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Diary
of BDM PG
Webinars
The GGI Business Development
& Marketing (BDM) Practice
Group (PG) has organised
some webinars – save the
dates in your diaries:
➜ 13 October 2020
10:00 am EDT | 16:00 pm CEST
➜ 27 October 2020
10:00 am EDT | 15:00 pm CET
➜ 17 November 2020
10:00 am EST | 16:00 pm CET
➜ 08 December 2020
10:00 am EST | 16:00 pm CET
Please refer to ggi.com > Events
for detailed information on the
agenda and the link for registration.

Editorial
Dear Reader,
A lot has changed since our last
newsletter and the start of the COVID-19
pandemic. Companies all over the world
are adapting to a new, mostly virtual
business environment. For my fellow
business developers, this has meant a
somewhat awkward transition to video
calls instead of lunch meetings. As
for marketers, businesses have never
been more aware of the importance
of digital marketing than now!
As we all settle into our home offices
and virtual meetings, let us remember
that we are all weathering the same
storm. May we all practice some grace
and laugh together – as children,
grandchildren, pets, and partners
inevitably interrupt our Zoom calls.
We have a fantastic newsletter for
you all this fall. My gratitude goes
to Kutchins, Robbins & Diamond,
Ltd., (KRD) Certified Public
Accountants in Chicago (IL), USA,
who have once again sponsored
this edition of our newsletter.
Anna Reyes of KRD shares with us
the five ways to build relationships
with social media influencers. Our
contributors discuss the importance
of building relationships, how to
be strategic with our marketing
endeavours, and how to differentiate
our services from the competition.
Of course, we also have plenty of
content to help you and your business

adapt to this new online environment.
Elisabeth Colson of Devry Smith Frank
LLP (Toronto (ON), Canada) offers
a unique perspective on whether we
need to use Zoom and video calls to do
business. Sarah J. Burke of tonneson+co
(Boston (MA), USA) discusses how
we can maintain our firms’ cultures in
the age of COVID-19. Our contributors
also write about the transitions to
digital platforms and the effects that
digital can have on our industries,
as well as how we can take control
during these times of uncertainty.
Akshya Chandra and Chaitanya
Kumar of SKC World (New Delhi,
India) also share with us the scope of
manufacturing in India at the moment.
I would like to thank all of our
contributors for taking the time
to share their expertise with us.
If you have any questions, please
reach out to the authors directly.
Jim Ries
Global Chairperson of the
GGI Business Development
& Marketing Practice Group

Disclaimer – The information provided in this newsletter came from reliable sources and was prepared from data assumed to be correct; however, prior to making it the basis of a decision, it must be verified. Ratings and assessments reflect
the personal opinion of the respective author only. We neither accept liability for, nor are we able to guarantee, the content.
This publication is for GGI internal use only and intended solely and exclusively for GGI members.

Five Ways to Build
Relationships with Influencers
By Anna Reyes
If you want to build a stronger
relationship with your clients, you
may want to consider building
relationships with influencers.
Influencer marketing is effective
because of the high amount of
trust influencers have with their
social media following. As a result,
influencer’s recommendations act as
a form of social proof to your brand’s
potential clients. Receiving the stamp
of approval from an influencer can
lead to an increase in sales, website
traffic, and overall brand awareness.
If your company is considering this
marketing strategy, make sure these
five best practices are the bedrock of
your influencer marketing strategy.

Compensate
Accordingly
Prior to starting any influencer research,
establish your budget and determine the
number of followers you would like your
target influencer to have. An influencer
with 500,000 followers is going to have
a different price point per post than an
influencer with 3,000 followers. You can
start by researching industry averages
and use that as your starting point.

Find an Influencer
Who Fits Your Brand
During your research phase, you will
want to narrow down the social media
network you want to focus on first. In
the beginning, you will want to stick

to one channel, but can expand your
efforts to others as time goes on. It
is important to note this should be a
network your company already has a
presence on. Use this network to find
influencers and start looking at the
type of content they are producing.
Does this content align with your
company’s messaging? Do they share
and create thought-provoking content?
How many followers do they have? It
is important to establish benchmarks
early on, so your influencer
marketing strategy stays on track.

Don’t Hinder
Their Creativity
Step out of your own way and allow
the influencer to craft posts to their

GGI member firm
Kutchins, Robbins & Diamond, Ltd. (KRD)
Auditing & Accounting Tax,
Advisory, Corporate Finance,
Fiduciary & Estate Planning
Chicago (IL), USA
T: +1 847 240 1040
W: krdcpas.com
Anna Reyes
E: areyes@krdcpas.com
KRD Ltd. is a
CPA firm that offers
a full range of client
services: outsourced
accounting, audit
and assurance,
tax strategy and
preparation,
business

audience, because they know their
followers best. Yes, the influencer
is being paid to create content, but
that does not mean you should
micromanage. The purpose of
influencer marketing is to create
content that feels authentic, not
corporate. Once expectations are
established, allow the influencer to do
their job and act as a resource if they
have questions about your company.

Be Clear
About Expectations
Start your relationship with influencers
on the right foot and clearly
communicate expectations early.
Once you have agreed to collaborate,
you should discuss the following:

...next page

Anna Reyes
valuations, financial planning, and advisory
services. Their team of 80 members
has been serving clients in Chicago and
the surrounding areas for 30 years.
Anna Reyes is a Marketing Coordinator
at KRD Ltd. She specialises in creating
online content and building marketing
strategies to help increase visibility
and revenue. She graduated from
Marquette University, majoring in Public
Relations and minoring in Marketing.
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Determine how many pieces of
content will be developed and
over what period of time;
Agree how the content will
be used and the network the
content will be shared on;

Invest in a Long-Term
Relationship

Establish an approval process
if you feel one is necessary;

Rather than viewing influencers as just
promotional tools, see them as brand
ambassadors. When people feel valued,
it will reflect in the quality of their
work. It takes time for companies to
get to know influencer’s interests and
build a genuine relationship. You can
send them personalised gifts or ask
for their opinion on content creation.

Make sure your content
is FTC compliant.

It is also a good idea to let them
know what is working and what is

Define call-to-actions, captions,
hashtags (if applicable);

98 and

not. If you are seeing positive results
during a campaign, let them know!
If the campaign is experiencing a
slow start, let them know so they can
adjust or edit their posts accordingly.
When influencer marketing is done
right, the results can be outstanding.
Influencer marketing has its challenges,
but when you research, communicate
expectations, and focus on quality
relationships, you will be one step
closer to acquiring new customers.

% Guaranteed!

Taking Control in Times of Uncertainty

COVID-19 is dangerous. We should
fear it: for the impact it has and can
still have, on our health, our jobs, our
relationships, and our livelihood. The
unknown nature of this pandemic
means that each of us has lost some
level of control over our lives. Loss
of control means we cannot just
“decide” to think positive thoughts
throughout these challenging times.
Our negative thoughts will surely
prevail when we are faced with the
possibility of catastrophe and a
complete loss of control to stop it.

By Talia Berger
My all-time favourite book is “Oh, the
Places You’ll Go!” by the legendary
Dr Seuss. In fact, this book might
have set in motion my positive, yet
realistic, attitude to life. I am quite
sure that for me this was the first
time that a book clearly stated that “…
sometimes, you won’t” and “Bang-ups
and Hang-ups can happen to you”.
The book delivers sound advice
on what needs to be done to get
through these “Lurches, Slumps
and frightening lonely places”–
and even offers pretty good odds
to eventually “move mountains…
98 and ¾ percent guaranteed!”
So, what happens when, like now
during the COVID-19 pandemic,
we aren’t going places? We are
surrounded with uncertainty and
“The Waiting Place” is both full
and alone and cold and empty.
According to Dr Seuss, the way out
of The Waiting Place is to “escape,

© HarperCollins/Dr. Seuss

all that waiting and staying, to find
the bright places where Boom Bands
are playing”, but what if we’re stuck
in quarantine? Cautious of those
around us, not knowing if maybe
they could infect us? Concerned for
our family’s health. What happens
when uncertainty becomes fear?

Think of it like crossing a busy
highway: we know it is dangerous,
yet we feel we can control the
situation; we look both ways
before we cross and make it safely
to the other side. Take away our
control, and the negative thoughts
of a truck running us over would
pretty much guarantee we would
not be crossing any highways!
So, what can we do? We can try
our best to not focus on what

we cannot control but focus
on what we can control!
Distract your thoughts and lives with
hobbies, work, sport and enjoy the
everyday mundane chores that offer
the comfort of control. Challenge
yourselves to small “wins” you
can achieve and take control over.
I recently completed 100 flights
of stairs a day for 100 days (!) I
know, that is a bit extreme – but
I did it! During these uncertain
times, there was one constant – I
climbed 100 flights of stairs every
single day for 100 days. This gave
me a sense of control as well as
getting me into pretty good shape!
Remember, no matter how many
news broadcasts we consume, we
will not find the answers to what
the future holds. So, in my efforts to
focus on what I can control, I have
limited my news consumption around

GGI member firm
Soroker Agmon Nordman | IP & beyond
Law Firm Services
Tel Aviv, Israel, and Singapore
T: +972 9 950 7000
W: sanlaw.legal
Talia Berger
E: talia.berger@sanlaw.legal
Talia Berger is the Director of Business
Development, Marketing, and Innovation
at Soroker Agmon Nordman | IP & beyond,
which was founded in 1999, and has
grown to become one of Israel’s top ten
intellectual-property law firms. Soroker
Agmon Nordman offers the highest
possible quality intellectual property
and complex litigation services in Israel,

COVID-19 to updates regarding new
health directives and regulations
and less around speculations!

Talia Berger

Asia, and other countries. They take pride,
both as individuals and in their ability to put
together bespoke teams to provide the best
and most efficient services for their clients.

“So, be sure when you step. Step with
care and great tact and remember
that Life’s a Great Balancing Act.”

Relationships:
A Contact Sport
Relationships are everything
in business development, and
life. You work to get them, you
work to keep them, and you
can lose one in a heartbeat.

Relationships are
a contact sport; it
takes contact to start
them. Somebody
has to do something
first, be proactive,
set up a plan.

Relationships take time to develop
and time to maintain. If you care
about them, and work on them,
they will prove to be as important
as any technical knowledge.
Do you have a plan for relationships?
Take time to think about relationships?
Unheard of! Who do you know, who
do you want to know? What are you
prepared to do to get to know them?

Who, What, When,
How, and Why are
you doing all this?
Like any other skill, it
takes commitment and practice; it is a
two-way street. What can you do for the
relationship not just what they can do
for you? Care about them. Build each
other’s worth. Set up a relationship
schedule; when will I do these things?

By K. Michael Benz

I tell our team to calendarise everything,
including relationship building.
Relations are not to be abused! There is
an invisible line never to cross! Never

...next page
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ask someone to do anything you know
they can’t or shouldn’t do. Business
does not come first; individuals
come first. Trust should be built over
time or it is just transactional.
Can you be counted on? Dr
Stephen Covey suggested that
before you can be understood, you
must seek first to understand.
So, what does all this mean: life,
friends, family, and business
development? People want to deal
with people over time. When you
walk into a local business it feels
great when you are recognised and
acknowledged. Relationships!
When you ask someone you know for
something, it feels comfortable. It is
the same in business relationships.
Many people go for the quick hit,
never to be repeated again, until
they need something. The chance
of getting business from a cold

GGI member firm
Ciuni & Panichi, Inc.
Advisory, Auditing and Accounting, Tax
Beachwood (OH), USA
T: +1 216 831 71 71 or +1 216 765 6923
W: cp-advisors.com
K. Michael Benz
E: mbenz@cp-advisors.com
Ciuni & Panichi, Inc. has been
providing accounting, auditing, and
tax services internationally for over 40
years. Firm members also advise clients
on financing, mergers and acquisitions,
business valuation, financial forecasts
and projections, succession
planning, and litigation.
K. Michael Benz, Executive
Advisor, provides strategic planning
and business development

call is far less than from someone
you have taken some time to get

K. Michael Benz

expertise to the client service menu and
the firm’s leadership team. Mike also
has extensive experience in not-forprofit leadership, board development,
and organisational structuring.

to know. It is about them and their
needs, not you. You come later.

Zooming Out
By Elisabeth Colson
Sheltering in place is easier when
needs can be met by a mouse-click,
whether shopping, paying bills, or
connecting with the outside world.
Yet people are more frequently
declining webinar invitations,
and group catch-up calls now

seem draining rather than fun.
Yes, video fatigue is a “thing”.
The proliferation of video calls since
the start of the pandemic has resulted
in its own type of stress. Studies have
shown that video calls require more
concentration than do in-person
meetings. It is more difficult to stay

focussed on a talking head. There are
fewer body-language cues available.
The screen freezes; people talk over one
another. Digital communication is rarely
spontaneous, and large group chats
can impose the stress of needing to
successfully perform in front of a group,
without the relief of distractions provided
by environmental surroundings.

With video calls now the professional
and social norm, work and play are now
blended virtually seamlessly, destroying
the natural break between professional
demands and socialising down-time.
As such, we risk losing the unique
emotions and feelings evoked by a
conversation with colleagues, versus
those arising from conversations
with friends or family.
However, unlike some of the other
anxiety-producing effects of COVID-19,
such as quarantine, self-isolation,
and line-ups, one can control the
decision of when and whether to
Zoom. Zoom is a tool through
which to achieve social interaction;
it need not be the default go-to.
Send a hand-written note instead of
meeting someone on Zoom. A phone
call lets the participants concentrate
only on the voice, reduces the
feeling of a need to perform, and lets
them walk around if they prefer. Try

GGI member firm
Devry Smith Frank LLP
Law Firm Services
Toronto, Barrie and Whitby, Canada
T: +1 416 449 1400
W: devrylaw.ca
Elisabeth Colson
E: elisabeth.colson@devrylaw.ca
Devry Smith Frank LLP is a fullservice, Ontario-based Canadian law firm
of over 60 lawyers. DSF has provided
approachable, professional, and affordable
service to its business, personal, and
institutional clients since 1964.
Fluently bilingual in
English and in French,
Elisabeth Colson is a
Member of the Bars of

connecting in the manner intrinsically
motivational to the other person: a
coffee or a walk might foster a better
connection than a video chat.

Elisabeth Colson

Quebec and Ontario. She has extensive
experience in a wide range of business
law matters, including mergers and
acquisitions, private placements,
franchising, corporate reorganisations,
and shareholder agreements.

And sometimes, it is ok to
turn off the cameras, and just
enjoy your own company.

Maintaining Your
Firm’s Culture in the
Age of COVID-19
Maximise Technology

By Sarah Burke
The COVID-19 pandemic has forced
businesses to adapt to a constantly
changing and unpredictable
environment. While so much has
changed, the importance of maintaining
a strong company culture has remained
paramount to employee satisfaction
and retention. Here are some tactics
to consider when maintaining your
firm’s culture amidst a pandemic:

With a primarily remote workforce,
making the most of virtual
collaboration software is essential.
Having software such as RingCentral,
Zoom, Microsoft Teams, or Slack
in place can encourage staff to
communicate and collaborate via
video, allowing for more face-time
and real-time collaboration.

Seek Constant
Feedback Through a
Variety of Channels
While surveys are an important tool,
they are not the only tool available
for seeking employee feedback. For
example, when hosting a virtual
firmwide meeting, try posting a

...next page
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whiteboard or using an annotation tool
to allow staff to write in anonymous
questions and have them answered
synchronously. One-on-one or small
group meetings can also be a powerful
way to let employees know they are
valued and to seek their input.

Be Present
and Transparent
Now more than ever, employees are
looking for frequent communication
from leaders, and most of all, for
transparency. Staff want to know how
the firm is performing financially and
have an opportunity to ask questions
and have them answered candidly.

Get Creative
to Stay Connected

GGI member firm
tonneson + co
Advisory, Auditing &d Accounting,
Corporate Finance, Tax
Boston (MA), USA
T: +1 781 451 2421
W: tonneson.com
Sarah J. Burke
E: sarah.burke@tonneson.com
tonneson + co is a certified public
accounting firm, headquartered in
Wakefield (MA), with additional offices
in Boston (MA) and Columbia (MD). The
firm provides privately held businesses,
non-profits, multi-family offices,
and individuals with tax, audit,
and business advisory services.

as stress management, work-life
balance, or diversity and inclusion.

While companies may not be attending
sporting events or cocktail hours in 2020,
it is still possible to stay connected.

Reflect Your
Core Values

For example, companies can consider
hosting virtual trivia games or roundtable
discussions on relevant topics such

Whether it is social responsibility,
education and training, or women’s
leadership, it is important to continue

Sarah J. Burke

Sarah J. Burke is the Marketing
Director at tonneson + co. She has over
20 years of experience in marketing
strategy and implementation across a
range of industries, including software,
healthcare, and higher education.

activities that reflect the values of your
firm. This might include sponsoring
virtual charity galas, participating
in virtual food or clothing drives,
or hosting a book club online.
There isn’t a “one size fits all” approach
to maintaining your firm culture. It
is critical to evaluate what is most
important to your firm and how best
to adapt for the virtual environment.

Transition to Working
via Digital Platforms
By Prof Sergio Guerrero Rosas
In this new age of technology,
businesses must be quick to adapt
to every incoming change in order
to stay relevant, and, currently,
the most common strategy is to
transition from a physical business
model to an online or virtual model.
Having an online business has several
key benefits, such as an expansion of
the current target market, increase in
revenue, increase of potential marketing
strategies, cost reductions, etc.
It should be noted, however, that
creating a digital persona does
not mean that businesses should
abandon their current physical model;
rather, it should be considered an
expansion of their own presence.

GGI member firm
Guerrero y Santana, S.C.
Advisory, Auditing & Accounting,
Corporate Finance, Law Firm Services, Tax
Tijuana, Baja California, Mexico
T: +52 333 120 05 38
W: guerrerosantana.com.mx
Prof Sergio Guerrero Rosas
E: sguerrero@guerrerosantana.com.mx
Guerrero y Santana S.C. provides
its clients with a wide range of tax,
legal, and consulting services. The firm
makes comprehensive evaluations of
its clients’ businesses and draws on the
expertise of its professionals to offer
the best solution available.
Prof Sergio Guerrero Rosas,
Managing Director at Guerrero y
Santana, has over 25 years’ experience
advising companies from SMEs to

Transitioning to this new type of
model is important, given that more
and more consumers are looking to
find products and services they need
without having to deviate from their
normal routine, and the simplest way
to do this is via the online marketplace.

Prof Sergio
Guerrero Rosas

multinationals, as well as individuals, on
tax and estate planning. He is also the Latin
American Regional Chairperson of the GGI
International Taxation Practice Group (ITPG)
and Global Vice Chairperson of the GGI
Trust & Estate Planning Practice Group.

Luckily, going into this online world
is not difficult at all. It can start off
by creating social media profiles,
your own website or platform, and
taking advantage of other marketing
strategies such as content marketing,
email marketing campaigns,
paid social media ads, etc.
Practically all sorts of businesses are
capable of implementing a virtual
model. Business services firms,
and all other similar firms, are fully
capable of adapting to this scheme
of activities. The most recommended
activity, for starters, would be to
create and maintain a prominent,
user-friendly website. In addition,
creating a platform where clients can
visualise all the services they can
acquire and maintain direct contact
with the firms would be a bonus
and more successful strategy.
Overall, businesses should not fear
change; instead, they should embrace
it. Venturing off from traditional
business models may seem hazardous
or unnecessary, but it is always best to
take advantage of any new opportunity
that may make your business grow.
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The Butterfly Effect:
How Digital can Disrupt
the Corporate Legal Sector
By Oana Romocea
“Digital” and “legal” are two words
that are rarely found in the same
sentence. Whenever they are together,

GGI member firm
Hategan Attorneys
Law Firm Services
Timisoara, Romania
T: +40 256 430 454
W: hategan.ro
Oana Romocea
E: oana.romocea@hategan.ro
Hategan Attorneys is an independent law
firm located in Timisoara, Romania, providing
a tailored and integrated range of legal
services to meet the needs of a wide variety
of businesses, individuals, and organisations.

they refer to the legal implications
of the digital world. However, the
reverse effects are hardly talked
about or acknowledged. The digital
impact in the legal sector is yet to

Oana Romocea

Three quarters of their clients are
international companies that plan to invest
or are already doing business in Romania.
Oana Romocea was responsible for
PR and communications at the University
of Oxford for nine years. Currently,
she offers PR and communications
strategies for professional services
companies across a range of sectors,
both in Romania and internationally.

take effect in a more serious, valueadded, paradigm-shifting way.
There is no doubt that the digital has
been a lifeline for most businesses
since the beginning of 2020, when
many of us have all been locked out
of our offices and kept in our homes.
Digital kept teams connected, kept
businesses going, and also provided
the transformation which was much
sought after and talked about before
the pandemic, but imminently
implemented during the lockdown.
Many departments, such as HR
and finance, embraced the digital
transformation much earlier,
which provided them with a good
foundation for quick adaptation
during the crisis. However, the legal
functions of a business tend to lag
behind digitally, which meant that
during the lockdown, there was not
too much scope for adjustment.
In this context, there is an opportunity
for driving change, based on digital

innovation of the legal functions of
a business. The benefits are evident:
intelligent automatisation of routine
legal tasks, outsourcing a wide
range of legal function processes,
budget optimisation, value-added
business development, better visibility
and perspective on the business,
enhanced efficiency and productivity,

continuous transformation
of the operating models.
We are yet to see more start-ups in
the corporate legal sector, but, sooner
or later, the inevitable will happen.
In our global context, these sorts of
initiatives can appear from any part
of the world and have the potential to

shake up and disrupt classic operating
models. Whoever makes the most
of the early digital opportunities
will be ahead of the curve and will
be able to incorporate them in their
business development strategy. There
is no doubt that this is an exciting
time for the corporate legal sector
and big surprises are yet to come!

New Norms for Businesses
pickings for lawyers and accountants to
deliver “new” real value to their clients.

By David Hemmings
When listening to the public
accounting and legal world, the
business discussions are often focused
on “Book of Business”, modifications
to tax and audit rules, and legislative
changes. Business norms are changing
rapidly and new opportunities for
enacting different business, in new
geographic locations and business
sectors, have arrived. As consultants,
PRA has eagerly embraced these new
opportunities and believe there are rich

GCG member firm
PRA Global
Advisory
Grand Rapids (MI), USA
T: +1 616 942 5666
W: pra-global.com
David Hemmings
E: dhemmings@pra-global.com
David Hemmings is the President and
Founder of PRA Global, an international
business development company based
in Grand Rapids (MI), with regional
offices in China, Singapore, Poland,
India, Mexico, Brazil, and the UAE. Mr
Hemmings established PRA 25 years ago
in Taiwan, focused on the automotive
and defence markets, and, in 2002,
moved the company headquarters
to Michigan. PRA provides business

Firstly, the business digital age is
here and, for many businesses, this is
now the de-facto, day-to-day model of
operating. Think Amazon, Uber, Google,
LinkedIn, Industry 4.0. The management
styles, the thinking and the language
are different, the approach to business
and the level of reliance on technology
sometimes intimidating, and the clients
frequently much younger. However, the
opportunities to deliver differentiated

David Hemmings
development services to companies
seeking growth in new markets
throughout Asia, India, Eastern Europe,
Latin America, and the Middle East.

accounting, tax and audit services
into this industry sector, given the
increasing complexities of the sector’s
business environment, provides wideranging new business opportunities.
Secondly, the recent reversion by
nations to trade-tiff-tariffs and rampant
nationalism have forced many clients
to question whether or not their
off-shore sourcing or manufacturing
operations are optimally located.
Exclusive reliance on China now
seems almost reckless, and many
CEOs are now seriously questioning
whether to jump to another Asian or
European location. These relocations
are usually complex and demand
both accounting and legal expertise.
Finally, companies have realised that
to serve another country, you have
to be in that market. This means
establishing themselves under new
laws and accounting environments,
with new facilities, new workforces, and
new business-transaction processes.
Neither globalisation nor international
business will cease, and they are
already being undertaken in distinctly
new ways. The international business
specialists in your firms will be required
to advise, plan, implement and then
support, these internationally minded
clients. There are many new business
opportunities and all GGI firms are well
positioned to work together to support
the evolving needs of their clients.
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The Scope of
Manufacturing in India
By Akshya Chandra
and Chaitanya Kumar
Over the last couple of decades,
western nations have looked to southeast Asian countries for advantages in
setting up their manufacturing facilities.
Over the years, their focus has shifted
to tapping its huge market potential.
India has been consistently working
towards creating the environment that
supports manufacturing activities.
The intent of this article is to
explore possibilities for large and
mid-size organisations to look at
India for advantages in both the
cost and production ecosystem,
and the huge potential market.
1. Benefits under income tax structure:
A new income tax provision allows a
lower effective tax rate of 17.16% for
manufacturing setups incorporated
between 01 October 2019 and 31
March 2023 (existing rate: 27.82%).

GCG member firm
SKC World
Advisory, Auditing & Accounting, Tax
New Delhi, India
T: +91 11 41324 619
W: skc.world
Akshay Chandra
E: akshay@skc.world
Chaitanya Kumar
E: chaitanya@skc.world
SKC World is a boutique consulting firm
on a mission to create an era of conscious
entrepreneurship and helping businesses
achieve success and scale, joyfully.
Akshya Chandra is a Partner –
Business Excellence with SKC World.

2. Benefit under goods and service
tax: Under the “zero rate supply”
provisions of the GST Act, an
exporter can claim a refund of
GST paid on input purchases
made against export orders.
3. Availability of manpower: India has
the world’s youngest population,
with 64% of its population in the
working age group. In 2019, around
3.2 million students enrolled
themselves to pursue engineering.
There are 14,602 industrial training
institutes that impart training in
welding, electrical work, etc, with
7.2 million students in attendance.
4. Manufacturing hubs in India:
Across India there are several
conglomerate industrial hubs
supporting different industries
5. Scope of investment in India: In
May 2020, the government of India
increased Foreign Direct Investment

Akshay Chandra

Akshya Chandra has over 16 years’
experience in the field of finance and
business strategy and specialises in
relationship management, financial
management, and policy formulation.
Chaitanya Kumar is a Partner –
People Excellence with SKC World. He
is a business coach who has extensive

(FDI) under an automatic route
to 74% from 49% in defence
manufacturing. In August 2019,
the Indian government allowed
100% FDI through an automatic
route for contract manufacturing.
6. MSME: The Indian government has
introduced a concept of micro, small
and medium enterprises (MSME)
to support the manufacturing
setup. The classification is based
on investment in plant and
machinery and annual turnover.
These MSMEs are entitled to
various benefits in fee reduction,
interest rates, recovery, reduction
in electricity rates, and so on.
These are some of the benefits to a
manufacturing unit in India. It is an
opportune time for people to explore
the possibilities of manufacturing
and expanding their bases.

Chaitanya Kumar

experience in areas of corporate tax,
audits, process restructuring, due
diligence, and business restructuring.

When a Pandemic Inhibits
Client Entertainment
By Anthony J. Soukenik
When the relationship side of the
business cannot include personal
meetings or entertainment with
clients, this is a great time to invest in
our clients. We recommend starting
with a review of compliance issues,
especially matters pertaining to the
US Department of Labor. Another
topic clients are sensitive to during
a pandemic is succession planning.
Offering suggestions of succession
planning or reviewing estate plans and
the funding thereof is a timely topic.
A simple email or better yet, a
handwritten note that you have
reviewed the client’s matters, on
your own time and a reminder of
unexecuted client goals will assist
clients to prioritise their needs.
Giving investment time, can be
less time than a lunch or dinner or
entertainment event and simply. All
of us can find recommendations
to advance to our clients for their
consideration. Investment time will

GGI member firm
Sandberg Phoenix & von Gontard
Law Firm Services
Saint Louis (MO), USA
T: +1 314 231 3332
W: sandbergphoenix.com
Anthony J. Soukenik
E: asoukenik@sandbergphoenix.com
With more than 150 attorneys across
seven offices, Sandberg Phoenix’s work
is concentrated in the areas of business,
business litigation, health law and
products liability. They stand behind
their promise to provide superior client
service with a rare client service guarantee,
reflecting their commitment to quality
and broad depth of legal expertise.

lead to future billable time. It is also
a way of letting our clients know
that we are thinking out of the box

Anthony J.
Soukenik
Anthony J. Soukenik is a Shareholder
of Sandberg Phoenix & von Gontard
and has previously served on the firm’s
executive committee. Tony is a member
of the Business Law Practice Group and a
former practice group leader. He focuses
his practice in the areas of banking,
construction, corporate law, durable
medical equipment,
estate planning, real
estate, and federal
and state taxation.

when the rules of engagement and
client entertainment have changed.
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