With the increased computing power and high 
performance of the HP PCs that come with the bundle, SME 
subscribers can maximize Globe Broadband’s high band-
width and fast connection. 

Whatever the customer requires, there is an Enhanced 
PC Bundle suited to his needs. Globe’s Enhanced PC Bundle 
plans range from Plan 384 kbps to Plan 3 Mbps, at P995 to 
P2,295 MSF plus a minimal fee for the laptop or desktop. 

For more information on the Enhanced PC Bundle pack-
ages, please call 730-1288 or 1-800-8-730-1288. You may 
also visit www.sme.globe.com.ph for more details.

Globe offers Laptop 
Broadband Bundle 
   for SMEs
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The Foolhardy Businessman

Herbert M. Sancianco has 
over 20 years of experience in 
advertising, marketing and sales 
operations. He owns and manages 
Market Bridges, Phils. Inc., a 
full marketing services company, 
with offices at 11-0 Burgundy 
Corporate Plaza, 252 Sen. Gil 
Puyat Avenue, Makati City.  
The author can be reached at 
mbpidmbc@i-manila.com.ph or at 
Tel: (63-2) 886-4122 to 23.

W
hether it is starting a new 
business, growing the 
company further or sav-
ing it from closing shop, 

Small and Medium-scale Entrepreneurs 
need professional smarts and a scientif-
ic game plan to achieve business goals.

My experience shows that four out 
of five Filipino entrepreneurs are kept 
back from long-term commercial suc-
cess because of character issues. The 
business owner who is too self-centered 
to pay attention to the advice of his key 
managers and outside experts is usually 
in deep trouble when things go wrong. 
This type of fellow likes to monopolize 
decisions, large and small. So, at some 
point, his stress level builds up and 
many of his decisions turn out bad. Be-
cause he tries to fill too many roles, this 
businessman is unable to work effec-
tively and his inability to make efficient 
use of time stymies the growth poten-
tial of his business, particularly during 
strong selling periods.

At the onset, having a centralized 
management operating system is good. 
This corresponds to the period when 
a starting company is still seeking its 
break-even point. After this learning 
period, the paradigm should shift to a 
delegated work ethic allowing a pro-
fessional management team to manage 
day-to-day operations for the owner and 
to work with him on issues concerning 
company policy and business strategy.

Six Points to Consider
I’ve found that many SME owners fail to 
make the system change at the oppor-
tune moment. As a result, owners are un-
able to devote quality time for business 
development or make the transition to a 
larger, more profitable operation.

Eight out of 10 start-up SMEs are 
single proprietor-operated entities. 
While it is advisable for about half these 
businesses to start this way, the rest 
would probably have been better off as 
partnerships or corporations. A com-
mon error among SMEs is the failure to 
prepare a business plan. The following 
are important considerations for doing 
this:

» The vision mission and core val-
ues that establishes what the company 
is all about, where it want to be and how 
it will get there

» The business goals and strategies 
that will develop the business into a 
commercial success and ensure long 
term profitability

» The right amount of capital that 
should be invested which will buy the 
required capital assets, prepare the 
business location and support the oper-
ations with working capital for at least 
the first 18 months

» The source of the starting capital 
requirement

» The business break-even point 
and return on investment 

» The right sized organization

Style, Culture and Organization
Due to the inadequate capital base, the 
founder uses his native talent in taking 
on a multi-task function often outside 
his core competence. If he is the prod-
uct inventor, he should stick to the pro-
duction function and not dabble into 
the finance, human resource manage-
ment or marketing aspects of the busi-
ness.

The corporate culture of many sin-
gle-proprietorships develops from the 
owner’s personality traits. Not all of the 
owner’s characteristics might be posi-
tive and productive in shaping the com-
pany over the long term. Often, a dys-
functional organization is the result, 
instead of a team spirited work place 
where people are motivated to work and 
do their best.

Dysfunctional companies lack for-
mal operating systems. In these organi-
zations, functional roles are ill-defined 
and common standards do not exist. 
Mistakes happen because people are 
ill-trained for their jobs. The proverbial 
crab mentality permeates in the minds 
of almost all employees, so nobody can 
really produce a stellar performance. 
Because of the lack of clear succession 
plans, departments cease to be effec-
tive when unit managers leave or are 
transferred to another assignment. The 
owner’s autocratic leadership style pre-
vents the company from moving for-
ward seamlessly.
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One Size Doesn’t Fit All
Having made a lot of money in ear-
lier ventures, some business people 
invest their new found wealth in busi-
nesses outside there area of expertise. 
They think, already being successful, 
they will automatically replicate their 
achievements in the new undertaking.

If they were not operating with a 
team of professionals in the first ven-
ture, they will sadly learn that the same 
management thinking will not produce 
the same positive results in this differ-
ent and divergent business model.

The best practices that they applied 
earlier may not be totally applicable to 
the new company. How many times has 
pride got in the way of making rational 
decisions? When it comes to solving 
complex business problems and trying 
out new ideas, they are not inclined to 

listen to good advice from younger peo-
ple, or from very educated employees. 
For such business people, it is “my way 
or the highway.”

A business that will be generating 
over P8 million in annual gross rev-
enues and growing progressively or 
rapidly should not be headed by a fool-
hardy businessman. 

Today’s operating environment is 
more complex, challenging and de-
manding. Each product or business 
category has at least three rival brands 
aggressively competing to be the mar-
ket leader. Each year, new challenger 
brands appear and try to unseat a cur-
rent player or as the new kid in the block 
in a growing market, grab shares from 
the incumbents.

I submit that days of the “gut feel” 
and “Midas touch” SME approach are 

gone. There are many visionaries who 
are still out there. But growth and suc-
cess can only be assured if the SME 
owner has (a) the right skill and atti-
tude to manage the company; (b) the 
right people to operate it; and (c) the 
right systems in place to move the com-
pany forward.

Four out of five 

Filipino entrepreneurs 

are kept back from 

long-term commercial 

success because 

of character issues.

© Mdilsiz  Dreamstime.com
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R.O.T.
(Return on Time)

Based in New York, Adrian 
Miller is the president of Adrian 
Miller Direct Marketing, a 
sales training and consulting 
company that provides 
customized, results-driven 
training programs to companies 
worldwide. AMDM’s programs 
focus on the techniques and 
skills needed for building 

new business and retaining existing business, resulting in 
increased ‘ROA’ (Return on attention). She can be reached at 
amiller@adrianmiller.com.

B
usiness owners and accoun-
tants are constantly crunch-
ing numbers to determine 
their company’s return on in-

vestment (ROI). For many salespeople, 
this general accounting concept can be 
somewhat foreign. But, instead of ROI, 
R.O.T. should be at the forefront of 
their minds. What is R.O.T.? It’s short 
for ‘return on time’ and it’s a figure that 
must be considered with every custom-
er contact and connection.

As salespeople, we all figure out 
R.O.T. naturally in our heads each and 
every day. It’s just part of what we do. 
Prospects who quickly convert into cus-
tomers have better R.O.T. than those 
that require major amounts of hand-
holding through the sales process. Cus-
tomers who reorder without repeated 
reminders and follow- ups have more 
desirable R.O.T.s than those who you 
end of calling over and over again for a 
sale. The concept isn’t difficult to un-
derstand.

However, the aspect that is often 
overlooked is our own role in improving 
our personal return on time. Yes, we all 
play a role in this rate. How we follow-up 
and follow-through directly affects our 
R.O.T. for every customer and prospect. 
Simply put, if you’re not taking the op-
portunities to stay connected with those 
who are buying or might be buying from 
you, you will never be in the position to 
get any return on your time.

Here are simple strategies 
for improving your R.O.T.:

Research and Ask the Right 
Questions
Finding out about a potential customer 
early in the sales process provides ample 
R.O.T.. The more you know up-front 
and the more you can gather directly 
from them before you invest hours of 
your time on presentations and sales 
calls will help you tremendously with 
fine-tuning your message and making 
a sale.

Be a Resource
Your R.O.T. will diminish as more and 
more vendors appear on your pros-
pects/clients radar. Don’t be “ just an-
other salesperson” who is trying to 
make a sale. Instead, invest in the time 
to become a trusted resource for infor-

mation. By adding this to what you have 
to offer, sales come quickly as a natural 
part of your business relationships.

Cross Sell and Up Sell
Cross selling and up selling both pro-
vide better R.O.T. than always chasing 
after new business. Look for opportuni-
ties within the organizations that you’re 
already selling to and probe for new av-
enues for making sales.

Don’t Stop
Finally, don’t stop once you you’ve made 
a sale. A little time investment will dem-
onstrate that you are still attentive and 
available for when your customer wants 
to purchase again. You will always have 
the best R.O.T. for those who become 
loyal, repeat customers.

© Moth  Dreamstime.com
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Symantec Delivers 
Unmatched Protection 
Optimized for Small 
Businesses

Fast installation and superior performance enables customers 
to secure small business networks in minutes

Symantec Corp. (Nasdaq:  SYMC) recently 

announced Symantec Endpoint Protection 

Small Business Edition, designed to provide 

unmatched security with minimal configuration.  

By offering easy-to-use, enterprise level 

protection for small businesses, Symantec 

Endpoint Protection Small Business Edition 

allows customers to quickly get up and running 

with the confidence that their organizational 

assets are protected, thus allowing them to 

focus on core business priorities. 	

Designed for small business customers 

who want comprehensive protection that is 

straightforward to install, deploy and manage, 

Symantec Endpoint Protection Small Business 

Edition offers built-in tools, such as the client 

installation wizard and a streamlined user 

interface, that simplify deployment and reduce 

the level of expertise required.  In addition, 

pre-configured notifications, recommended 

Symantec security defaults and automatic 

security reporting will all save small businesses 

valuable time and money.

 “As the number and sophistication of Web-

based viruses and malicious code continues to 

rise, small business need to be secured with 

more than just traditional antivirus technology,” 

said Art Gilliland, vice president, Enterprise 

Security Group, Symantec. “By prioritizing 

optimal performance and low costs, we are 

offering small businesses the same level of 

protection provided to large global businesses 

with a product that is designed to meet the 

specific needs of smaller environments.”

Symantec Endpoint Protection Small 

Business Edition also offers low client overhead 

when it comes to every day interaction with 

files and applications.  According to a recent 

test conducted by The Tolly Group, comparing 

seven endpoint security solutions for small 

businesses, Symantec demonstrated the best 

performance, including fastest boot times and 

lowest impact on working with local Microsoft 

Office documents.  

Symantec Endpoint Protection Small 

Business Edition integrates advanced threat 

protection technologies into a single agent 

with a unified management console to simplify 

management and further reduce costs and 

required system resources.  Third party tests 

rate Symantec as having the most consistently 

effective technology for catching and stopping 

malware.  

Product
SYMANTEC ENDPOINT PROTECTION SMALL BUSINESS EDITION 12.0 (PHP 1,720.00)
• per license*
• minimum purchase of 5 license per order 
• with 12 months Essential Support 24x7x365

SYMANTEC PROTECTION SUITE ENTERPRISE EDITION 3.0 (PHP3,730.00)
• per license*
• minimum purchase of 5 license per order 
• with 12 months Essential Support 24x7x365

SYMANTEC PROTECTION SUITE SMALL BUSINESS EDITION 3.0 (PHP 2,820.00)
• per license* 
• minimum purchase of 5 license per order 
• with 12 months Essential Support 24x7x365
*Each license can only be installed on one computer/PC/laptop.

“We face the same complex malware 
and spam threats enterprises do, but we 
don’t have their personnel, money or 
time to devote to managing our security 
system full time,” said Alex Gaines of 
Gaines Motor Lines, a family-owned 
motor line based in Hickory, North 
Carolina. “Symantec Endpoint Protection 
Small Business Edition enables us to 
leverage multiple security technologies 
to continuously protect sensitive 
company information while remaining 
focused on running our day-to-day 
business operations.” 

“Most small businesses have limited IT 
staff, time and financial resources to 
dedicate towards their security goals.  At 
the same time, they cannot afford the 
loss of productivity caused by viruses and 
malware,”  said Shawn Butt, IT solutions 
architect at Zaphyr Technologies. 
“Symantec Endpoint Protection Small 
Business Edition will enable us to provide 
our small business customers with a 
higher level of protection in a package 
that is easy to deploy and manage.”  
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Online Business 
Networking 
Site Bizster.com.ph

If social networking sites such as Friendster and Facebook have done wonders for your personal life, 
joining a biz networking site such as Bizster may do wonders for your business too.

Bizster.com.ph was specifically designed for small and medium enterprises (SMEs) as a means to 
further build opportunities and expand their business. By taking advantage of the power of the Internet 
and technology today, entrepreneurs can reach and connect with their target market for free.

Moreover, this new portal allows entrepreneurs to exchange tips, advice and ideas with other 
members of the community. It may just give your business the break that its been waiting for. Start 
networking now! 

A simple checklist with simple items to solve your complex problems.

By edong mendoza

g a d g e t s

six Things 
Every Entrepreneur 
Must Have

Whether you’re the traditional type who still goes for paper notebooks 
sold in varying sizes, designs and prices in all bookstores, or the techie 
type who goes for the convenience and power of a laptop, purchasing 
a notebook is a must for taking down notes and recording day-to-day 
transactions.

When choosing a laptop, three main things are to be considered: 
Size, power, and price. The price conscious often go for netbooks which 
are the cheapest and smallest. However, a more discerning buyer may 
go for something like the Acer Aspire 4310T Timeline. At just P39,900 it 
covers all the basics and packs in some serious power thanks to the new 
Intel ULV processor. 

The built-in DVD writer and the capacious 250GB hard drive is the 
best you could ask for from a laptop at this price point. And as an added 
extra, the 4310T is also Wi-Fi Draft N enabled which gives it better range 
and faster download speeds compared to most of other lappies. Acer was 
also generous enough to add built-in Bluetooth.

Notebook Acer Aspire 
4310T Timeline 

Free

Php39,900


