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THIS EVENT IS ABOUT
YOU!




9:30 Welcome and Networking

10:00 Introduction by Nigel Owen, Director of Strategic Communications, ARCET Global
10:05 Welcome Note by Mohammed Kutyba Al Issa, VAS Director, RAKEZ

10:10 Entrepreneur Success Story - Neil Sheth, Founder, Writefully

10:30 Practical Guides on 'How to start up fast and succeed' by Adrian Lee and Steve Drake from
Middle East Advisory Partners

11:00 End of Programme
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17 JULY 2024 22 AUGUST 2024

Event 3: Practical Use Event 4: Sales Models
Cases of Al for Sales and to Drive Growth
Marketing
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Neil Sheth
Founder, Writefully
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my wife’s family have stayed with us for
6 out of the 21 months we've lived in Dubai



it's really cold

in the UK

they're working

really hard

the kids would love
to see them

my wife’s a great storyteller...



where do you think
her stories hit me
emotionally?
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straight for the ask



I'm Neil Sheth
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[ first used storytelling
commercially when I was
17 years old — selling

windows over the phone




v
storytelling

i week as it looks like
their windows are losing
considerable heat from the
house — which is really
causing their heating

costs to go up. want us
to pop by for a free quote
while we're there?” “
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8 years

launching businesses online
since 2009



writefully

in 2017, I followed my passion
to help other businesses WIN.
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[ don't want to tell people about my
investment banking career.




my authentic story gave me

v credibility

v connection

v trustworthiness

v ability to stand out




storytelling
IMPTroves your
chances of
winning




storytelling puts you
on the same page
as your audience



connect with your audience

Listener 1 Listener 2

fMRI shows similar brain activity in two people listening to the same real-life story.



storytelling
1s a powerful
persuasion strategy



How can you Who are Can | trust How much will
help me? you? you? it cost me?

your solution

| lik | trust + val
sounds brilliant IRCpyou rust you great value

I’'m not sure you | don’t | don't

too expensive
can help me know you trust you



How can you Who are Can | trust How much will
help me? you? you? it cost me?

your solution

W | trust + val
sounds brilliant Ixeyou rust you great value

I’'m not sure you | don’t | don't

too expensive
can help me know you trust you



a transactional experience leads
to high marketing costs, limited awareness
and engagement

(o)

reliance on paid limited organic frustrating lead high employee
ads and high cost (incl SEO) and sales churn
per acquisition awareness conversion rates

(CPAs)



How can you Who are Can | trust How much will
help me? you? you? it cost me?

your solution

W | trust + val
sounds brilliant LSt ded ] rust you great value

I’'m not sure you | don’t | don't

too expensive
can help me know you trust you



stay top-of-mind
for the right time



they may not
need you now...

S



I'm at NECM this week and it's as ambious and innovative as you might have
heard.

Some of the beightest minds coming tagether to build a new future = both in
NEOM and globally. In fact, the ward 'NEOM' means NEW FUTURE.

1 naver really understood the true scale until | saw tis place with my own eyes

nesmerising’ is not a word | use ofter,

1t's the idea of recreating what & box lkaks like - et alone thinking outsige of
the bax

| actually said “cut of

world” @

erday.

It yeu could eresta an '5ut of this world’ ides for your business or carser, whot
woudit be?

I'm ganna be thinking aout this aver e next few days and into the weekend

So, why wa2 | st NEOM this week?

e, innavation by default carres comalexity and technicality - which often
incraases tha chances of difficuities and incons stencies n communication.

If yeu can't comen

icate effoctively its practk

- drive awareness
- damanstrate your vakie

- buikd relationships

- sell into your target audience

Enter writefully _ramoving the communication pain ccmpletely with calm
strategy, 1ane of voice and cuality comms

#communication #thoughtleadership

share insights and stories

B s i s gy RGa '
®

7 years ago | tock the plunge to leave the corporate workd and start 3 business.
Last week, myself and Katy Holmes interviewed Marisa Peer a world ranommed
speaker, best-selling auth @ best British 1

and nar

This was never part o my own possible.

But, the story I'm now teling is everything is possible and within reach.

45 Marisa says: *1el yourseM &

Instead of reaching for the Impossible we say things Ike *I'm hoping...5 *If it
works out.., *I'm not sure if. !, etc.

But, why?

1t's time to stop the self protaction naw and |ust go for it - no need to walt for 3
2024 resolution either.

Marisa talked about believing in yourself, having a plan and making & hippen so
it almost becomas impossitle not 1o achisve

See, when you have strong ballet and move In ane drectian everyday, hings
art to happen. Doors open up - and cppartunities that you didn't know
ewisted present themselves

Again, n Marisa's words: *bal
without bellet”

1 without talent can take you further than talant

| can't wait for you to ksten to thss chat

“Don't Do That, Do This® podcast will launch in January and hes been
braught topether by the British Business Group Dubal and Northern Emirates
(B8G)

Ve have an amazing team belging with the launch including Chris Redmond
©®® at SWHORED for the podcast studio and video production, STUART
BIRKWOOD at Radisson RED for the vanue, Gareth Martindale at Sherbert
Lemon UK Ltd for branding and soclal media editing and af course writefully
for storytelling

Time to start believing? Oh yes

! 4d use cur new
a0p saystory see cur latest review below

saystory
N folo
e ®
Wow. what a saystory testimenial frem Susie Ippoiito: Brand Strategist
at Sl Brands, LLC

1 Neil Sheth - veu

Need help explaining what you 6o better? Ask your customers

whiy they got in touch with you?

why they chose to work with you?

what the #1 banatit is to working with you?

how would they explain what you do to & friend?
Then.
USE THIS LANGUAGE and INJECT YOUR PERSONALITY,

8o interesting.

Because it's far easier 10 grab someone’s stiention and begin a relationship
whan you'ra Interesting




writesully

Neil Sheth
founder and CEO
neil@writeful.ly
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Remember, starting up fast doesn’t mean rushing - it
means being efficient, adaptable, and focused on
achieving your goals!




MIDDLE EAST
ADVISORY PARTNERS

* A bespoke advisory business focused on the owner managed sector.

A partnership of senior career professionals who all have something distinctive to bring to client situations.

* A Partner only led delivery model.

A Client-centric focused approach to our engagements.

* We provide bandwith to clients where they have resource constraints or “blindspots”.

» With a broad range of skills we often become the trusted advisor to C-Suites, owners and Boards.
» We operate a number of international collaborations and so have a strong network reach.

» We are borderless in our approach to client service.

* Qur aim is to be a broad based corporate advisor supporting clients with any issue or concern they have.



AE\ MIDDLE EAST
_|=/ ADVISORY PARTNERS

What we do

* Debt and equity fundraising. » Cost optimisation, restructuring and turnaround.
* Buy-side and sell-side transaction mandates. » Governance, Risk and Controls building inc. outsourced IA.
» Structuring/Valuation/Diligence/Feasibility and market entry. » Brand and franchise development.

Tax advisory and in-house legal support. Fractional C-Suite roles — CEO, CFO, COO.

Scaling strategy and sales and marketing capability building. Board Advisory and NED

Finance and operational transformation.



Steve Drake Stephen Watson Paul Donnelly

OUR PARTNERS

~ .

Neil Allmark Houssine Belrhiti Claire Duce Campbell Steedman
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Sanjay Amar Alan Maclean Adrian Lee

MIDDLE EAST
ADVISORY PARTNERS



Our Assumptions

MIDDLE EAST
ADVISORY PARTNERS PARTNER LED ADVISORY




Opportunity

Entrepreneurs often see a gap or
inefficiency in the market. They recognize
an opportunity to do something better than
it has been done before.
Their belief in delivering a higher quality
product or service drives them to take the
risk and create a solution.

Offering

You have clearly defined the value your offering
brings to customers! What problem it solves!
How it improves their lives or businesses!

Your value proposition is compelling and resonates
with your target audience.
You have Considered what sets your offering apart
from competitors. Your competitive advantage!

Product /
You have a%@ﬁ‘n(d.%t meets the

market needs, stands out and has
the potential to grow.

A strong product or service is the
foundation of your startup’s
success. It determines customer

satisfaction and market adoption.



What now?

Remember, your startup’s offering is at the core of your
business. Craft it carefully, test it, and refine it as you learn
from real-world experiences!

Remember, entrepreneurship is both a journey and a
mindset. Each entrepreneur’s path is unique, but these
realizations form a common thread in the pursuit of
success!

Remember, entrepreneurship involves both passion and
practicality. Be prepared for challenges, stay resilient, and
enjoy the journey!




Success Plllars

MIDDLE EAST
ADVISORY PARTNERS PARTNER LED ADVISORY




MIDDLE EAST
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Route to Market

Success Plllars
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Market

A\
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Understand your target market thoroughly.

Conduct market research to identify customer needs,
preferences, and pain points.

Define your unique value proposition (UVP) that sets
you apart from competitors.

Develop a go-to-market strategy that aligns with your
market segment.

Competitive Landscape

Market Trends

Regulatory Environment

Barriers to Entry

Economic Indicators

Positioning and Branding




Route To Market

» Determine how you will reach your customers.

» Choose the most effective distribution channels (e.g.,
direct sales, online platforms, partnerships).
Consider factors like pricing, promotion, and product
placement.

Geographic Considerations

Partnerships and Alliances

Scalability

Feedback and Adaptation

A\
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Strategy

» Create a robust business strategy that aligns with your
vision and goals.

» Define your competitive advantage and differentiation.

» Set SMART goals (Specific, Measurable, Achievable,
Relevant, Time-bound) to guide your actions.

» Business Plan - Develop a comprehensive business
plan that translates your vision, goals, target market,
and financial projections into a well-structured plan that
guides your actions and helps secure funding.

» Define your business model. How will you generate
revenue? What’s your pricing strategy?

» Execution Timing - Timing matters. Launch too early,
and you risk an unrefined product. Launch too late,
and you miss opportunities.

» Be agile and adapt to market dynamics.
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Resources

» Efficiently manage your financial, human, and
technological resources.

» Core Team - Assemble a talented and committed
team. Surround yourself with individuals who share
your vision.

» Prioritize critical tasks and allocate resources
accordingly.

» Consider lean approaches to optimize resource
utilization.

» Technology and Operations Infrastructure: Set up
reliable systems (IT, software, hardware).

» Processes: Streamline operations (production,
logistics, customer support).

» Resource Scalability: Plan for growth without
disruptions.




FiInance

* Bootstrap as much as you can.

* Don't rely on funders to drive your business, take
control yourself.

*  Only ask for money when you have value to give.

*  Only ask for what you need in the short term. Your
runway doesn't need to be huge.

« Raising money is difficult and investors are reluctant to
invest in ideas.

*  Ensure you have robust financial models so invest in
finance talent either internally or externally.

* Cashis king and you should always conserve it.




Qutsource

* Avoid spending money on internal functions at an early
stage.

*  Work out which functions are key to you and look to
outsource them at an early stage.

*  Only when you have cash in the business should you
consider insourcing.

*  Always consider barter deals to conserve cash.

* Beg and borrow but never steal.

MIDDLE EAST ,
ADVISORY PARTNERS




Networks

»  Utilise them to their fullest extent.

*  Generally a source of your first revenue streams.

* Always good case studies and referral mechanisms.

*  Always good door openers for the doors you want
opening.

* Your best way to start any business.




Mentoring

*  Get yourself a coach

*  Get yourself a coach

*  Get yourself a coach

* Asyou expand bring on advisors to your team where
your skills are under represented.




Pitfalls To Avold

MIDDLE EAST
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Pitfall: Lack of awareness about funding
requirements, options and their
implications.

Solution: Create clarity of your ideal work Solution: Validate your idea through market

environment. Balance employee well-being and m research, prototypes, and customer
productivity. Lead by example. feedback. Ensure there’s demand before

scaling up

Solution: Determine best fit funding
strategy, Research funding sources.
Understand terms, equity stakes, and

| . repayment expectations
Solution: Set a realistic budget, assess your pay P

needs, and invest in tools that enhance
performance, your customer journey and
achieve operational synergy.

Solution: Develop a comprehensive
marketing strategy. Leverage digital
channels, content marketing, and customer
engagement. Build brand authenticity
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Steve Drake Adrian Lee

sdrake@me-advisorypartners.com alee@me-advisorypartners.com

+971504134818 +971527947170
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Q&A
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