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Insider’s view

MCI: How do you ensure that you design and
offer a sustainable business model for IMA in
the Middle East?

Tarnbir Kaur: We have a team that understands
the region very well and has worked closely with
IMA to serve the market. The key to developing
a successful business model is understanding
IMA’s objectives and developing strategies to
achieve those goals while keeping in mind the
cultural nuances and business behaviour in the
region.

Our focus is to help IMA seize relevant
business opportunities through strategies that
meet their objectives and turn them into action.
IMA has a very businessfocused and culturally-
sensitive team that makes our job easier!

MCI: What are the main particularities of
the Middle East market that impact on an
association’s ability to achieve its objectives
in the region?

TK: The perception of the Middle East is that it
is a region deeply rooted in tradition.
While this is true the governments and

decision-makers are getting more progressive.
They understand that the world is changing
and often recognise when their own institutions
must change but without losing their unique
cultural identity. The region grapples with the
issue of reconciling unlimited information on
digital media with the priorities of local culture.
Understanding these subtleties within the
region is the key to achieving success for any
association.

MCI: What in your view are the key factors
for successful long-term client partnerships
in the Middle East?

TK: Trust and flexibility are crucial: to have an
understanding that both parties are working
towards a common goal and to adjust to
changes based on environment, culture and
other factors.

MCI: How do you see growth prospects for
associations in the region in the medium-to
long-term?

TK: The Middle East is a rapidly developing

market. Professionals in the region today
want what other parts of the world have

in terms of education and
professional development, within
their own cultural norms.

Many countries are focusing very
heavily on education which
translates into the need for better
and advanced professional
development tools that associations
can offer. We see a strong interest for
association products and services in
the region. Associations that see this
potential and establish a presence in
the region will have a role to play in
the development of the region and
grow their community in the

process as well.
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