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he local entrepreneur industry
T has seen its fair share of ups and

downs over the years. Some
companies have succeeded in making
it, while others have not. But perhaps
the one common denominator entrepre-
neurs — successful or otherwise — share
is the notion that they must be willing to
take risks, not be afraid to get out of their
comfort zone, and be thoroughly focused
in order to make it.

Says Mazlan Muhammad, founder and
managing director of MM Vitaoils Sdn
Bhd: “Entrepreneurs need to work out
what it is that they really want to do in life
and thereafter, to set their mind on that
and do whatever it takes to get there.
Also, you must believe in yourself, be
persistent, focused and positive, and do
not quit before you see what's at the end
of the tunnel.”

Wise words from an entrepreneur who
had his first brush with entrepreneurship
when he was in his teens.

"My journey with entrepreneurship
began when | was 15 years old,” he tells
Business Today. “Back then, | setup a
stall selling burgers after my exams, then
known as LCE [Lower Certificate Exami-
nations] and | made just enough to pay
for my first motorcycle - a Honda Cub!”
he says.

In order to keep paying his monthly
instalments of RM50, Mazlan, then just
16, sold burgers every chance he got, and
even became a direct seller of Amway
products for two years.

Not wanting to rest on his laurels, Ma-
zlan continued his entrepreneurial ways
after his Form 5 education by winning a
tender to set up a burger stall at the Asia
Pacific Scouts Jamboree, held in Pantai
Cahaya Bulan, Kota Bahru.

“| bid to set up a stall for a week, and |
made a lot of money doing so,” he quips,
attributing his entrepreneurial spirit to
how his grandparents, who worked tre-
mendously hard as fishmongers, passed
on to him.

Today, the affable 48-year-old runs
one of the most successful manufactur-
ing plants in Malaysia and in the region.
MM Vitaoils exports high quality, palm
oil-based products such as cooking oll,



vegetable ghee, shortening, and marga-
rine. The company currently produces

and exports 24 brands to 64 countries
worldwide and its exports include Europe,
Asia, Africa, the Middle East, Australia,
Latin America and the US.

In its first three years of operation, MM
Vitaoils recorded over RM100 million in
revenue, while its 2007 audited turno-
ver stood at RM87 million. MM Vitaoils
also has the distinction of being one of
the few palm oil-based goods produc-
ing companies that has three widely
known accreditations; ISO 9001:2000,
Hazard Analysis and Critical Control Point
(HACCP), and Good Manufacturing Prac-
tice (GMP).

Stepping out

Prior to starting out on his own in 1999,
Mazlan already had a comfortable posi-
tion at Malaysia Airports as the group
operations manager for retailing duty
free and F&B outlets.

“I just got tired of being told what to do,
and how to do it, and thought to myself,
enough is enough. | knew | had to be on
my own and opened a trading company
dealing with commodities from Malaysia.
Based on the enquiries received, | noticed
that the demand is always for palm oil
within the food industry.

“| first began trading in the palm oil

business but by October 2002, | started

a manufacturing plant in Shah Alam, con-
centrating on down-stream activities of
palm oil products in order to capture a bet-
ter [profit] margin as compared to being a
trader,” he explains, adding his decision to
focus on the international markets paid off
in only three years.

According to Mazlan, Malaysia is still
the biggest palm oil exporter in the world,
even though it is no longer the biggest
producer. Indonesia, he reveals, has the
honour of being the top producer because
of its large areas of palm oil plantations.

“Malaysia has done well as an exporter,

However, most exports are made in bulk,
not packed in Malaysia and not branded
as a Malaysian product. Also, Malaysia

is too dependent on traditional markets
such as China, Pakistan, India, and West-
ern Europe as these accounts for about
84% of total exports.”

Mazlan says the country needs to im-
prove by concentrating on down-stream
activities such as the processing of crude
palm oil (CPO) rather than selling in bulk.

Other areas for improvement is to get
better at branding of palm oil, achieve
better market penetration, commercialise
homegrown proprietary research and de-
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