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By 2020, 7 billion people and 

businesses, and at least 35 billion 

devices will be connected to the 

internet. 

“ “ 



Agenda 

What does it mean to be a digital business? 

Six business era models in the digital business 
development path 

Assess where you are 

Service availability 

Recommendations 
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Digital Business Defined 

Digital business is, the creation of 

new business designs that not only 

connect people and businesses, but 

also connect people, businesses and 

things (physical objects that are 

active players and contribute to 

business value) to drive revenue and 

efficiency 
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Six business era models 

Analogue Drive business and lower costs 

Web New markets and geographies 

e-Business Drive efficiencies 

Digital marketing Drive greater efficiency 

Digital business 
From people to 
things 

Autonomous 
Things become  

primary customer 
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Analogue 

  Build relationships that    

  drive business or lower cost 
Focus 

  Optimise relationships Outcomes 

   People Entities 

  Emerging technologies Disruptions 

  Internal systems and CRM Technologies 
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Web 

  Extend relationships into    

  new markets or geographies 
Focus 

  Extend relationships Outcomes 

   People, Business Entities 

  Internet and digital technologies Disruptions 

  CRM and Web Technologies 
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eBusiness 

  Transform sales channel into a  

  global medium to drive efficiencies 
Focus 

  Optimise channels Outcomes 

   People, Business Entities 

  Automation of business operations Disruptions 

  EDI, BI, portals Technologies 



Bank of Valletta 

Digital Marketing 

  Exploit mobile, social, cloud and  

  information to drive greater efficiency 
Focus 

  Optimise interactions Outcomes 

   People, Business Entities 

  Deeper customer relationships,  

  analytics 
Disruptions 

  Mobile, big data, social Technologies 
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Digital Business 

  Extend potential customers  

  from people to things 
Focus 

  Build new business models Outcomes 

   People, Business, Things Entities 

  Creation of new value and new  

  non-human customers 
Disruptions 

  Sensors, 3D printing, smart   

  technologies 
Technologies 
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Autonomous 

  Smart, semi-autonomous things  

  become the primary “customer” 
Focus 

  Maximise retention of and  

  relationships with things 

Outcomes 

   People, Business, Things Entities 

  Smart machines and things as  

  customers 
Disruptions 

  Smarter machines, automation Technologies 
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So, where are you and 

where do you want to go? 



Bank of Valletta - 

 Government’s single point of 

contact for business 

 

 Portal for Business interaction with 

Government  

 Provision of information, legislation and 

electronic services 

 Assistance to Businesses through 

various channels  

 

 

Business First (www.businessfirst.com.mt) 
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The holistic business lifecycle 
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Most used Government services 
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• Request 
VAT 
number 

• Order fiscal 
receipt 
book 

• Submit VAT 
declaration/
return 

• Submit 
application 
for VAT 
refund 

• Submit 
recapitulati
ve 
declaration 

• VAT tax 
period 
statement 
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t • Submit 

FSS files 

• Submit 
data 
reports 

• View 
submission 
history/vali
dation 
errors 

• View 
payments 

• View tax 
statements 
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• Engageme
nt form 

• Self-
employed 
engageme
nt form 

• Employer 
vacancy 
profile 

• Termination 
form 
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• Annual 
returns 

• Memorand
um and 
articles of 
association 

• Increase in 
issued 
share 
capital 

• Report in 
terms of 
Sec. 76(6) 
– Non-cash 
considerati
on 

• Various 
forms 
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• Social 
Security 
number 
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 Additional services on Business First 

 www.gov.mt 

 banking services 

 

Other electronic services 
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Interactive bov.com 
Intuitive Search 

Chat  

sessions 

Option to 

register profile 

Contact 

 Forms 

Menu 

Banners & 

Spotlights 



?  
Thank you 
 
joseph.agius@bov.com 

 

 

FEED 

back 
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PwC 

Key themes in this year’s PwC Family Business Survey 

 The key themes in our previous Family Business Survey 
publications  focused on issues centered around governance 
and succession 

 This year we are focusing on 

 

Professionalising 
the family 

May 2015 2015 Family Business Forum 

Professionalising 
the business 

of respondents plan on 
passing on ownership but 
bring in professional 
management 

46% 
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Performance and challenges 

May 2015 2015 Family Business Forum 

70% 

Retaining skills and talent 
continues to be a concern and 
a challenge and 61% list it as a 
key issue over the next five 
years (up from 58%in 2012). 
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27% 
within five years 

Internationalisation 

May 2015 2015 Family Business Forum 

21% 
of total sales are exports 

32% 
within five years 

25% 
of total sales are exports 

Currently 

This is expected to increase to 

Currently 

This is expected to increase to 



PwC 

Family involvement and succession planning 

May 2015 2015 Family Business Forum 
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Moving to digital and emerging global trends 

Ranked top 3  
(globally):               56%                             60%               52%                                 79%                             40% 

13% 19% 
8% 

52% 

8% 

19% 

27% 

19% 

22% 

10% 

25% 

24% 

22% 

10% 

17% 

Demographic shifts Shift in global
 economic power

Resource scarcity and
climate change

Technological advances Urbanisation

Ranked 3rd

Ranked 2nd

Ranked 1st

1 
2 

3 

May 2015 2015 Family Business Forum 

1 2 3 
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Professionalising the business through innovation, 
internationalisation and digital transformation 

 Today’s pace of change in business conditions may not be unprecedented but it is surely 
spectacular 

 Companies that do not adapt are in for a lot of trouble  

 The problem is change: The more rapid the pace of change, the more dire the consequences 
of sticking to old ways 

 It is expected that change will accelerate from here 

 Like most things in business, rapid change is a two-edged sword—a threat but also an 
opportunity 

 Adapt to rapid change better than competitors and you can make great strides 

“All is flux, nothing stays still—there is nothing permanent except change” 
Heraclitus of Ephesus 

May 2015 2015 Family Business Forum 
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The economy is changing so rapidly it is now dubbed The New 
Economy 

 In the New Economy, everything changes faster – demand, supply, product prices, 
employment, production, investment, inventories, interest rates and exchange rates 

 Change puts a premium on adapting; the faster the pace of change, the greater the premium 

 Take away change and there is no need to adapt i.e. if it worked yesterday, there is every 
reason to believe it will work today 

 But this is not what executives are currently facing – the way in which business is done is 
turning upside down overnight 

 Driving the pace of change in business conditions is a revolution in technology that leaves no 
aspect of a company unaffected 

 Today, innovation drives developments in all aspects related to technology 

May 2015 2015 Family Business Forum 
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 Leaders who do not listen to their stakeholders and adapt will be passed by as their markets 
and customers move without them 

 Organisations should experiment and learn, identify new opportunities, exploit them fast, and 
move on 

 They should have speed and agility to make decisions quickly and effectively, a culture of 
empowerment to fuel experimentation, and the trust and confidence to drive innovation 

 In some cases, this will mean setting up completely new businesses and allowing old and 
outdated versions to die 

 Organisations must innovate today  

Sticking to business as usual will put private companies at a 
distinct disadvantage against more innovative peers 
 

“Innovation is anything but business as usual” 
Anonymous 

May 2015 2015 Family Business Forum 
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 According to our 18th Annual Global CEO Survey 

72% of respondents recognise that they will have 

to adapt externally and internally to exploit 
digital opportunities 

 Private company leaders recognise they need to 
create new value in new ways 

 31% of CEOs say their company has already 

entered a new industry during the past three 
years 

 

A closer look at what top management across the globe have to 
say about the need to innovate 

May 2015 2015 Family Business Forum 

 Building innovation capabilities seems like the only way forward 

 One must take into account industry worries about the disruptive 
impacts of changing customer behaviours and core technologies 
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 64% of family businesses around the world cited that innovation in its 
widest sense remains a key concern for family firms in 2014, as it was in 
2012 

 Those pressing for aggressive growth are more likely to see this as a key 
ongoing challenge 

 Yet even though innovation is listed as a high priority it seems that family 
firms are still reluctant to change 

 Even though family businesses continually claim that one of their strengths 
is their ability to re-invent themselves there are not very many examples of 
firms that have actually done so 

 

What do family businesses around the world have to say about 
innovation? 

May 2015 2015 Family Business Forum 
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Family business in Malta also acknowledge the importance of 
innovation 

68% 

62% 

62% 

57% 

48% 

44% 

43% 

40% 

38% 

35% 

32% 

29% 

64% 

58% 

42% 

44% 

61% 

36% 

56% 

41% 

48% 

42% 

33% 

40% 

Need to continually innovate

Price competition

Number of businesses competing

Containing costs

Attracting the right skills/talent

Company succession planning

General economic situation

Need for new technology

Retaining key staff

Complying with regulations

Increasingly international environment

Need to professionalise
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 There is evidence that growth and innovation are a lower priority for businesses in their 3rd or 
later generations 

 These place more emphasis on ensuring that the business remains in the family 

 This could suggest that these firms risk becoming complacent and uncompetitive 

 These psychological factors may come into play as the business matures and could make those 
running them risk-averse and less entrepreneurial 

 Later generations don’t want to be the ones who ‘lose the farm’ 

But are family businesses really doing their best to keep their 
business relevant considering today’s fast paced market? 

May 2015 2015 Family Business Forum 

Interviewee from the 2014 Global Family Business Survey 

“Family firms either don’t want to reinvent themselves, or can’t. In practice 
they find it hard to divest legacy businesses, and only expand or diversify 
within a narrow range.” 
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 Family firms, in particular, may find it difficult to keep pace with rapid change, especially 
with new technology  

 Finding the cash needed to invest in new IT is one factor, since family firms often don’t have 
the same access to capital, academia or R&D as their listed peers do 

 The generation now running family firms may not be familiar with using new technology, or 
see the value in acquiring it 

 Their children, on the other hand, may be ‘digital natives’ who run their lives on their devices 

From Baby Boomers to Millennials – How the next generation 
are planning for change 

May 2015 2015 Family Business Forum 
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Mobile technologies and data mining & 
analysis tools form an integral part in 
companies’ strategies for growth 

May 2015 2015 Family Business Forum 

All roads lead to digital 

Top three strategically important digital technologies for 
private company CEOs 
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In which areas is digital creating most value within private 
companies? 

CEOs say digital is creating 
most value in these areas 

May 2015 2015 Family Business Forum 
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 Everything and everyone will become connected 

Organisations need to re-invent themselves, be innovative and 
stay ahead: Transforming to digital is one way of doing this 

 Realising that digital transformation affects every organisation, and that there is a need 
to think of new business models 

 Digital transformation is here to stay and is unavoidable 

 It is more than just the ‘internet of things’ 

 It mandates organisational change: The goal of all types of organisations, should be 
business/IT integration 
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80% of PwC’s Next Generation Survey respondents want to do 
something significant and different 

Interviewees from the 2014 Next Generation 
Survey 

“Social media is a substantial 
opportunity for a business like 
us.” 

“My brother and I are working 
together on internationalising and 
diversifying the business.” 

May 2015 2015 Family Business Forum 
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 Overseas sales account for about 25% of the turnover of all respondents 

 68% of global family businesses are internationalising  

 Around 75% of those surveyed around the world expect to be exporting by the end of the 

next five years, and predict this will account for over a third of all sales 

 Those businesses which are particularly keen to grow internationally are those pushing for 
aggressive growth, and typically the larger family businesses  

 Even if exports are likely to account for a larger proportion of sales, few businesses expect to 
be exporting to a larger number of countries than they do now 

 Most tend to stick to neighbouring territories or those with the same language and a similar 
culture 

Internationalisation as a means to innovate and grow 

May 2015 2015 Family Business Forum 
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Key factors influencing the propensity to go global include: 

 Managerial demographic characteristics such as age, 
education, foreign language skills, international 
experience/ business knowledge 

 Industry and management know how 

 Risk tolerance 

 Use of international networks 

 Access to international export programmes 

 Innovativeness  

Theory shows that the initial internationalisation stages of a 
firm depend extensively on the decision makers’ 
characteristics and perceptions 

May 2015 2015 Family Business Forum 
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Long term success will mean professionalising the family 
besides professionalising the firm 

May 2015 2015 Family Business Forum 

 Progress has been made in some areas – 83% of firms have at least one mechanism in 

place to deal with family conflict 

 These include shareholder agreements 54%, family councils 32%, third-party mediation 

27% and family constitutions 22%  

 Only 17% have nothing at all 

 But succession remains a serious issue – only 16% of family firms have a robust and 

documented succession plan 

 Family firms must address this, or risk the failure of the enterprise 

David Smorgon –  former director of one of Australia’s largest family businesses: 
Smorgon Consolidated Industries. 

“Family businesses fail for family reasons” 
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The sad stories are unfortunately frequent 

May 2015 2015 Family Business Forum 

 Internal strife leading to inertia or worse 

 Poor governance and unclear rules 

 Businesses passed on to children who have no aptitude for managing them properly 

 Businesses run autocratically by one or more siblings without proper systems of reward and 
accountability 

 Groups divided into ‘silos’ run by different family members 

 Too many family members looking to the business for employment and/or dividends 
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Some factors to consider  

May 2015 2015 Family Business Forum 

 Keep the family informed as the main shareholder, ensure 
proper accountability and an understanding of what is going 
on 

 Ensure proper communication, avoid situations such as 
‘leave it to us, we know what’s best for you’ 

 Understand the family’s priorities, they might not coincide 
with the business’ priorities 

 As the family grows, adopt a public company approach to 
corporate governance including dividend policy – ‘a 
perpetual focus on investment is not sustainable’ 

 Important to manage expectations, provide for conflict 
resolution - ‘do not let problems fester, protect the business 
from family interference’ 

The family 

Ensure an 
approach to 
succession 
planning that 
provides for 
professionalising 
both the business 
and the family 
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Some factors to consider 

May 2015 2015 Family Business Forum 

 Often starts off as a matter of shareholder representation  

 As early as is practicable, encourage a different approach 
and adopt best practice principles: 

 Separate the chairman and CEO roles 

 Encourage board members to be selected on merit and 
not purely as shareholders’ representatives 

 Non-family members brought in, including non-
executives 

 Hold regular meetings 

 Formalise relations with the shareholders 

The Board 

Many of these 
measures are 
obviously easier 
to adopt in 
larger 
companies 
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Professionalising both family and firm opens up new options 
and new opportunities 

May 2015 2015 Family Business Forum 

In summary: 

 Addressing these issues will enable family firms to 
innovate better, diversify more effectively, grow 
faster, export more and be more profitable 

 It will also make these businesses a more 
attractive prospect  

 More family firms are looking to become owners 
only, not managers 

 But doing this well requires a whole new set of 
skills, and makes it even more imperative to 
professionalise the way the family operates 
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