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Founder’s Message 
Against the backdrop of a changing administrative environment, 2013 has been 
a challenging yet fruitful year for SEM. Our efforts have been focused towards 
our positioning in the emerging markets, institutionalization of club wide 
frameworks for future growth and to develop a pipeline of talented and 
dedicated membership base. 

We have intensified our club presence in key emerging markets such as China 
and India through various collaborations with SMU China, India Initiatives and 
the Office of Provost. These initiatives have enabled us to co-organize talks with 
high profile speakers for the general SMU community and strengthened our 
emphasis for learning in these regions. We have continued to build our broad 
emerging markets coverage in Africa, Latin America, Russia and South East Asia. 
This is evident in our partnerships with the Africa Southeast Asia Chamber of 
Commerce, International Enterprise Singapore (Ghana Office), Singapore’s 
Ministry of Trade and Industry (Emerging Markets Division) and Latin Asia Business 
Forum where club members have engaged in internship stints. 

Sustainable growth has to be built on a robust framework and the Founding 
Executive Committee has institutionalized an oversight body comprising of senior 
members. This body will provide effective governance and challenge to the 
leadership to ensure that SEM continues to deliver values to its members and 
stakeholders. The President’s message will highlight the priority we give to this 
agenda.  

Beyond club activities, SEM has continued to groom its membership base 
despite witnessing fourfold growth. Reinforcing our culture of excellence, 39% of 
the club members have achieved placement on the Dean’s List and were 
awarded scholarships. Likewise, our pioneering batch of graduating seniors has 
received job offers from prestigious firms 6-10 months prior to graduation. We are 
committed to nurturing this pipeline of club members and to ensure they grow 
as SEM continues to blaze the trail. 

 

  

Gary Lee, Founder 
7 March 2013 
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President’s Message 
Over the last year, SEM has helped its members realize their personal ambitions 
amidst an administration reshuffle – broadening their perspectives on the 
Emerging Markets while gaining invaluable experiences through internships with 
some of our partners. 

In May, we formed the ‘Associates Track’ to recognize 2nd year analysts who 
have performed outstandingly during their first year tenure. To further their 
research interests and deepen their analytical skills, the Associates were given 
specialized training during summer. SEM also further expanded its membership 
size by 25 members through our annual recruitment drive, increasing the club’s 
membership base to 65. 

With the expansion of the Club’s size, the Committee recognized the need to 
cultivate a tradition of giving back within the SEM community. Together with the 
Committee, Associates were given the opportunity to train and share their 
experiences with newly recruited members. The resultant interactions between 
the Committee, Associates and members are a major step towards the goal of 
creating a closely bonded SEM family that will span across generations. 

Our positioning efforts have led us to more than double our portfolio of 
partnerships and forums from 6 in 2012 to 14 in 2013. Within the school 
community, SEM’s partnership with SMU India Initiative led to the launch of SMU 
India Lunchtime Talk Series. In addition, SEM members were invited to the Future 
China Global Forum organized by Business China as delegates and the club’s 
new partnership with Ashesi University’s Business Club will continue to reap 
benefits for our members in the years to come.  

Furthermore, the Committee also deepened our ties with existing industry 
partners as such IE Singapore through our participation in the Latin America 
Business Forum and an exclusive company visit to their office where an ex IE 
Center Director for Mexico shared on her experiences in living and working 
abroad.  

This year, the club produced more than 120 Executive Briefs for our industry 
partners. In addition, the Committee simplified the EB structure and re-designed 
the training process which deepens our members understanding of various 
analytical tools. The more comprehensive program is well received by the 
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members and allows our members to hone their research skills under the close 
guidance of their Directors and Associate already equipped with the relevant 
research skills and experience.  

Apart from the training programme, the Committee’s efforts in extending the 
EB’s reach to recognized stakeholders for valuable feedback were fruitful 
through our experience with Cargill Inc. With this success in mind, we will 
continue to capitalize on our current achievements to provide valuable learning 
opportunities for our members and research capabilities to our partners.  

2014 marks the continuation of the club’s strategy implementation. As part of 
our efforts to increase the flexibility and efficiency of the club to better serve the 
needs of our members, we have restructured the leadership structure into a 
leaner unit to streamline the decision making process and reduce its complexity. 
Without compromising on the Committee’s operational and strategic 
effectiveness, the resultant new leadership team is one that is more agile and 
responsive to our members’ and partners’ needs. The club remains committed 
to our efforts of deepening our industry access and expanding the EB readership 
base. We believe these priorities are essential to realizing our mission of fostering 
the exchange of information and ideas about doing business in emerging 
economies. 

 

  

Chan Ngia Fung, President 
7 March 2013 



!

! ! !
!

!
5 
 

Introduction 
With rapid growth of consumption levels and the middle class, the largely 
untapped emerging markets represent immense opportunities for any 
corporation today. SMU Emerging Markets (SEM) is the first and only student club 
amongst the local universities to have an emerging markets focus. 

In line with our goals, SEM prides itself on research and involvement in various 
key conferences and forums for emerging regions. We are made up of seven 
research desks representing the key emerging regions: Central & East Asia, India, 
Latin America, Middle East and North Africa, Russia, Southeast Asia, and Sub-
Saharan Africa. 

‘  

Our 
Mission 

      With a student-centric approach, SEM aims to: 
• Be an interactive business collaboration center for research on 

globally emerging markets 
• Provide contact with emerging market industry and academic 

partners 
• Promote careers with an Emerging Markets focus 
• Foster the exchange of information and ideas about doing 

business in emerging economies 
• Spearhead forums and study missions in emerging economies. 

 

Our 
Vision 

To be the premier knowledge hub for students with an emerging 
markets focus, globally recognized for its research and industry 
partnerships. 
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• On the ground exposure to the Emerging 
Markets 

• Field trips planned: Indonesia 

 

 

 

International 

Exposure 

• Networking sessions to establish 
in-depth understanding  of the 
Emerging Markets 

• Russia-Singapore Business Forum 
• Future China Global Forum 
• India Lunchtime Talks 

Industry Access 

• Shared research base 
to ensure relevance in 
the Emerging Markets  

• Executive Briefs 
• In-depth Region and 
Industry Primers 

Collective Research 

Gravitas 
SEM is passionate about discovering new opportunities and growth trends in 
emerging regions. We understand the increasing importance of emerging 
economies in today’s world, which will become even more apparent in the 
future. Our club seeks to develop exemplary individuals that are able to distill 
specialized knowledge through close partnerships with internationally 
recognized industry partners. As such, we take pride in being a trailblazing club 
that offers our members exposure to the exciting world of emerging markets on 
three levels: 

Collective Research:  
We conduct in-depth research on seven key emerging regions. Research is 
specifically conducted on macroeconomic, industry and company levels. 

Industry Access: 
We connect industry professionals with the academia through networking 
sessions and partnerships. In addition, we actively involve ourselves in major 
emerging markets conferences such as the Africa-Singapore Business Forum 
(ASBF) and Russia-Singapore Business Forum (RSBF). 

International Exposure: 
Our partnerships are further developed through study trips that provide us with 
on-the-ground exposure in the emerging economies. 
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Organizational 

Chart 
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Membership Base 

 

  

32% Of members on track 
for Summa Cum Laude 

39% Of members on the 
Dean’s List 

39% 
Of members are scholars. 13 hold 
either of the highly prestigious Lee 
Kong Chian and SMU Scholarships 

Faculty LKCSB SOA SOE SOSS Total   

Member 
Count 

37 12 12 4 65   
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Our Achievements 
At SMU Emerging Markets, our members have embarked on prestigious 
internships with Barclays Capital, Bank of America Merrill Lynch, Cargill, 
ConocoPhillips, Deutsche Bank, ExxonMobil, Goldman Sachs, HSBC, JP Morgan, 
MAS, McKinsey & Co, SGX, Shell, Standard Chartered, Trafigura, UBS, CNBC, 
Credit Suisse, Eastspring Investments, GIC, Pinetree Capital Management, 
Rabobank International, Rothschild, Temasek Holdings, Microsoft, Mondelez 
International, Coca-Cola, and Ministry of Finance. 
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Internships 

The following is a list of companies where SEM members have interned or will be 
commencing their full time work. 
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Internship Experience: Ghana 

In summer of 2013, two SEM 
members, Hector Tan and Rusydi 
Husain, embarked on an internship 
to West Africa with International 
Enterprise (IE) Singapore. They 
interned as market analysts at 
Singapore’s Ghana Overseas 
Centre.  

 

Covering the English-speaking 
countries in the region, Hector and 
Rusydi were involved in the preparation of reports of various analytical depths to 
match the needs of the Overseas Centre. Apart from writing country overviews 
for various West African countries, Hector and Rusydi also worked on developing 
deeper market-entry analysis for specific sectors in the countries. Additionally, 
they seized the opportunity to sit in and contribute to various high level meetings 
with the World Bank, major international companies and government delegates 
from neighbouring countries. To the both of them, this internship was an 
immensely challenging experience that tested the boundaries of their 
academic foundation.  

 

On an individual level, such an internship has provided Hector and Rusydi with 
an extremely insightful view into the intricacies of working in an emerging market 
economy, allowing them to gain first hand exposure that no amount of reading 
or research can provide. Additionally, it allowed for them to gain a deeper 
macro-environment understanding of the West African countries, as well as 
several major industries such as agribusiness and energy.  

 

During the course of their summer internship, Hector and Rusydi have 
successfully developed a university-university club level partnership between 
Ashesi University’s Business Club and SEM. With this long distance collaboration, 
we seek to exchange market insights and open up potential internships 
between both countries. Via this partnership, we also hope to bring together the 
emerging economies of Asia and Africa, with the aim of nurturing future leaders 
in international trade and development.  
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Research 
Our EBs follow a Macroeconomic > Industry > Company analysis approach 
which constitutes one full cycle of the EB. Each research piece uses different 
analysis models to ensure that our executive briefs accomplish both quality 
depth and breadth. Moreover, the top – down approach ensures clear links 
among the three pieces that reaffirms the overarching thesis behind the 
executive brief. 

 

Evolution of the Executive Brief 
In order to further improve the quality of EBs, there have been some structural 
changes to the EBs. Firstly, the Macroeconomic piece is catered specifically to 
the Industry piece, which is then applied to the Company piece. This unique 
framework that encompasses the three pieces, results in a more cohesive 
framework to the EBs. The current EBs are also based on an identical template, 
ensuring greater consistency in formatting. Lastly, the analysts and directors’ 
names are included in the EBs to recognize them for their work, inducing a sense 
of ownership.  

Training and Initiation 
As SEM is a research-driven club, we are committed to improving the quality of 
research presented in every executive brief produced by the members in the 
club. Hence, our Analysts undergo an intensive training camp before embarking 
on their first EBs, allowing them to learn about the construction of a quality EB. 
The current training materials emphasize on the framework of an EB. General 
Meetings (GMs) are introduced with a generalist pool of Analysts in order to 
complement the training camp, facilitate inter-desk interactions and increase 
exchange of knowledge between members.   

The Analyst Initiation is a rite of passage for new members of the club. During 
initiation, incoming members are evaluated based on their EBs and 
presentations. In order to write EBs for our club publications, our Analysts have to 
meet the strict criteria required in their initiation process. This ensures that their 
EBs possess superb content flow, insights, presentation skills and formatting rules 
that we pride ourselves in.  
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Our Executive Briefs 

 

Focus sectors 

We have identified 5 focus sectors in which our research is centered upon: 

• Financial Institutions (banks and securities, hedge funds, insurance) 
• Financial Sponsors (private equity, sovereign wealth funds) 
• Resources and Energy (metals and mining, oil and gas, power and utilities, 

renewables) 
• Industrials Group (automotive, transport, infrastructure)  
• Lifestyle Business Group (FMCG industries, real estate, telecom)  

 

 

  

• Economic Indicators 
• Mega Trends 
• Policy & Plans 
• PESTEL 

 
 
 

• Demand & Supply Factors 
• Porter’s Five 
• Traps & Opportunities 
• Industry Value Chain 

 
 
 

• SWOT 
• Competitive Advantage 
• Business Strategies 
• Best Practices 

 

Macro 
Analysis 

Industry 
Analysis 

Company 
Analysis 
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Research Statistics 

 

 

 

 

 

 

  

Regional Primers 
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Relevance of our Research 

 

During an internship with Cargill, the Director of Russia Desk, Hector Tan Yew 
Hong, heard about their need for information about Cargill’s competitors in 
South-East Asia. Sensing an opportunity, Hector took the initiative and prepared 
a report on these competitors based on our executive brief template. Equipped 
with the skills he picked up in his time at SEM, Hector prepared a concise one-
page executive brief on the biodiesel industry in Indonesia. His executive brief 
was supported with well-grounded data and contained Hector’s valuable 
insights that helped to tie the numbers and information together into one 
coherent piece. It was very well received. As such, SEM had the privilege of 
Cargill Tropical Palm using our EBs as supplementary research material. This 
clearly shows the relevance of SEM's training in the industry and how it has 
sharpened our members' analytical and evaluation skills.  

 

 

 
! !
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Competitions  
In 2013, SEM sent a team of four, comprising of Tan Ren Liang, Goh Si-Pei, Jermyn 
Ng and Hector Tan to participate in MEIT Case Challenge organized by National 
University of Singapore (Tembusu College).  

It was a 24-hour long case competition that required participating teams to 
analyse business cases of companies venturing into the Middle East region and 
to present their case.  After hours of grueling research, preparation and 
presentations, our team emerged as the top SMU team, and overall 2nd Runner-
up.  

The competition was a great experience for our club members in terms of 
competition rigor and intensity. It allowed them to gain much insight about the 
Middle East region, and further honed their research and presentation skills. On 
a tertiary level, SEM also gained greater recognition amongst the student 
population.  
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Events 
In order to broaden the club’s knowledge and development, SMU Emerging 
Markets has been actively participating in the collective research aspect on 
seven main emerging markets regions, namely: Sub Saharan Africa, Central & 
East Asia, India, Latin America, Middle East and North Africa, Russia, and South 
East Asia.  

 

 

 

 

 

 

 

 

 

 

 

 

FutureChina 
Global 
Forum 

The FutureChina Global Forum 2013 
brought together leaders in 
governments, businesses and 
academia to discuss issues pertaining 
to the ever-changing economic 
landscape in China. Aside from 
helping out as notetakers for this 
prestigious event, 3 members of SEM 
were given the rare opportunity of 
representing SMU and BusinessChina 
as official delegates. In addition, SEM 
fielded a team in the concurrently 
held case competition covering the 
theme: The Road from "Made in 
China" to "Created in China". 

Russia- 
Singapore 
Business 
Forum 

The Russia-Singapore Business Forum in 
end September was the flagship 
event of the Centre of Emerging 
Markets. 

With VIPs and high-profile delegates 
attending this event, the club had the 
privilege to network with some of the 
most important people in emerging 
economies and gain from their 
invaluable insights on various 
industries. 
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India 
Lunchtime 
Talk Series 

This year marked the successful 
launch of the India Lunchtime Talk 
Series, SEM’s first ever club-initiated 
event. Held in October, the lunchtime 
talk was a culmination of the club’s 
blossoming partnership with India 
initiatives and the Office of Provost.  
 
The topic discussed was “Uncovering 
Value in India: Private Equity 
Viewpoint” and the invited speaker 
was Mr Sat Pal Khattar, Chairman of 
Khattar Group of Companies and 
founder of Khattar Wong and 
Partners. 

Latin Asia 
Business 
Forum 

The Latin Asia Business Forum 2013 
was held in October, and served as 
the premier platform for bringing 
together leaders from Asia and Latin 
America. Through the club’s 
partnership with IE Singapore, 
members were given access to 
closed-door sessions with guests such 
as DPM Tharman Shamugaratnam. 

Global 
Entrepolis 

The Global Entrepolis @ Singapore in 
End October was focused on the 
current issues faced by South East 
Asian nations. 

As delegates, the club was exposed to 
in-depth knowledge of the region and 
the challenges faced. 
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Partnerships 
SMU Emerging Markets aims to become a one-stop interactive business 
collaboration center where companies are well positioned to take advantage 
of our burgeoning industry partnerships network and ever-dedicated focus 
towards the Emerging Markets. To achieve this aim, our Executive Committee 
members are actively involved in developing industrial partnerships.  

Some of our industry partners include: 

• International Enterprise (IE) Singapore  
• Africa Southeast Asia Chamber of Commerce (ASEACC) 
• BusinessChina 
• Ashesi Business Club at the Ashehi University, Ghana   
• Ministry of Trade and Industry (MTI) Emerging Markets Division 
• Singapore Institute of International Affairs (SIIA) 
• Singapore Business Federation (SBF)  

 

The following are the collaborative advantages that our industry partners get to 
enjoy: 

• Enhanced brand profiling with an outreach of 8,000 undergraduates 
• Exclusive access to SMU Emerging Markets research: Daily executive briefs 

& Quarterly primers  
• Exclusive involvement in SMU Emerging Markets events and initiatives 
• Several opportunities to explore research collaborations with SMU 

Emerging Markets 
• An unique platform to be connected to a large pool of talent in SMU 

Emerging Markets – undergraduates with the passion and drive for the 
Emerging Markets 
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If you are interested to find out more about our club, do contact us at: 

SMU Emerging Markets 

Singapore Management University 
Administration Building 
81 Victoria Street 
Singapore 188065 
 
Email: sem@sa.smu.edu.sg  
Website: www.smuem.com 
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